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REMINGTON-RAND pattas, texas 


Embodying the latest in architectural development 


THE ECONOMY AND COMFORT OF FITZGIBBONS STEEL 
BOILER HEAT are applied to the full in this new Texas commer- 
cial building, representative of the latest thought in beauty, 
convenience and operating simplicity. To this fine Dallas build- 


ing the Fitzgibbons steel boiler brings extreme fuel economy, 





trouble-free service, dependable comfort. 


war v9 — 4 bs — Remington-Rand 

si 48g, as, exas « . a2 + e 

Architect and Owner: George L. Dab The best buildings deserve “the best in steel boiler 
as 


Hleating Contractor: C. W."lace Plumb- ° ° e 
ing Company, Dallas, Texas heat’’—The Fitzgibbons Boiler. 


MEMBER 


ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 


Fitzgibbons Boiler Company, Inc. — 


101 PARK AVENUE, NEW YORK 17, N. Y. 
Send me the “D” TYPE Boiler Catalog. 


Name:... SEAL re Oe nF rosition: 


Address: 
City: Zore: State: 
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When the 


TEMPERATURE Mo 


That proves the Built-in dependability of 
VOGEL FROST-PROOF CLOSETS AND HYDRANTS @ 


Neither frost nor snow nor hard continuous use affect the efficient 
and economical operation of Vogel Frost-Proof Closets and Hydrants. 














VOGEL NO. 4 FROST-PROOF CLOSET 


The Number 4 is a sturdy, reliable outfit with few 
moving parts. It is a great convenience installed in the 


yard or on a rear porch. 


BOWL...Vitreous China, Top Supply. Experience has shown 
conclusively that you can’t match the No. 4 bowl for durability, 
resistance to freezing temperatures and ease of maintenance. 
That is why more and more customers are turning to the 
Vogel No. 4 Frost-Proof Closet—with the vitreous china bowl. 





























XAS$ SEAT... Hardwood with Galvanized Malleable iron hinge. 
VALVE... Heavy brass flush and supply valves 
yment 7 ee eee 
assembled with Galvanized Casing. 
EEL TANK... Twelve Gauge Steel, Galvanized—painted | 
white enamel finish. ‘ 
1er- 
| 
in VOGEL FROST-PROOF HYDRANT | 
Id- For farms, dairies, garages, service stations, industrial 
plants and many other types of installation. A sure- 
ny, dependable source of running water at all times of the 
year. Will never freeze when properly installed. 
Users like the Vogel Hydrant because it never 
fools them. When they see the handle in 
er an upright position they know the water | 
is surely shut off. Any Hydrant that does not 
positively close off, may waste water in 
Summer, and is sure to FREEZE in Winter. 
——-- JOSEPH A. VOGEL COMPANY + WILMINGTON 99, DEL. 
. Over a Million Vogel Frost-Proof Closets and Hydrants have been sold. 
e 
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SLOAN AS 100% 


REPLACEMENT 





experience speaks again... 





--"tried others--standardized on Sloan." 


Each year the great number of new buildings in which sLOAN Flush VALVES 
are installed is an impressive confirmation of the Sloan reputation for 
complete satisfaction. Equally or even more impressive is the large number 

of older buildings in which, after adequate testing, Sloan Flush Valves 
have been installed as 100% replacement in preference to any other. 


Such records of leadership have significance for every 






building planner, contractor, owner and manager. 


more $24 oan Stith VALVES 


are sold than all other makes combined 


SLOAN VALVE COMPANY ¢ CHICAGO e ILLINOIS 
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INCTAIL aS OLONLWAY 


SANITARY- DASH| 
MANUFACTURING CO., INC. 


lth ST. and 44th ROAD, LONG ISLAND CITY 1,N.! 





REPRESENTED BY: 
RAFAEL RODRIGUEZ BARRIL, INC. P. C. ABBOTT G CO. R. H. CGAEBLER COMPANY MITCHELL LOVE CO. B. VAUGHAN & CO. 
P.O. BOX 3668 1115 MUTUAL BLDC. 4060 WEST uo BLVD. 712 N. 16TH ST. por “CRAWFORD STREET & 
i JUAN 17, P.R. RICHMOND 19, VA. ST. LOUIS, PHILADELPHIA 30, PA. HOUSTON 4, TEXAS 


reer" ARTHUR be oad > ractnoeed co. SHAMROCK PLUMBING SALES - BARNET WEINER 
1355 MARKET ST. 410 WEST FIRST eid EUCLID AVE. 4036 SOUTH WENTWORTH AVE. 80 BATTERYMARCH ST. 
SAN FRANCISCO 3, CALIF. DAYTON, OHIO CLEVELAND, OHIO CHICAGO 9, ILLINOIS BOSTON, MASS. 
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Choose from America’s Greatest Truck Values! 


CHEVROLET “ossicn TRUCKS 


You're right in aay way when you mipogee dependability and long service at low cost. 
Chevrolet trucks as your on-the-jo . : : 
partners. Chevrolet offers you more—in Job-wise—you re right with Chevrolet. 
power for the job, economy of operation, There’s a Chevrolet truck to fit your job 
low maintenance costs. ... with the right power, the right clutch, 
the right power-train to fit the need. And 
Economy-wise—you’re right in choosing every unit of the Chevrolet truck you select 
Chevrolet. You save money, for Chevrolet is engineered for the job. Yes, to do your 
is the lowest priced line of all. And you save job right—with outstanding efficiency and 


on gas, oil and upkeep with these trucks so economy. 
famous for all-around economy. Before you buy, get all the facts on 
Chevrolet—first-cost, operating cost and 


Power-wise—you get more with Chevrolet, maintenance cost. Remember: For the 
too. Chevrolet’s great valve-in-head en- last eight consecutive truck production 
gine is the result of 38 years of steady years, users have purchased more Chevrolet 
improvement—an engine that offers out- trucks than any other make. See your local 
standing pulling power combined with Chevrolet dealer now! 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 


in dem aii 
First she sales 


Only Chevrolet Trucks Give You All These Advance-Design Features: 


@ TWO GREAT VALVE-IN-HEAD ENGINES: the 105-h.p. master or the improved 92-h.p. Thriftmaster—to give you greater 
er per gallon, lower cost perload © POWER-JET ET ee acceleration response * DIAPHRAGM 
I 








G CLUTCH for easy-action engagement © § SH TRANSMISSIONS for fast, smooth shifting © HYPOID 
AXLES—for dependability and long life © D CULATED BRAKES—for complete driver control °¢ WIDE- 
WHEELS for increased tire mileage ¢ BALL-TY EERING for easier handling ©® UNIT-DESIGN BODIES—for greater 
load protection © ADVANCE-DESIGN STYLING for increased comfort and modern appearance. 
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LAVATORY s 7% Ps 
TO FIT 


44 Sizes — Three Finishes 


Eight different lavatory stops in a total of 44 sizes 
and three finishes (rough brass, rough chromium and 
polished chromium) make a variety of items to fit 
every possible need! Sell them right along with 
Price- Pfister high quality lavatory fixtures — and stay 
three jumps ahead of competition. 
HIGH QUALITY — 38 years experience. All operations 
performed in our big, modern plant—one of America’s 
finest and most complete. 
190% HYDROSTATICALLY TESTED — To insure 
water tight closing and long years of service. 
ALL BRASS PARTS = Except for wheel handles, which 
are zinc die cast under 15,000 Ibs. pressure. 

TRIPLE PLATED — Heavy platings of copper, nickel 
and chromium on all chrome items. Resists wear 
and corrosion indefinitely. 

IMMEDIATE DELIVERY — All items now in full 
production. No waiting. 


Sold Through Plumbing Wholesalers « Write for 
Condensed Quick Reference Catalog and Price List. 


RICE- 


FISTER 
BRASS MFG. CO. 


3011 Humboldt Street « Los Angeles 31, Califernia 








Here is the architectural rendering of 
a massive institutional building that 
will rank high on the list of America’s 
truly great hospitals. It is the Veterans 
Administration Hospital at Omaha. 
Every detail of this magnificent 
structure has been planned to contri- 
bute the utmost efficiency in the care 
of patients; and of course no factor 
entering into this is more important 
than heating comfort. It is therefore 
particularly significant that after the 
most searching analysis of heating 
requirements Marsh valves, traps and 
vents were chosen for the vital spots 
in the steam distribution system. 
Practically all types of Marsh heat- 
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ing specialties are installed here. 
There are hundreds of Marsh packless 
radiator valyes and radiator traps; a 
large number of Marsh float and ther- 
mostatic traps; many Marsh inverted 
bucket traps, strainers, and vents. 

Yes, the selection of Marsh equip- 
ment for this modern hospital is a 
resounding tribute to the quality and 
dependability of Marsh heating 
equipment. But it is only one more 
example of the preference accorded 
Marsh equipment by foremost heat- 
ing engineers and contractors. 

For that next job insist on the equip- 
ment that is first choice where only the 
best is good enough! 


MARSH HEATING EQUIPMENT CO. 


Sales affiliate of Jas. P. Marsh Corp. 
Dept. S, Skokie, Ill. 


MARSH pain 


é 


SINCE 1865 
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ARCHITECTS 
Ellerbe & Co., St. Paul, Minn. 
leo A. Daly Co., Omaha, Neb. 


MECHANICAL CONTRACTOR 
B. Grundwald, Inc., Omaha, Neb. 


Hundreds of Marsh Specialties like this 
were used in the Veterans Administration 
Hospital — the finest of packless valves 
and the most efficient of radiator traps. 


Float and thermo- 
static traps like this 
were used; also 
many inverted 
bucket traps, vents 
and strainers. 


BIG FUEL SAVINGS—when the hest 
is controlled by Marsh TRI-TROL 


For multiple occupancy buildings of any 
size TRI-TROL is the simple, low-cost, 
easily installed regulator giving control 
“in step with the weather’ which means 
ideal heating comfort at lowest cost. 
Ask about it. 
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STOP 





RUST, 


PICK A WATER HEATER THAT HAS 
AN ALCOA MAGNESIUM ANODE 


You don’t need to buy an expensive water 
heater with a “special” tank to avoid tank 
rust in hot water. Just insist on a water heater 
that’s protected against rust by an Alcoa 
Anode. This low-cost magnesium rod grad- 
ually sacrifices itself, keeps corrosion from 
attacking inner tank walls. In most locali- 
ties, it adds years to tank life, keeps water 
cleaner. Can be replaced easily 

Many famous-make water heaters offer the 
best in tank protection — made by ALCOA, first 
in light metals for over 60 years. Ask your 
plumbing dealer about the advan- 

















tages of Alcoa Anodes in your area. 


FREE FOLDER! Tells how anodes protect, how 
you can get one. Write for copy of Tank 
Insurance. State whether you want pro- 
tection for present heater or a new one. 
ALUMINUM COMPANY OF AMERICA, 1431M 


Gulf Bldg., Pittsburgh 19, Pa 
ry ® 


FOR WATER HEATERS 


SOLID CAST ANODES | NOTCHED ANODES 


FOR NEW TANKS FOR REPLACEMENT 


TANK |, byfre tSt019/ 









Our advertising pays off 


at your point-of-sale! 


CUSTOMERS PERK UP when you tell them 
your water heaters are protected by genu- 
ine Alcoa Magnesium Anodes. Here’s why. 

Alcoa Anode advertisements, like the one 
at the left, reach over 314 million families 
in Better Homes & Gardens. Many of 
these people are right in your community. 





CASH IN on our national advertising by 
making Alcoa Tank Protection a big talk- 
ing point. Customers know about it. Cus- 
tomers want it. They’re quick to recognize 
the advantages of a water heater tank that 
stays rust-free inside. 

Ask your water heater distributor about 
Alcoa Magnesium Anodes, the protective 
feature that boosts profits, helps you sell. 
ALUMINUM COMPANY OF AMERICA, 1431M 
Gulf Building, Pittsburgh 19, Pennsylvania. 
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the wonderful comfort-angle feature found 
only in steel bathtubs by Murray. Only Murray 
has the know-how to make colorful steel tubs 
this way! 


PNR -|-Yoltiae.” me Om: mh: we: Oe 4 
Smooth Bottom... 


for extra-safety, easy cleaning. A Murray 
tub is never “bumpy”... always drains every 
bit of water! 


INiMel-lim. mon: ew: Oe 4 
Special-Quality Porcelain_ | 
Enamel. .acid- and stain-resistant Bi 


at no extra cost! Easiest to keep sparkling- 
clean at all times. Colors: White, Desert Tan, 
Verdant Green, Sunlit Ivory, Azure Blue. 


Allaboutt MURRAY 
> eine tiie t= Space 


+ 
Murray 5-foot models have 3 inches more 


inside space than old-fashioned tubs! Raised 


flanges along wall-rims of tubs assure % 


built-in job... avoid water seepage. 4 
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the|great new na wu m RA wiine... 
Now we’re telling 


ALL AMERICA! 





HERE ARE THE FIRST BLASTS of Murray's 
advertising guns which tell millions of people all 
about the sensational features of Murray Steel Bath- 
tubs, Murray Bathroom -Units. 

Running in the famous Saturday Evening Post— 
with its tremendous readership of over 17,000,000 
—this continuing campaign is bound to sell your 
own prospects in your own territory on the great 
Murray line of Bathroom Units. 

Tie-in with this hard-hitting Murray full-page, full- 
color advertising! Cash in with Murray —the money- 
maker! Send for all the facts about Murray, today! 


NO ONE MAKES BATHTUBS LIKE 


MU HR 


Re m em b 4 lf COLOR: Desert Tan, Verdant Green, 


tant surfaces; heavy non-flexible steel 
construction. 


ECONOMY: Light weight makes 


Sunlit Ivory, Azure Blue, and White. 
ALL THESE 


COMFORT: Only Steel Tub with 
DESIRABLE 
FEATURES 


Lazy Back feature; longer inside (3 
inches in five foot models); smooth 


bottom. 
DURABILITY: Stain- and acid-resis- 


them cheaper to ship, easier to store, 
and easier to install. 


ADVERTISING: Four color, full page 
ads full of sell! 


THE MURRAY CORPORATION OF AMERICA: Home Appliance Division: SCRANTON, PA. 
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0 Reasons why HEATING MEN 


































Showing latest type OB 
Series Oil Burning Boiler 
made in 15” and 20” sizes. 


Dunkirk Slender Radiators 
combine handsome design 


with the rugged strength of 


cast iron...the life-time 
metal. 





Enjoy Doing Gusiness 


wth DUNKIRK 


1 Choice of boilers for use with coal, 
oil or gas. 


2 Full line of handsomely styled slender 
radiators. 


3 Sound engineering design assuring 
maximum fuel economy. 


4 Accurate ratings strictly in accord- 
ance with industry standards. 


5 Use of cast iron for boilers and radi- 
ators for life-time satisfaction and 
performance. 


6 Boiler sizes to fit wide range of house- 
hold and commercial needs. 

7 Modern production facilities conven- 
iently located on main line railroads. 


8 Sincere understanding of field prob- 


lems. 


9 Record of previous war-time experi- 
ence responsible for cordial trade 
relations regarding maintenance of 
delivery schedules. 


10 Merchandised right, priced right and 
backed by a company known for 
sound policies that work hand in 
hand with heating men. 
































= il Sl. 
aS S| 
Lea 


This large Dunkirk plant houses latest 
foundry and machine shop equipment 
for economical production. 


DUNKIRK RADIATOR CORPORATION 


DUNKIRK, NEW YORK 
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1 and 
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oads. 
»rob- 
i heth haul ‘ flue pi 

peri Whether you hau! water pipe or five pipe 
rade 
se of 

You get lower-cost performance, more miles of trouble- and discover how much more “move-around room” 

free hauling, and longer life from every new Interna- there is in the “roomiest cab on the road.” Note how 
t and tional Truck because every new International Truck easy it is to adjust the wide seat to just the right 
| for is HEAVY-DUTY ENGINEERED. position. 
d in Proof of this statement boils down to this: Look out through the one-piece, scientifically curved 

1. Heavy-duty truck buyers keep records of hauling Sweepsight windshield. Place your hands right where 
pid down to the last penny. On the basis of inp el natural So Guving-oee youre ae them 
what these records show, these cost-conscious men opps panapeolions many —— agen cae yan 
have bought more heavy-duty International Trucks Wee er 70m Set Ga 7s ee — 

= dian any other shaken Gor 16 ctealdht years control ... thanks to new Super-steering. ; 

2. The extra values that for almost two decades have You get more all-‘round truck value in oveny sow 
assured America’s most exacting truck buyers of International Truck. See the new valve-in-head truck 
better performance at lower cost per mile are engi- engines, new rear axles, new features throughout — all 
neered into every new International Truck from the proved under actual operating conditions. Get the facts 

i smallest to the largest about new Internationals—the world’s most complete 
line of trucks. 

Every new International Truck from 4,200 to 90,000 : 

pounds gross vehicle weight offers heavy-duty engi- See for yourself ...see your International Truck 

neered stamina and operating economy combined with Dealer or Branch, soon. 

new comfort and ease of handling. i) 

International Harvester Builds McCormick Farm Equipment and Formall 
You get new comfort and driving ease in the “room- Tractors... Motor Trucks ... Industrial Power... Refrigerators and Freezers a 
latest iest cab on the road.” Step into the Comfo-Vision Cab 
ment 
All NEW, ALL PROVED 
ey A 
N NAL 
Vw 
INTERNATIONAL HARVESTER COMPANY CHICAGO 
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PRODUCTION CONTROL—THE HEART OF QUALITY 


Because of Detroit Brass 


Production Control 


Your guarantee of satisfaction on the job with 
Detroit Brass & Malleable pipe fittings is based 


on these points— 


@ Half Century Experience 
@ Production Control 

@ Rigid Inspection 

@ Accurate Alignment 

@ Sharp Threads 

@ Smooth Finish 

@ Full Thread Chamfer 


These features protect you and assure economy 
in installation. Be sure to specify Detroit Brass & 


Malleable fittings for these qualities. 


Be Thrifty In ‘Fifty! Specify Detroit Brass! 


DETROIT BRASS & MALLEABLE WoRKS 


General Offices —100 south Campbell Avenue, Detroit 9, Michigan 
WORKS—Detroit, Michigan and Wyandotte, Michigan 


WAREHOUSES—Detroit, Wyandotte, New York, Chicage ond Los Angeles 


Manufacturers of Malleable Fittings © Cast Iron 
Fittings © Drainage Fittings © Brass Service 
Cocks © Air Cocks © Stop and Waste * 100- 
and 125-pound Gate and Globe Valves: 
DISTRIBUTED THROUGH WHOLESALERS. 
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ARIZONA 
ENIX 
Hermetic Refrigeration Co. 


CALIFORNIA 


LOS ANGELES 3 
Utility a Co. 


COLORADO 


oye 2 
. Olmstead 


CONNECTICUT 


BRIDGEPORT 7 
Sid Harvey, Inc. 


HARTFORD 6 
Bell Pump Service Co. 

bas <4 HAVEN 
Bell Pump Service Co. 


FLORIDA 
IAMI 
ee Utilities Corp. 


GEORGIA 


ATLANTA 
Zuber Electric Co. 


ILLINOIS 


A 
Robert Barclay, Inc. 
Braun Bros. Heating Supply 
PEORIA 2 
Conner Company 


INDIANA 


GARY. 
G. W. Berkheimer Co., Inc. 


GOSHEN 
Penn Electric Switch Co. 


INDIANAPOLIS 
Hoover-Bowers Co. 

MISHAWAKA 
Valley Equipment 


IOWA 
CEDAR RAPIDS 
‘o. 


Indu: rial Rai egring 
seri, an 
Equipment Co. 


DES M {INES 9 
ay QINES Repair Co. 
MASON CITY 

Zack Bros. Electric Co. 
SIOUX CITY 

A. Y. McDonald Mfg. Co. 


KENTUCKY 


LOUISVILLE 3 
Krauth-Campbell Electric Co. 


MARYLAND 
BALTIMORE 
Sid Harvey, Inc. 
R. E. Michel Company 
yee - Hull, Inc. 
SALISB 
Roche 24 Hull, Inc. 


MASSACHUSETTS 


BOSTON 34 

Sid Harvey, Inc. Allston Station 
BROOKLINE 

Webster aaety Co. 
CAMBRIDG 

Cropin ‘epot Co. 


FRAM: 
Oil oy _ = Co. 
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THERE’S A PENN SERVICE STATION 


MASSACHUSETTS 
MALDEN 48 
E. L. Kimball Co. 
PITTSFIELD 
Pittsfield Mill & Plumbing 
Supply Co. 
SPRINGFIELD 
Bell Pump Service Co. 


MICHIGAN 


DETROIT 4 
Automatic Equipment Co. 


FLINT 6 
Moore Bros. 


LANSING 
Barker-Fowler Electric Company 


MINNESOTA 
MINNEAPOLIS 
Empire Clock Co., Inc. 


SAINT PAUL 
Empire Clock Co., Inc. 


MiSsOURI 

KANSAS CITY 
Forslund Pump & Machinery Corp. 
Chas D. Jones Company 

KANSAS CITY 8 
Superior Refrigeration Supply 

ST. LOUIS 
Crescent Parts & Equip. Co. 
Refrigeration Supplies, Inc. 


NEBRASKA 
LINCOLN 
Paramount Supply Co. 
OMAHA 2 
Dennis Refrigeration Supply 
An Y. McDonald Mfg. Co. 


LACONIA 
Palmer Plumbing Supply Co. 


NEW JERSEY 
CAMDEN 
oo, 
ELIZABETH 
Certified Post Unit Service 
HACKENSACK 
juco Oil Burner Supply Co. 


MERCHANTVILLE 
Certified Fuel Unit Service 


NEWARK 
Certified Fuel Unit Service 
NEW BRUNSWICK 
Sid Harvey, Inc. 
UNION CITY 
Sid Harvey, Inc. 
NEW YORK 


LBANY 

Albany Burner Control Service 
BRONX 55 

B & D Electric Co. 
BROOKLYN $ 

The J. ‘ty Co. 
CORON. 

Heung Control Repair Service 
JAMAICA 2 

Sid Harvey, Inc. 
NEW ROCHELLE 

Sid Harvey, a 
NEW YORK 

Intercity Heat e Power Supply Co. 
NORTH SYRACUSE 

Buffalo Pump Service 


ST ATEN ISLAND 2 
i¢ Control Service Co. 








NEAR YOU 


NEW YORK 
ROCHESTER 
Rochester Fuel Pump Service 
Rochester Oil Burner Pump & 
Control Service 
VALLEY STREAM 
Sid Harvey, Inc. 


NORTH CAROLINA 
me ay 
Rader Service 
CHARLOTTE 6 
Timmons & Son Automatic 
Controls. 


OHIO 
AKRON 
Valv-Trol Co. 
CINCINNATI 3 
BP. E. Winseel. a 
CLEVELAND 


(oorns Baumgardner 
Ohio Pump _ Company 


COLUMBUS 1 
Sane Electrical Works 


DAYTO 
M&R I Electric Motor Service 


TOLEDO 
Fred W. Kiemle 


OREGON 
PORTLAND 
Industrial Controls Co. 
Pacific Coast Heating & 
Appliance 


PENNSYLVANIA 
PHILADELPHIA 
Certified Fuel Unit Service 
Sid Harvey, Inc. 
Sid Harvey, Inc. 


RHODE ISLAND 


ahs ih ig oy 
. Fuel 1 Pump Service Co. 


UTAH 


SALT LAKE CITY 1 
Time & Instrument Co. 


VERMONT 
BURLINGTON 
S. R. Carter Supply, Inc. 


VIRGINIA 

NORFOLK 1 

Refrigeration Suppliers, Inc. 
BICHON 

E ichet Compan 

Retigernon Supply pany 
ROANOK 

ay Refrigeration Corp. 


WASHINGTON 
TTLE 
Pacific Coast Heg. & 
e Co. 


Applianc 
Seattle Pump Service Co, 


Pacific Coast Heg. & 
Appliance Co. 


WASHINGTON, D. C. 
WASHINGTON, D. C. 
Sid Harvey, I 


R. E. Michel Company 


WISCONSIN 
FOND DU LAC 
B. Guenther 


Co. 
MILWAUKEE 1s 
Badger Controls Co. 



































It’s the sign of fast, economical 
and efficient service on all PENN 
Automatic Controls. And it’s a- 
vailable at the local level from 
PENN Authorized Service Sta- 
tions to save you time and money! 

Here’s what these Service Sta- 
tions ... with their factory-trained 
personnel... offer you: 

(1) Control testing . . . eliminates 
the nuisance and expense of 
0a controls needlessly. 

e majority of controls re- 
turned as defective are not 
defective. 

(2) Close-at-hand assistance . . . 
answers to control applica- 
tion problems... control re- 
pairs and adjustments. 

(3) Emergency control replace- 
ments... quick replacement 
of controls, when necessary, 
on a Flat Price Plan which 
takes the guesswork out of 
estimating and .billing your 
customers. 

Take advantage of this PENN 
Authorized Service... there are 
no delays, no headaches... just 
call the Station in your locality. 
Penn Electric Switch Co.,Goshen, 
indiana. Export Division: 13 E. 
40th Street, New York 16, New 
York., U.S.A. In Canada: Penn 
Controls, Ltd., Toronto, Ontario. 














AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 



















18 DOMESTIC ENGINEERING December, 1950 


TENTH 
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for answers to ccna ies cai & 
! VENTILATING €XPOSITION 
TOMORROW S COMMERCIAL MUSEUM, PHILADEtPHIA,PA. 
NEW PROBLEMS JANUARY 22-26.195] 


hey 





OW that priorities, allocations, cut-backs, and other essential restrictions have 

returned to the industrial scene, the heating, ventilating, and air-conditioning 
picture is certain to undergo significant changes in the days to come—to pose new 
problems for contractors; distributors; dealers; and consulting, design and sales en- 
gineers associated with these fields. That is why attendance at this foremost Exposi- 
tion of its kind—largest ever staged—takes on greater importance and tinieliness 
than ever. The wealth of first-hand information available here on latest develop- 
ments, newest trends, available equipment and supplies, and sources of supply, may 


prove to be an invaluable business asset for the uncertain times ahead. 


Over 300 exhibitors with their technical representatives will be on hand to show 
and tell what the future offers for heating, ventilating and air conditioning in all 
types of commercial and public buildings, industrial plants, and homes. In no other 
way can so many helpful ideas and valuable contacts be obtained, and so much 
equipment seen and compared in so little time . . . all so essential to solving tomor- 


row’s new problems. 


So plan now to take advantage of this big opportunity. Note the dates. 


Auspices of the American Society of Heating & Ventilating Engineers 











Manggement International Exposition Company 
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Some use a little hi > 2 others use a lot! 
Hor ware® 
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YOU GAN SUPPLY ALL 
BETTER... 


with GENERAL Tankless Heaters 


Your choice of eight sizes of General Tankless Water Heaters 
permits you to meet every hot water need of customers and 
pe eta ... regardless of their size of family. It assures plenty 
of clean, continuous hot water for all .. . impossible to achieve 
adequately or efficiently with any “all-purpose” unit, such as an 
internal tankless heater. 

General Tankless Water Heaters are designed for all auto- 
matic-fired boilers. Especially advantageous on forced-circula- 
tion hot water heating systems — give faster circulation. Seam- 
less copper heating coils . . . cast iron shell. Easy to handle and 
install. No tank to fuss with .. . no complicated piping. 

Take the easy way to insure the right-size hot water supply 
for every job . . . select from General’s broad line. Write for 
illustrated Catalog 19. General Fittings Co., 125 Georgia Ave., 
Providence 5, R. I. 
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Size 100 
Capacity 
3% g.p.m. 





Size 101 
Capacity 
5 g.p.m. 
Size 102 
Capacity 
8 g. p.m. 
cy 










Size 102A 
Capacity 
12 g.p.m. 


Size 105 
Capacity 
20 g.p.m. 


< Soa A \ 


NEW GENERAL 500 
ALL COPPER UNIT 


Family-size tankless heater that 
weighs less than 1/3 as much as con- 
ventional tankless heaters. Non-cor- 
roding copper shell, insulated with 
fiberglass. Seamless copper tubing. 
Easily drained. Capacity 4 g.p.m. 





19 





















iy 
Although much has been done to 
minimize the haaards and dangers 
of life, there stilh remain hazards 
that are sometimes overlooked. 


The field of Plumbing and Heating 
Protection and Control has ad- 
vanced through the years, but there 
are many old installations that have 
not yet been brought up-to-date. 


Watts Products are silent guardians 
that Protect and Control against 
normal or unpredictable main- 
tenance conditions or human neglect. 


There is great pride in knowing that 
home and family are safe from 
dangerous boiler conditions and 
possibilities of explosion or scalding. 


WATTS is making "NEW" and “BETTER THAN EVER" products 





. . against dangerous boiler conditions and possibilities of explcsion 
or scalding. They also provide efficient operation where control is 
an essential part of the system. 





| AUTOTHERM i . HOT WATER HEATING 
T. & P. ca LARGE CAPACITY ASME RELIEF VALVE DUAL CONTROL 


FULLY AUTOMATIC 
T. & P. RELIEF VALVE P 


No. 71 


POPPET T. & P. : TEMPERING VALVE 
RELIEF VALVE z 





RELIEF VALVE VALVE & STRAINER 


No. 36 No. 135 ane 


No. 93A No. 89A 


LOW PRESSURE LOW LOW PRES. LOW 

WATER CUT-OFF WATER CUT-OFF 

Built in type For gauge glass 
installations 


TAT TS Regulator Company 


—— LAWRENCE, MASSACHUSETTS 
MANUFACTURERS 


PLUMBING and HEATING .. . SAFETY VALVES and CONTROLS 



































YOUR CUSTOMERS DESERVE 


3 , Tae extra 
pe > values 











era Biel, iS gua f cekiica, | 
THE PLUMBING TRADE 


Folks depend on you to know how fo give 


them real water heating satisfaction. You do 





that ... right through the price range. . . with 
SAF-T-HOT AUTOMATIC GAS and SAF-T-HOT 
AUTOMATIC ELECTRIC water heaters. 


GAS HEATER 


ELECTRIC HEATER 


M. M. HEDGES MANUFACTURING COMPANY, INC. 
*WATER HEATER SPECIALISTS? 
CHATTANOOGA, TENNESSEE 
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WHEN SATISFACTION IS AT STAKE 
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@ Only Crampton Flush Tank Levers give you 
exclusive ‘‘staked-in construction”. . . guarantee 
long service and satisfied customers. On Cramp- 
ton pre-assembled levers, the brass lift arm is 
firmly staked into the handle, making arm and 
handle one solid unit. Years of use won't budge 
it. There are no screws to loosen...no knurls 


to wear... nothing to ‘‘give’’. 


Master plumbers know the advantages of 
Crampton flush tank levers. These pre-assem- 
bled units are quick and easy to install . . . sturdy 
and handsomely designed. Now at new lower- 


than-ever prices, they are in top demand for origi- 





nal equipment and replacement. 


Check your stocks now. 
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THE Only FLO-CONTROL VALVES WITH 
THIS EASY-CLEANING FEATURE 


Lift out entire 3 Wipe off the seat @ Replace the top cap 
valve mechanism 


Cleaning the seat of a B & G Flo-Control Valve is a quick, easy 
job—no pipe connections to break! 

The four simple steps illustrated above tell the story. Unscrew 
the top cap—lift out the entire valve mechanism—wipe off the seat 
—replace the cap and the job’s done! 

With B & G Flo-Control Valves you can also meet any piping 
problem the easy way—because you have a choice of either 
straight or angle patterns. Both kinds can be quickly adjusted 
for either automatic operation or gravity circulation. Size and 
capacity information is given in the B & G Catalog—write for 
your copy. 


B&G AIRTROL SYSTEM 
Removes air from a hot water heating system and keeps it out! 
A really sensational cure for air trouble—proved successful in 
countless actual installations. 

The B & G Airtrol System consists of two units—the Boiler 
Fitting and the Tank Fitting. Their combined function is to trap 
air in the compression tank and prevent its return to the boiler, 
piping and heat distributing units. The Airtrol System can be 
installed on any cast-iron or steel hot water boiler. 


Hydro -Fic PRODUCTS 


Forced Hot Water Heating Equipment . . . Heat Exchangers . . . Water Heaters 
. . - Centrifugal Pumps . . . Refrigeration Equipment 


BELL & GOSSETT COMPANY 
Dept. BV-1, Morton Grove, Illinois 
*REG. U.S. PAT. OFF. Canadian Licensee: S. A. Armstrong, Ltd., 1400 O'Connor Road, Toronto, Canada 
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Yes, famous “X” LIQUID has been the lifesaver of failing 
heating systems for over 30 years . . . it flows to the leak in the 
boiler with the circulation of the water and with its amazing 
colloidal action, quickly takes up the leak from the OUT- 
SIDE! Not just a temporary repair, but a sound, lasting repair 
that puts the boiler back in business for steady, winterlong 
service. “X” also seals sand holes, poor threads, split nipples 
as well as cracked castings. ““X” positively contains no harm- 
ful solids to retard good water or steam circulation. It’s quick, 
it’s safe, it's CERTAIN! Have “X” BOILER LIQUID and 
the other famous “X” Heating System Service Products ready 
for your service calls this winter. 





“X” PIPECUT OIL & RUSTOFF 


Aspecial blend for work The combination pack- Guaranteed leakproof 
on all types of fittings. age. FLUSH to clean the for cold and hot water 
Keeps parts cool and boiler... RUSTOFF to lines. The ideal filler 
covered. keep it clean. and lubricant. 








"X” FLUSH —— 
"X” PIPEJOIN 


“XK” LABORATORIES, inc., 25 WEST 45th ST., NEW YORK 19,N. Y. 
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Provide long life 
and economy with 
ANACONDA type M 






S Gy Ee Be = Re i a3 Pe = The installed cost of ANACONDA Type M 
Copper Tube for soil, waste and 
vent piping is no more than that of a 
conventional system. 
for soil, waste and vent lines Copper tube offers the convenience of 


light weight and the great labor-saving 
feature of solder-type fittings. Smaller 
O.D. often saves special carpentry. 


And copper tube and fittings provide 
smooth interiors for unobstructed flow— 
interiors that remain smooth because 
copper can’t rust, discourages clogging. 


Whenever you install ANACONDA 
Copper Tubes, you are giving an owner 
the best piping money can buy— 

for no more money, in most cases, 

than ordinary piping. Would 

you like further information about 
ANACONDA Copper Tubes for soil, waste 
and vent lines? Write The American 
Brass Company, Waterbury 20, 
Connecticut. In Canada: Anaconda 
American Brass Ltd., 

New Toronto, Ontario. 5006A 


It’s good business to use 


ANACONDA 


COPPER TUBES 
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Out of research—out of engineering 






Points of Superiority 


1. Beauty—gleaming, glistening white 
walls, handcraft design—modern 
as tomorrow. 

2. Roomier—plenty of room to move 
around. 

3. Sturdier—heavy steel walls, bond. 
erized, galvanized, can’t rust. 

4. Larger fittings. Valves and drains 
better appointed. Shower head 
functionally improved. Non-clog- 


6. Easy to assemble —sure of positive 


Model 55, Tiletone Shower Cabi- 
net, suitable for free standing or 
built-in installation. 


and design—outoffield testing—comes 
the greatest dollar value shower cabi- 
net ever offered you. Tiletone proudly 
presents the improved Craft Built 
Model 55 Tiletone Shower Cabinet... 


a truly fine cabinet at a medium price. 





Look at these 














Better spray pattern. 


5. Built to last—tight fitting threaded 
construction, leakproof. 






AILETONE 


TILETONE COMPANY 








2323 Wayne Avenue + Chicago 14, Illinois 
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RIGHT off the bat, you have two sound 
reasons for using Honeywell’s complete line 
of gas water heater controls and automatic 
pilots on every installation. 


First, Honeywell’s leadership is known and 
accepted, by the public as well as in the 
industry. You're selling the name that’s 
known, identifying yourself with the best. 


Secondly, there’s no better guarantee of 
dependable, trouble-free operation than the 
Honeywell standard of quality. Honeywell 
always means top performance. 


So why use anything but the best? For gas 
water heater controls and automatic pilots, 
always use Honeywell. Minneapolis- 
Honeywell, Minneapolis 8, Minnesota. 

In Canada: Toronto 17, Ontario. 
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Honeywell's model 1-5 ‘‘Watertender" is a combina- 
tion control incorporating in one unit a main gas 
cock, with pilot position, pilot adjustment screw, 
flow regulating valve, thermostat, and thermomag- 
netic pilot featuring 100% shut off in all positions. 


Dependable controls 
cost less than service 
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If you’ve been enthusiastic about Taco-Vent, wait 
till you try these new models. They vent three times 
faster. In addition to quicker venting, the same 
quality features remain. Biltin porous bronze plug 
safely controls water flow to valve mechan- 
ism. No adjustment required. Install it and 
forget it. 


BUY TACO-VENTS BY THE DOZEN 
AND GET THIS es PLASTIC BOX 


Box can be re-used for small screws, bolts, 
nuts, fishing hooks, hair pins, powder, pins, 
jewelry, cuff links, and other items you al- 
ways have to keep safe and handy. 
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But why stop your quality work at the founda- 
tion? You use cast iron soil pipe — and fittings 
— for permanence in soil and waste stacks; 




















why not assure your customer satisfaction 
permanently by continuing from the founda- 
tion to the street sewer with this same time- 
tested material — cast iron? 
Future trouble is avoided when cast iron soil 
pipe — and fittings — are used throughout 
the job. For you eliminate permits, street open- 
ing, trench excavation, back-fill, repaving and 
insurance for re-doing what should have been 
done right in the beginning. 


Your responsibility doesn’t end at the founda- 
tion. That’s why it pays to use cast iron soil 
pipe — and fittings — from roof vent to street 


sewer. 


This advertisement is sponsored by 











Alabama Pipe Company Herco Foundry, Inc. 
The American Brass & Iron Foundry T. C. King Pipe & Foundry Company 
Anniston Foundry Company Pacific Cast Iron Pipe & Fitting Company 
Anniston Soil Pipe Company Peerless Pipe & Foundry Company, Inc. 
Attalla Pipe & Foundry Company, Inc. Reading Foundry Company 
Cc A Ss T IRO N Buffalo Pipe & Foundry Corporation Rich Manufacturing Company of 
The Central Foundry Company California 
Charlotte Pipe & Foundry Company Rudisill Foundry Company 
s oO I L Pp I P E Combustion Engineering— Sanitary Company of America 
Superheater, Inc. Somerville iron Works 
I N & T I T U T | > Crown Pipe & Foundry, Inc. Tyler Pipe & Foundry Company 
The Eastern Foundry Company Walker Machine & Foundry Corporation 
East Penn Foundry Company Western Foundry Company 
Emory Pipe & Foundry Company Williamstown Foundry Corporation 











Hajoca Corporation 
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Makes O-B Gate Valves -- 
LEAKTIGHT... 


Not even gasoline or light oil can get by the O-B 
Flexitite Disc®- Due to its special split-wedge de- 
sign, the outer edges of the Flexitite Disc have a 
slight springing action, which permits the disc to 
be squeezed slightly between the seat faces. This 
springing action (exaggerated above) enables the 
disc to adjust itself and conform perfectly to the 
matching surfaces of the seat. Minor irregularities 
COMPLETE LINE OF VALVES ee 

i are thus nullified and the perfect metal-to-metal 

In addition to gate valves, your local 
Ohio Brass Distributor carries a com- seal yields 100 per cent leaktight closure on all 


plete line of O-B globes, angles, : 
checks, and special valves for low and types of general service. 


standard pressure lines. 








OHIO BRASS CO. MANSFIELD, OHIO mv 
No. 28° ee ae No. 22 No. 26 No. 23 No. 27 m2 
tba. WSP 125 Ibs. WSP 150 Ibs. WSP (200 ibs. WSP (150 lbs. WSP 200 Ibs. WSP 100 tbe. WP 





npany 
Inc. 
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FOR DOMESTIC AND INDUSTRIAL USE 
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YOUR SPANG CW DISTRIBUTOR CARRIES 


Your Spang CW Pipe Distributor carries the things you want! A 
complete line of piping materials—a real desire to render fast, 
complete service. 


One of the many complete lines he carries is Spang CW Pipe in 
black and galvanized finishes, all standard sizes, and convenient 
uniform lengths. Threads, dimensions, inside and outside surfaces 
are subjected to rigid inspection, and each length is hydrostatic- 
ally tested to assure a strong, tight longitudinal weld from end 
to end. 


Next time you need pipe, fittings, fixtures, valves, or other piping 
material, call your Spang Distributor. During these days of short 
supply he may not be able to fill your order immediately, but you 
can depend onhim to do everything possible to meet your demands. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Phildelphia; Pittsburgh; St. Louis. 
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LIMITED —- 


Manufacturers’ Catalogs 
Reference Tables and Rules 


Classified Directory 





Trade Names 


Names and Addresses 


SIZE: 814" x 11” 
WEIGHT: Over 10 Pounds 


: DOMESTIC ENGINEERING CATALOG DIRECTORY is unpar- 
Make sure you receive your eileled es cxi.om ] ban di iled lu 
copy before the supply is ex- . nual catalog directory, and is compiled exclu 
hausted, as already the de- sively for the plumbing, heating and air conditioning fields. 


pce ger = ch penacnad Months of intensive screening the product listings of thousands 
accepted on a first-come, first- of manufacturers, plus the addition of up-to-date data on sub- 
served basis, with the condi- jects such as radiant heating and baseboard radiation, com- 
= woos ~ ro a bine to make this new edition the best volume published to 
order is received, your money date. Everything is fresh and new... many new manufac: 
will be refunded. turers are listed for the first time ... and the system of index 


pages makes this volume especially easy to use. 
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i DOMESTIC ENGINEERING CATALOG DIRECTORY 
and AIR CONDITIONING BLUE BOOK 
DO: MESTIC ENGINEERING CATA- i 1801 Prairie Avenue, Chicago 16, Iilinois. 
LOG DIRECTORY has been a ser- i ao 
vice to the PLUMBING, HEATING, se? 
Please enter my order for one DOMESTIC ENGINEERING CATALOG 
AIR CONDITIONING and ALLIED a DIRECTORY at $7.50. 
INDUSTRIES. 5 (0 Check for $7.50 attached. Please send postpaid. 
Let DOMESTIC ENGINEERING 2 (0 Please send my CATALOG DIRECTORY C.O.D. 
CATALOG DIRECTORY be a ser- ¢ A casi d:ay'4 SUP h tir 60 oN 04 6KE S60 COM be ReRRE Seana Pebeaeseshaeee 
vice to — NOW! F NS GEN os oa Wks- 690s 4 ehGs SaCddabeesedeReeHebearedsadde wamas 
Send Your Order In Today! Use : Be INS i555 0 cb wvindev cies cdsines vncerd dancacnssealecdeceussee 
This Coupon For Your Conven- Individuel’s Nome ond Title............ 00. ceccccccccecceccecvuueveuenecs 
ience. L 
a ee fe EST 
THUMB-INDEXED for Ready Reference g/ 
e 
MANUFACTURERS’ CATALOGS 
Contained in this section are hundreds of catalogs of individual manufacturers, pre- 
pared and assembled for quick reference on up-to-date buying and specifying in- ew ition 
formation available on products of each co-operating manufacturer. 
- yee ENGINEERING Sao 
REFERENCE TABLES and RULES spostipiap ialasasttten on tae totoe- 
Consists of hundreds of charts, tables, standard rules and layout diagrams and ex- ing products and equipment: 
planatory material necessary in the selection, coordination and design of equipment Heoti 
for heating, plumbing, piping, refrigeration and air conditioning installations. eating 
Plumbing 
- Insulation 
CLASSIFIED DIRECTORY of PRODUCTS Water Systems 
logs This section lists virtually every known product in the heating, plumbing, air condi- Gos Appliances 
tioning and associated industries and under each product are the names of all known Refrigerators 
manufacturers who make the items. Cross references are used liberally throughout. Kitchens and Cabinets 
d Rules Domestic Laundry Equipment 
Frozen Food Cabinets 
4 one eee sini : 1 saad Stokers, Oil Burners 
lore than 8,000 trade names are listed in this section. This is of vital importance to Electric Appli 
buyers and specifiers because many products are known by their trade names rather a Con aac — 
than by the manufacturer's name. Fons ame 9 
Refrigeration 
7 > MANUFACTURERS’ NAMES and ADDRESSES Specialties 
2) This section includes the name, street address, city and state of every known manu- Accessories 
, facturer of heating, plumbing, air conditioning and allied products and equipment. 
WHAT THE USERS SAY ABOUT DOMESTIC ENGINEERING 
“Have found this book to be of inestimable value due to the fact It provides the quickest and most complete method of getting 
that it compiles a catalog of various manufacturers condensed information about concerns ... We use it in preference to all 
unpar- under one cover, thereby eliminating the necessity of having so other means of getting such information.’—ENGINEER .... PA. 
les.” —WHO) ra eS 
| exclu- ‘eehoxendeeatte dees coer. sai . it has been the direct means of introducing us to more 
profitable sources of supplies than any other source.” 
fields. “We have as yet to approach any problem without finding the —BUYER.... CAL. 
answer in DOMESTIC ENGINEERING.”—BUYER ....NEW YORK 
usands . in connection with our design and specification work we 
ub- find DOMESTIC ENGINEERING CATALOG DIRECTORY invaluable. 
ns “We find the advertising section of the directory helpful because Being able to refer to a single volume, instead of a whole file full 
1, COM: there are advertisers who enclose their complete catalogs ... of loose bulletins, not only saves time and prevents losing single 
4 and we are able to get information for orders and ae sheets, but also saves valuable filing space in our office.”— 
hed to direct from your Catalog Directory.”—SPECIFIER . . LA. ENGINEER .... WASH. 
mufac- 
‘index | DOMESTIC ENGINEERING CATALOG DIRECTORY 
1801 PRAIRIE AVE. CHICAGO 16, ILLINOIS 
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dae and sincerely expresses our best 


wishes to all of our fine friends in the 
plumbing and heating trades. 
At this time, as we pause to review the 
past year, we recognize and give thanks for 
the loyal support you have rendered us. 
On our part, we pledge ourselves 
to continue to do our best to 
assure your uninterrupted 
prosperity by supplying you 
with the finest of brass 


goods and solder fittings. 


|| AMERICAN SANITARY 
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General Automatic Products Corp., 


SELL A COMPLETE PROFIT PACKAGE! 


GENERAL AUTOMATIC heating installation packages save you 
money . . . and trouble. Increased savings on time . . . labor 
. .- and material mean greater profits and happier customers. 
Make 1951 your year. Write for full details today! 


VEASY TO HANDLE EASY TO STOCK EASY TO INSTALL 
VEASY TO SERVICE \ EASY TO SELL 


“PLOORLEVEL” 
HOT WATER BASEBOARD RADIATION 


The modern way to install hot 
water heating. Profitable all- 
in-one package includes metal 
baseboard, de-airator tank, 
circulator, flow control valve 
and boiler burner unit. Get 
the facts from G.A. 





2300 Sinclair Lane, Baltimore 13, Md. 


@©® = “Tempro” air 


For quick, easy, profitable 
warm air installations, deal- 
ers prefer General Automatic 
‘**TempRD AIR’’. Easy to 
handle, sell and install >. . per- 
fect for small homes. Package 
includes 85,000 B.T.U. Warm 
Air Conditioner and complete 
duct system. Write for full 
details. 


ENERAL 
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Bigger Protits... 
in your POCKET 





NATIONAL ELECTRIC water 
heaters are made in the popular table-top 
and round models. A size and type for 
every need. Every model is fitted with the 
two wonder workers: Exclusive immersion- 
. type removable heating elements, 100% 
efficient. ALL the heat generated is rapidly 
transferred directly into the water; and 
Patented Snap-action Thermostat submerged 
in the water to assure accurate temperature 
] control. Both units may be easily serviced 
or removed without the need of draining 
the tank. 
















-“ 
- 
o* 


of 

er CONTINENTAL OIL FIRED water 
heater is delivered to you as a complete 
ready-to-operate unit. It is designed for 

domestic water heating or home heating. 

An exclusive combustion deflector assures 

maximum heat transfer from burner to 

water; and the unique fire box is completely 

+ surrounded by water to increase the heat 
% transfer efficiency of this exceptionally 







































t 

i %, compact unit. 

' % 

' CONTINENTAL GAS water heaters “4 

5 ® 

' feature, in most models, the mushroom % 
burner and the condensation sump. The % 
mushroom burner has gas ports on the sides ~ 
to afford greater impact of gas into the *, 






heater with maximum efficiency. Side gas 
ports CANNOT clog. The condensation sump 
is a specially built-in indentation in the 
floor pan which captures all condensation 
until it is evaporated. No water escapes 
to the floor. 
















three factories to serve you... 





for further information write... 





500 Myrtle Street, Seattle, Washington 
301 Water Street, Logansport, Indiana 


CONTINENTAL WATER HEATER CO. 


1801 Pasadena Avenue, Los Angeles, California 
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Fixtures illustrated in SKY BLUE are: Cadillac recess tub with mixometer shower 
fitting; Emerson twin lavatories and Prince reverse trap closet combination. 


THERE'S GOLD IN BRIGGS <7“ IN COLOR 


Whether you feature only one or all four of 
Briggs famous decorator colors—the result is 
always plus profits for you! The reason is as 
simple as ABC! A: Modern families want colored 
fixtures—even though most of them are afraid 
they can’t afford the cost. B: Briggs Beautyware 
gives them colored fixtures at practically no 
extra cost! C: When they find this out, you— 


who either sell or have built a house with 
Briggs Beautyware in color—have a sure sale! 
No wonder the biggest builders and the most 
wide-awake plumbing dealers are so enthusiastic 
about Briggs. Follow their lead . . . let Briggs 
start building new profits for you—today! 
Briggs Manufacturing Company, 3001 Miller 
Avenue, Detroit 11, Michigan. 


Merit Award granted 
by Americcn Society of 
Industrial Engineers for 
excellence in engineer- 
ing and manufacture. 


Only 10% more than white”... for any one of these smart new decorator colors 


*10% additional charge for colored ware applies to complete sets including Briggs brass fittings. 


1950—BRIGGS MFG. CO. 



































40 DOMESTIC ENGINEERING December, 1950 


recommended * 





WHERE EXTRA SANITARY MEASURES ARE NEEDED 


CRANE LAVATORIES 


with 


PEDAL-OPERATED 
SUPPLY 


For Restaurants ... Food Handling Estab- 





= 


lishments .. . Service Stations . . . Barber 
and Beauty Shops . . . Doctors’ and Den- 


tists’ Offices ... 


Crane lavatories with pedal-operated supply 
valves permit washing in tempered running 
water without touching hand controls. Water 
temperature is regulated by simply varying 
pressure on hot or cold pedal. When the 
pressure is released, the valve closes, pre- 
venting needless waste of water. Soiled water 
cannot be left standing in the basin. Avail- 
able with floor or wall-mounted valve. For 
complete information consult your Crane 
Branch or Crane Wholesaler. 


Crane lavatories, equipped with pedal- 
operated supply valves, have stood up for years 
under rigorous hospital use. 





CRANE CO., GENERAL OFFICES: 
836 S. MICHIGAN AVE., CHICAGO 5 


PLUMBING AND HEATING * 
VALVES + FITTINGS «+ PIPE 
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"As the year closes | realize the more | do business with Oil-O-Matic, 
the more | like the way we work together. You see, 1950 was my best year 
yet—and | know '51 will be even better. My profits have increased every 
year over the year before, as long as I've had the Oil-O-Matic 

franchise. Count your blessings, they say... take a look at mine: 


“A PRODUCT SALES STORY NO COMPETITOR CAN MATCH... 
Oil-O-Matic takes /ess fuel, Jess servicing than any other make. 

As proof, I show my prospect how Oil-O-Matic burns the new ‘cat’ oils 
that give more heat per gallon—how the oil is measured, drop by drop, 
so that he gets only the heat he needs. I explain the advantages of the 
two-source air supply—and the large nozzle opening that just can’t 
clog. Yes, when I tell a man he can heat his home with just a couple of 
quarts of oil per operating hour—that over 90% of all Oil-O-Matics 
installed in the past 20 years are still on the job—that every 8th oil 
burner is an Oil-O-Matic :.. well, he’s sold on Oil-O-Matic! 

I’m glad I’m selling Low Pressure—not against it. 


“A COMPLETE LINE... I never miss a sale because I can’t offer the 
right equipment. Oil-O-Matic’s 28 burners and units 
really cover the home heating market! 


“THE KIND OF MERCHANDISING SUPPORT | WANT... 

I can do plenty of local promotion with the co-op advertising help 

I get from the factory. Radio, newspaper, billboards—whatever’s best 
for my market. The national ads give me good leads... special 
campaigns keep my salesmen going all four seasons! (For example, 
factory-awarded prizes to salesmen who sold the most units last June 
doubled my profits over June of ’49!) Oil-O-Matic retail-minded 
thinking helps me move equipment right into the customer’s basement. 
Oil-O-Matic knows that’s how we both stay in business. 


“THEN THERE'S FACTORY TRAINING FOR MY SALES AND SERVICE MEN- 
help in managing my dealer operation—and my field representative 
is ready to work for me and with me on any problem. 


“ves, Oil-O-Matic and I work as a team. That’s why my sales keep 
growing and my business is sound. I KNOW I have the 
industry's best franchise.” 


the Oil-O-Matic fran- 
chise ... write today for 
all facts. 







rence in Oil Burner franchises! w rounE wretsreD 
—ss,«0, ‘ 

















Steel Winter 
Boiler. er Air 
Unw \ Conditioners 














WILLIAMS OIL-O- MATIC DIVISION Sivan Williams Corporation +» Bloomington, Ill. 
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HEATING AND 


Rugged dependability that comes only with 
infinite care at every step ... selection of 
materials . . . final testing. They have the 
quality that comes from 80 years’ experience 
... expert craftsmen . . . the finest precision 
machines. 
All plugs individually ground in for perfect 
fit . . . specially lubricated for easy turning 
extra grade castings . . . every stop 
hydrostatically tested at a pressure greatly 
in excess of its rated capacity. 


A complete line of brass and iron products 
for water, gas, steam, plumbing and indus- 
tty is available at a single source—HAYS. 


Lo PS 


Folders 103-9 and 107 illustrate 
Hays Heating and Industrial 
Products. 

Illustrated folders are also 
available describing the follow- 
ing products: Hays Copper Tube 
Fittings, Water Works Material, 
Marine, Gas Service, Plumbing 
Products. 





HAYS MANUFACTURING COMPANY 


nave -waneen 00? 12TH & LIBERTY STREETS, ERIE, PENNA., U.S. A. 
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QUIJADA TOOL COMPANY: 5474 ALHAMBRA AVE., LOS ANGELES 32, CALIF. 








MAIL THIS COUPON FOR 
PERSONAL COPIES RIGHT 


FEDDERS-QUIGAN CORPORATION 

BUFFALO 7, N. Y. 

Kindly send copies of Fedders catalogs checked below. 

(0 Series 15 Unit Heaters () Series 16 Downblow Heaters 
C] Convector-Radiators [J Wall Radiation 

L) Baseboard Radiation 











AN INVITAT! 
EVERY H 





@ For years heating men have thought of unit heaters when they thought 
of Fedders. 

Today, Fedders has added complete lines of Convector-Radiatofs, W all 
Radiation and Baseboard Radiation to its famous Horizontal and Down- 
blow Unit Heaters. 

Every man who designs, specifies, sells, installs and uses modern heat- 
ing equipment is invited to send for these catalogs. They give up-to-date 


CATALOG BR-C) 


working specifications and per- 
formance data which should be at 
your finger-tips. 

Phone your nearest Fedders rep- 
resentative, see Classified Section 
of the telephone book or send cous 
pon for your personal copy. 


FEDDERS-QUIGAN CORPORATION 


BUFFALO 7, N. Y. 
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‘Ow biilhavom i our beaily seo" 


OHLER fixtures and fittings, in pure 

white or pastel shades, combine dura- 
bility with beauty that has lasting appeal. 
They fit into varied decorative effects with 
individuality and charm. 

Time-tested materials and careful work- 
manship guided by unexcelled engineering 
experience make Kohler plumbing a sound 
investment in health-protection and lasting 
satisfaction. 

The smooth, lustrous Kohler enamel on 


the Cosmopolitan Bench Bath is glass-hard, 
easy-to-clean— and free from effects of stress 
and strain because it’s fused to non-flexing 
iron, cast for rugged strength. The Gramercy 
vitreous china lavatory is typical of the 
beauty and practicality of 
Kohler design. 

Kohler chromium-plated 
brass fittings work easily, effi- 
ciently. Be sure to recommend 
them for all Kohler fixtures. 
Kohler Co., Kohler, Wis. Established 1873. 





KOHLER or KOHLER 


PLUMBING FIXTURES e HEATING EQUIPMENT ¢« ELECTRIC PLANTS e AIR-COOLED ENGINES 
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84,742 RESTAURANT MEN 


WILL GET THIS STORY! 








































F Guaranteed abe 
wueae> - 


er 45 sovcanseo wet 


Running in the leading restaurant trade 
magazines right now, this story of Burkay 
cash savings is now reaching the minds 
of thousands of restaurant operators—in- 
cluding the best volume water heater 
prospects in your own home town. 


Proof like the above story means sales 
for you. It convincingly demonstrates to 
your prospects the cash savings that typ- 
ical restaurant operators have won with 











BURKAY VOLUME-FLOW WATER HEATERS 


Atlanta 3 * Boston 16 « Chicago 4 » Houston 2 « Los Angeles 12 
Milwaukee 2 « New York 17 ¢ Pittsburgh 19 * Salt Lake City 1 * San Francisco 4 


Seattle 1 ¢ Washington 6, D.C. 
International Division: Milwaukee 1 


ALSO FOR SMALL RESTAURANTS: 


r 
| 
| 
New A. O. Smith Burkay “180” | 
—only 30” high, fits under coun- | 
ter. Designed for commercial in- | 
stallation. Heavy insulation. | 
Rapid recovery. Meets all health | 
regulations. Sanitizing 180° hot | 
water at amazingly low cost. Even | 
the smallest café or fountain can | 
afford it! | 
| 
L 





sinanrmtsne 





wners and 
11, 203 East 
N.C. 


Fink L. Cline, © 
pre Cline snr Rainbow Grill 








‘Galen Street, Morgantown, 





the A. O. Smith Burkay Gas Water Heater. 
Persuasively it points out that such fine 
performance can be repeated in your own 
prospect’s place—and steers the business 
straight tothe man whosells the Burkay line. 


You can be that man—if you qualify. 
Find out what this opportunity means to 
the dealer who sells and installs the A. O. 
Smith Burkay Gas Water Heater line. Mail 
coupon for all the facts. 


A.O. SMITH CORPORATION, Dept. DE-1250,Toledo 7, Ohio 
Without obligation, give us the facts on how we 
can make more money with A. O. Smith Burkay 
Gas Water Heaters. 


Name 





Firm 





Street 
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What You Get 
In this Book 


PRAOTICAL PLUMBING contains 409 pages—it is 
divided into 6 parts which are subdivided into 27 
chapters. It is well illustrated throughout and has 
many special tables... a large number of standard 
tables ... complete set of plumbing symbols... all 
completely indexed. Size 514x814... bound in semi- 
flexible cloth cover ... a worthwhile addition to 
any business library. 


TABLE OF CONTENTS 


Second (Revised) Edition 
Part I—The Drainage System 
Part II—Hot and Cold Water Supply 
Part IlI—Miscellaneous Services 
Part IV—Special Installations 
Part V—Electricity in Plumbing Work 
Part VI—Plumbing Fixtures and Materials. 

















UY 


COVERS EVERY 
PHASE or PLUMBING 


LUMBING 





SECOND (REVISED) EDITION NOW AVAILABLE! 


Know the 
FACTS! 


AVOID COSTLY MISTAKES! 


Practically, thoroughly, authoritatively, this book covers every 
phase of modern plumbing. PRACTICAL PLUMBING is a book 
which will enable you to eliminate guesswork and the element 
of chance from your plumbing installations. It permits you to 
know the facts before you undertake any kind of plumbing job. 
With its aid you avoid costly, dangerous mistakes. 


PRACTICAL PLUMBING takes you directly to the point on 
every subject it covers. Only when necessary to demonstrate 
the origin of a common practice is theory resorted to. You'll find 
this book as interesting to read as it is convenient to refer to. 
Interspersed in its 409 pages of meaty, authentically informative 
material you’ll find a large number of diagrams, charts, tables 
and illustrations to simplify the use of this book. The alpha 
betical, ready reference index in the back of the book makés 
for even greater convenience when some particular plumbing 
problem is under consideration. 


Once you have your copy of PRACTICAL PLUMBING you’ll 
consider it an important business asset ...a book you can 
scarcely afford to be without. At $3.50 you’ll agree it’s a wise 
investment and an attractive addition to your trade library. 
We suggest that you order your copy today. 


DOMESTIC ENGINEERING CO., Book Dept. 
1801 PRAIRIE AVE. CHICAGO 16, ILLINOIS 





RETURN COUPON TODAY! 


DOMESTIC ENGINEERING CO. 1250 

Book Dept., 1801 Prairie Ave., Chicago 16, III. 

— “m ge | copy Seine Soe A pe tion by return mail, 
paid. am enclosin: .50 in check joney ord 

( cash to cover the eaut of this book? a i: 

NAME 

ADDRESS 


Sf es i cn cece ZONE _____ 


KL SS A A A A A A A SS SS a cee coe came ee oo ee 
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SEE THE DIFFERENCE 


The illustrations above show why the Winkler Nozzle makes 
oversizing of the burner unnecessary. The extremely large 
opening does not become clogged with dirt or carbon—and 
changes in oil viscosity do not affect its capacity. 

Other Winkler features: The Fuel Meter—positively 
meters the same amount of oil, regardless of viscosity . . . the 
Fuel Aerator—intimately mixes exact amounts of air and 
oil... the Flame Controller—assures complete and quiet 
burning of every particle of oil. 


o 
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*LOW PRESSURE 
OIL 
BURNER 









YOU'LL GET HIS ATTENTION.. when you 


demonstrate the amazing performance of the Winkler 
LP* in burning crankcase drainings—heavy unrefined 
oils—mixed oil and water—all without smoke or soot! 


YOU'LL GET HIS ORDER...when you show 


him how Winkler owners the country over are saving 
up to 50% in fuel—and virtually eliminating service! 


You’ve never had a better chance to crack a market fairly 
oozing profit opportunities! Literally, every home in your 
area with a pre-Winkler oil burner is a prospect for a replace- 
ment sale. 

The Winkler LP* story is sensational—and you can 
make it stick! By actual demonstration and by the testi- 
mony of delighted owners, the Winkler LP* Oil Burner can 
be proved an outstanding money-saver. 


You don’t have to oversize a Winkler LP*! 


This Jow pressure burner ends fuel waste because its non- 
clog Nozzle and built-in Fuel Meter permit exact sizing of 
the burner to the heat requirements of the building. It uses 
as little as 2 GPH. It is not critical of oil . . . to see the 
Winkler LP* burn crankcase drainings, unrefinéd oil, mixed 
oil and water is a revelation of oil burner efficiency you’ve 
never before witnessed! 

So why not get your cut—write to the factory for informa- 
tion on the Winkler LP* Oil Burner and the complete 
line of Winkler Automatic Heating Equipment. 


FREE sates TRAINING 
AT WINKLER SCHOOL 










This free profit-course is open to all 
Winkler Dealers and their salesmen. 
Trains salesmen to do a hard-hitting job 
of selling Winkler Automatic Heating 
Equipment — acclaimed amazingly suc- 
cessful in stepping-up sales and profits. 


WINKLER 


Automatic Heating Equipment 


Oil, coal, gas-fired Boilers and Furnaces... Wall Furnaces . . 





U. S. MACHINE 
CORPORATION 


Dept. F-120, 
Lebanon, Indiana 





. Stokers . . . Gas Conversion Burners . . . Oil Burners 
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It pays to know your ground 
when selecting Unit Heaters 












POINT TO STYLING 


Compare Modines with other unit heaters, and you'll agree that 

_ Modines are out front in beauty—truly functional design. Styled 
oS, by one of America’s leading industrial designers, Modines offer 
3 _ you everything you want in clean, simple eye-appeal. 
















POINT TO CONSTRUCTION 


With Modine Unit Heaters, you’re set for the satisfaction of 
years of dependable service. Only corrosion-resistant copper and : A + 
copper alloy are used for steam-carrying passages. Tubes and OAM pre Na 
headers are cylindrical and brazed at the joints for maximum ,. 

pressure-resisting strength. Differential stresses are absorbed by \'\) 
individual expansion bends. Casings are Parker-Bonderized for 7 } 


rust protection. 


POINT TO PERFORMANCE 


Choose any Modine—the Horizontal, the Vertical, or the Power-Throw 
— and you’re assured of finest heating performance. You get the right 
combination of outlet air temperature, volume and velocity for uniform 
comfort ... maximum economy. And versatile built-in diffusers... at 
no extra charge ... give you unparalleled control of heat distribution. 





You'll get the right one every time 
when you select Modine 


Yes, know your ground and you'll surely select Modine! 
In factories, stores, hundreds of other locations the 
country over, Modine Unit Heaters are first for service. 
Get all the facts from your nearest Modine represent- 
ative—listed in your phone book classified section. Or 
write direct. Modine Mfg. Co., 1502 Dekoven Avenue, 
Racine, Wisconsin. 


Ask for Modine Unit Heater Bulletin 149A. 
You'll find it helpful in applying unit heaters 
fo industrial heating, drying and ventilation. 








U-1084 





UNIT HEATERS 
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EVEN DISTRIBUTION 

OF HEAT 

Radiant and Convected heat from 
Vulcan finned tubes assures smooth 
distribution of warmth from floor to 


ceiling (less than 3 degrees differ- 
ential). 


“FLEXIBILITY” IN 
INSTALLATION 

Vulcan fin tube radiation comes cut 
to any desired length in increments 
of 1 inch. Easy to specify for all 
types of building. Easiest to install, 
in high, low or hard-to-get-at places. 


EXPERIENCE 

Vulcan, pioneer manufacturer of 
fin tube radiation, has more than a 
quarter century of experience in the 
fabrication and application of line 
fin tube heating. 





VULCAN STANDARD 


tion of Vulcan Radiation, they o 


Jacksonville, Fla. 













Corpus isti, T Mi 
VR Dowdell & Co.” eV 
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YOU NAME IT! 


HIGH OUTPUT 

Vulcan Standard, 2” IPS-steel fins 

44" square; 144” IPS-steel fins 

34%” square, for installation in 
ublic buildings, churches, schools, 

pospitals and industrial plants. 


FOR HOMES, APARTMENTS 
Vulcan Baseboard ‘‘Radi-vector,”’ 1” 
IPS-steel fins 2” x 414", 1144” IPS 
steel fins 234” x 334”. 

FOR UNUSUAL 

aes CONDITIONS 


r co with either copper 
rs 4 uminum fins. 


EASE OF INSTALLATION 


Vulcan is light in weight, requires 
few fittings or supports, comes cut 
to desired length in increments of 1”. 







LCAN BASEBOARD 
RADI-VECTOR 


AND DEPENDABLE SERVICE, TOO 


Below, a yeamnatoee list of Vulcan yy Recognized authorities on the applica- 
er every customer real engineering knowhow and 
SERVICE in the fields of residential, commercial and institutional heating. 


Altea, poies, Teme Missoula, Mont. 

i F ‘&Co., Inc. jJ.R wdell & Co, W. M. Walterskirchen 
Albuquerque,N. M. Denver, Colo. New Orleans, La. 
Boyd Engineering Co. Appleton Engineering Co. Devlin Brothers 
Amarillo, Texas Des Moines, Iowa New York, N. Y. 4 

' posting oe Fred E. Triggs A. F. Hinrichsen, Inc. 
ion A. Doda — Detroit, Mich. Omaha, Nebraska 
Baltimore, Md. James A. Hughes D. E. vn A 
F. C. Clifford El Paso, Texas Philadelphia, Pa. 
Birmingham, Ala. Boyd Engineering Co. P. A, Cavanagh Co. 
Virgil A. Smith Houston, Texas Pittsburgh, Pa. 
Boston, Mass. J. R. Dowdell & Co, Tutein Equipment Co. 
C. R. Swaney Co. ye Ind. Portland, Oregon 
Bridgeport, Conn. Jackson ineering Co. Norman §. Wright & Co. 


Richmond, Virginia 


December, 


ECONOMY 

Installation costs may be materi- 
ally reduced by using Vulcan 
Radiation. 


HIGH SAFETY FACTOR 
Seamless steel pressure tube, A.S.- 
T.M. Spec. A-83. Guaranteed for 
450 P.S.I. 


TIGHT FINS 


Fins made integral with tube by 
mechanical expansion — no solder 
— guaranteed to remain tight under 
conventional operating conditions. 


NEAT APPEARANCE 


Attractive covers designed for the 
most pleasing effect, engineered for 
greatest heat output. (Combined 
radiation and convection.) 


Linovector Cover Type F For 
Standard Radiation 


Linovector Cover Type S For 
Standard Radiation 





1950 


VULCAN HAS IT! 











Above Left: Cutaway Showing Radi-vector 
with Type L Cover. Right: Type FSF Cover 


Buffalo, N : john C. Pastér Robert S. Lovelace 
Frank J. Weber & Assocs. Kansas watt, Mo. Salt ree fe a — a au 
Charlotte, N. C. H. H. Wright Co. Midgley-Huber Co. Representatives in Principal Cities 
Kirk Cousart & Assocs. Knoxville, Tenn. San Pranclece, Cal. 
or ioe ° arg ogee, ee ae S. Wright & Co. 
ngton Co, ngeles t 
Gincinnatl, Ohio Norman S. - Wright & Co. John P. Gitboy Co. THE VULCAN 
larry illen Memp) ‘enn. ttle, Was 
Cleveland, Ohio W. K. Hornbuckle Norman S, Wright & Co. RADIATOR COMPANY 
Tomlinson Steam Milwaukee, Wis. St. Louis, Mo. i : 
Specialty Co. Hamacher & a Bruce L. Evans Co. 26 FRANCIS AVE., HARTFORD, CONN 
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Today, as for over 50 years, 


STA CK STANDS FOR 
SAFETY... 


There is a dependable STACK valve for 
every type of plumbing and heating instal- 
lation. The STACK Line's record for safety 
is unmatched in over half a century of suc- 


cessful operation. 





The only self clos- 
ing valve manufac- 
tured in full half- 
inch size. Also pro- 
duced in three- 
quarter inch size. 














TYPE 4 


Self Closing 
Temperature and Pressure 


Can be installed in the fitting with- 
out endangering the thermostatic 
element. Bellows made of stainless 
steel for longer life. Individually 
tested. Has full opening. Self clos- 
ing after operation. 








Manufacturers’ Representatives— 
A few desirable territories open. 








SERIES 10 


Grease Interceptors 
5 Sizes 





PLATE 6XW 


Drain for tar and gravel roof, for wood 
deck, for caulking. 





PLATE 1W 


Drain for tar and gravel roof, for wood 
deck, for caulking. 


We pfoduce a complete line of grease in- 
terceptors, roof drains, and floor drains. 


Some territories open 
for representation. 











DONOVAN MFG. CO. 


Established 1910 
80 Batterymarch St. 
Boston, Mass. 
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ARE LABELED— 


MAID-O!-MIST 
AUTO-VENT No. ] 


The No. 7 Auto-Vent has fea- 
tures that have been proven 
in thousands of modern hot 
water heating systems. Self- 
closing, float controlled; the 
No. 7 is designed for venting 
of large mains, headers, unit 
heaters, radiant heating or 
anywhere that large venting 
capacity is required. No air 
chamber required. For ver- 
tical mounting only. Size 
4% x 2% with a %” female 
connection. 





THE BEST AUTOMATIC AIR VALVES 
FOR EVERY HOT WATER HEATING JOB 


Dece 
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MAID-O’-MIST N 72 
AUTO-VENT 0. 
Ideal for the modern heating sys- 
tem with its forced circulation, 
smaller pipe, and faster circula- 
tion . . . . because this is the 
fastest venting valve (expansion 
type) on the market. The No. 72 
Auto-Vent is self-cleaning and its 
efficient operation is not affected 
by boiler seal or compound. Free 
standing radiators, cast iron or 
copper convector, steel, copper, or 
cast iron baseboard radiation... . 
all vented quickly and regularly 
by the No. 72 with no air chamber 
required. 































MAID-O’-MIST 

auTo-vent. NO.2/ 
The No. 27 Auto-Vent is a de- 
pendable float-operated valve. 
The construction and internal 
working parts are the same as 
the No. 7 Auto-Vent, but de- 
signed for horizontal mount- 
ing for the hard to get at 
places. The same large capac- 
ity as the No. 7. No air cham- 


ber required. 





auro.vent —N0.67 


Maid-O’-Mist No. 67 Auto- 
Vent automatically and con- 
tinuously vents out the air 
that causes air binding, noise, 
gurgle and heating waste. De- 
signed for limited space, this 
small self-closing, float-oper- 
ated valve may be installed on 
convectors, baseboard radia- 
tion, radiant panels, headers 
and accumulators with no ad- 
ditional air chamber required. 


AUTOMATIC HUMIDIFIERS ..... 


3217 NORTH PULASKI ROAD . CHICAGO 4i, ILL. 





AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


MAID :-O’: MIST,Inc. 
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Adjustable length eliminates cutting, 
speeds erection. 





Adjustable elbows simplify installa- 
tions. 


Pe 











Double-wall, all aluminum pipe as- 
sures correct venting. 
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MYyY! 


HIGHER PROFITS 


SAFER VENTING 
wit QD usreo QC METALBESTOS cas venr 


More Installations per Hour . . . More jobs can be finished per man 
each day than is possible with any other U.L.listed Type B gas vent. No 
special tools or skills are needed. Adjustable lengths permit fractional 
adjustments during and after installation . . . costly jigs, cutting and cement- 
ing of joints are eliminated. Single or multiple installations are finished 
faster and safer when you use QC Metalbestos. 


Easy to Handle... A carton containing 45 feet of 4-inch Metalbestos 
weighs only 32 pounds. One man can load, stock-pile or install even the 
largest diameters without fatigue — can carry 90 feet of pipe at one time 
with ease. . 


Safe and Durable . . . Precision manufacture assures automatic align- 
ment, gas-tight joints and a completely safe installation. The pure aluminum 
inner wall attains efficient venting temperatures rapidly . . . condensation 
and sweating are held at a minimum. Maximum insulation and the high 
resistance of Metalbestos to weather and corrosion insure long years of 
trouble-free operation. 


REMEMBER .. . Metalbestos Gas Vent meets or exceeds all safety requirements of the 
Underwriters’ Laboratories for Type B gas vents. 


Order from your local jobber or write to Dept. C. 


“3, METALBESTOS 


— 
“w, 


UL 


WILLIAM WALLAC 





wn 
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Will your next sale win a 





customer for your competitor? 


The surest way to push business into a competi- 
tor’s store is to push unbranded merchandise 
instead of the favorite brand names your cus- 
tomers ask for. Sure, some will try an unknown 


name on your say so. But what happens if the | 


item doesn’t satisfy? 


Some customers will come back and complain 
to you and demand adjustments. But many 
customers don’t like the unpleasantness that 
sometimes goes with complaining. So what do 
they do? They go someplace else! ... where 
they can get the brands and labels they want. 


Survey after survey shows an 8 to 1 prefer- 
ence for the “known brands.”’ Your competitors 
should be very thankful indeed if you ignore it. 








A FEW REASONS WHY ADVERTISED 
MAKERS’ BRANDS ARE YOUR BEST BET! 


LOWER SALES COST 

Brands pre-sold by advertising cut your sales time. 
FASTER TURNOVER 

“Name” products outsell “unknowns” 8 to 1. 
FEWER MARKDOWNS 

Steady demand levels off inventories. 

FEWER ADJUSTMENTS 

Manufacturers assume “make good” responsibility. 
BETTER DISPLAY 

Known names have greater eye-appeal. 

TESTED SELLING METHODS 

Nation-wide experience is at your command, 


PRESTIGE 
Local reputation is enhanced by quality brands. 











Poowinat Jewies Sisal, Incorporated + A non-profit educational foundation 


37 West 57th Street, New York 19, N. Y. 
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REDI-BENDS 
SAVE 25% 


PROVED BY FIELD STUDIES OF ACTUAL 
STEEL PIPE RADIANT HEAT JOBS — 


“Using Redi-Bends, we have deter- 
mined that a savings in over-all cost 
approximately 25% was effected over 
conventional methods,” says Mr. Nick 
Blau, Contractor, of Covington, Ken- 
tucky, in his careful cost analysis of the 
radiant heat installation at Erlanger, 
Kentucky. 

Working from the blueprint, know- 
ing the exact dimensions of the 
Redi-Bend, individual partial panels, 
consisting of two Redi-Bends plus two 
pre-cut lengths of pipe, were fabricated 


SO SIMPLE IT'S OBVIOUS 


The Weld-Type Redi-Bend is avail- 
able in 2” to 2” 1.P.S. with choice 
of centers. Note ‘‘upset forged’’ 
ends that make welding easy, align 
pipe, assure a uniform, perfect fit. 


COUPLINGS — NIPPLES -—— UNIONS 
FURNACE COILS —_ WELL SUPPLIES 


in the shop during inclement weather. 
These were tagged for specific loca- 
tions and delivered to the job in small 
trucks... 24 per load, 


EXTRA VALUE FOR 
WIDE PANELS 


A report from Sauer Company, 
using “Weld-Type” Redi-Bends for the 
installation of steel pipe radiant heat- 
ing in the new Franklin County (Ohio) 
Children’s Home, again proved the 
savings. Mr. Joseph Zellak, vice presi- 
dent, says, “Field studies prove that 
a savings of approximately 25% can 
be effected using Redi-Bends. This is 
particularly true where panel widths 
exceed 12 feet.” The superintendent on 
the job pointed out two advantages of 
Redi-Bends: 

(1) No frictional losses because all 
bends are uniform. 

(2) No pipe obstructions because no 
welding beads can get inside pipe. 


MORE PROFIT WHEN 
COST IS KNOWN 


You can estimate “close” when pre- 
paring to bid on steel pipe radiant heat 
jobs, using Redi-Bends. Fabricating 
costs are easy to figure because you 
know the price of the Redi-Bends 
which reduce the variable labor factor 
to a minimum. 


— RADIANT HEAT FITTINGS 
—_ STEEL PIPE FITTINGS 
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THE SECURITY OF YOUR BUSINESS IS BUILT UPON QUALITY PRODUCTS 


Scaife 


test procedures 


assure trouble-free service in your customers’ homes 


At various points in the manufacturing process, every 
Scaife product is subjected to a rigid series of tests. Welding 
and galvanizing quality, raw material quality and pressurizing 
—these are only a few of the items thoroughly examined 
and checked. 
These test procedures pay dividends to you, for Scaife 
products not only offer a good initial return but also develop All 
the customer good will which leads to profitable long-range 
business on other products. For the future of your business, basket 
rely upon the high quality and dependability of Scaife wastes 
products. 


SCAIFE COMPANY 


OAKMONT (Pittsburgh District), PA. 
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BRIDGEPORT PLUMBING BRASS GOODS 


dependable quality builds good will... 
assures good profits 


You reap a harvest of more satisfied customers and 
more sales when you feature the complete line of 
Bridgeport Plumbing Brass Goods. 


All Bridgeport products—‘‘Either-Way”’ traps, 
basket sink strainers, sink and tray wastes, bath 
Wastes and overflows, flexible supplies, Traxrod* 
shower curtain rods, etc.—are made from corrosion- 
resisting brass produced in our own mills and finished 
with lustrous chrome-over-nickel for lasting service. 


Other high-quality Bridgeport products include air 


and vacuum valves for one-pipe steam heating sys- 
tems, brass and copper pipe, copper water tubing and 
building copper. 

Supply your customers with plumbing brass goods 
designed for beauty, utility and long, trouble-free 


service. Feature Bridgeport all along the line. 
*Reg. U.S. Pat. Off. 


BRIDGEPORT BRASS COMPANY 


BRIDGEPORT 2, CONN. . Established 1865 
Mills at Bridgeport, Conn., and Indianapolis, indiana 
n Canada: Noranda Copper and Brass Limited, Montreal 


BRIDGEPORT BRASS 
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Approved 
Ant-Siphon 


FLOAT VALVE 


Fi accompanying illustration 
shows our WVE/V No. 93 Ap- 
proved Anti- Siphon Float 





Pr. 


“COPYRIGHT 1950" by 





Valve equipped with rubber 
“O” Ring Plunger Packing and 
Nylon seat. 


F hia fitting is silent in oper- 


ation —requires no adjustment 





—snap action closing under 





high pressure. 





Packed in individual box with 


rod and refill. 


Individual security INSURES FREEDOM and 
LIBERTY. ¢ Social Security leads to Regimen- 
tation and LOSS OF LIBERTY. 


It’s a privilege to live in a Republic. 
Only God can help the people who live in 


Democracies. 


-? 


Li ier 
/ 


ht 
- President 


THE INDIANA BRASS CO, Inc. 
FRANKFORT - - - - INDIANA 











Hercules is again making a splendid gift offer—this 
time with 5 nationally advertised gift items . . . every one 
designed to give a lifetime of pleasure and dependable 
service. 

See below how you can obtain these by ordering any 
of the four great Hercules Boiler Compounds listed. 

And remember,. whether you keep these attractive 
Swank and Ronson items for your own enjoyment, or 
give them as gifts to a member of your family or a dear 
friend, you'll congratulate yourself each time you take 
advantage of this opportunity to obtain such valuable 
and useful gifts. 


Here’s the simple set-up: 

The four Hercules Deal Units for 1950 are shown 
below. 

Purchase of any one Deal Unit entitles you to a 
Swank Wrench Tie Clip (Fig. 1) 

Parchase of two Deal Units (identical or different 


entitles you to either: Smart Swank Key Chain, Tie Clip _ 
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Fig. 1—Swank Wrench 
Tie, Ci Retail price: 
$2.50. s 20%, tax. 


Fig. 2—Swank Key 
Chain. Tie Clip and 
Cuff beg 4 Set. Retail 

plus 20% 


rie 3—Ronson 
fandard 
Lighter. Retail 
price: a 


Lee tees pees 


a aa hs 
tig. 4—Ronson 
astercase’’ 
Lighter. Retail 
price: $10.00. 


Ae lima er, 2Seoea sire arwaalat 
ig. 

Purchase of three Deal Units (identical or different) 
entitles you to either: Beautiful, handy Ronson “Master- 
yal Fp get gc any ‘ pgm ead < lighter 

ig. 4),or Super' leper 2 te, Ronson ewport” 
Table Lighter (Fig. 5)... a beautiful gift for the ladies. 


Here’s the simple procedure: 


All you have to do, after — one or more Deal 
Units from your jobber, is to 

(a) send the bill of sale to Hercules Chemical Com- 
pany, 332 Canal Street, New York 13, N. Y. 

(b) if you have purchased two or more Deal Units, 
indicate on the bill of sale the gift items you would like 
to receive. 

(Don’t forget you can choose any gift item in any 
quantity, or any combination of gift items—provided 
correspond as specified with the number of Deal Units 
you purchase.) 


NOTE: This offer expires at midnight, December 31, 1950. So don’t miss the boat! Cash in by ordering from your 
jobber today. If he can't supply you, write directly to us—and let us have your jobber’s name and address. 


Any One Or More (Or Any Combination) Of These Deals Can Be 


Purchased To Get The Gifts Shown Above 































12 three-pound 
Kc a ne ‘j net wt.) cans of 
Boiler Liquid HERCULES 
t $1.10 Boiler Cleaner 
. ane. (Powder) 


Ideal for repairing 
cracked or leaking 
boilers in high or low 
pressure steam or hot 
water systems. Will 
withstand 500 pounds 
of pressure. 





at $1.20 per can 


Assures quick dry 
steam from new, oily, 
rusty or very dirty boil- 
ers. Eliminates prim- 
ing and foaming, fuel 
waste and sluggish 
steaming. 


332 CANAL ST; 
Prices slightly higher west of the Mississippi 
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Mew TORK 13, 





f 

i 12 one-pound 
& 6 one-qt. cans of (net wt.) cans of 

MERCULES § HERCULES 

System Gleaner = A Metallic 
at $1.75 per can Jj Compound Powder 
Removes Rust, Scale, i at $1.19 per ca 
Oil and Grease from Guaranteed to make 
low pressure steam § a lasting repair on 
and hot water boilers cracked steam or hot 
and heating systems. § a boners, 
and co 

NO DRAINING - with the boiler metal, 
NO FLUSHING i so seal is not broken. 





The Right Hand of The Plumbing Industry for over 35 Years. 
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THE COMPLETE LINE OF HOME 


EQUIPMENT FOR YEAR ’ROUND SELLING 


GET SET NOW 


WITH THE WAYNE LINE 


FOR 1951— 
ADVERTISING- 






“AS USUAL” 
WITH 
WAYNE 


MAGAZINES - - NEWSPAPER 
POINT -OF -SALE MATERIAL 





LITERATURE - - DIRECT MAIL 












WINTER CONDITIONERS 
WAYNE MAY BE “OPEN” IN YOUR TERRITORY 


@ Write For Exclusive Wholesaler Franchise Details 
@ Several Select Wholesale Territories Available 








—— 





Consider the advantage of distributing the most 
complete home equipment line under one pop- 
ular brand. WAYNE is nationally advertised and 
a accepted. Factory warranty effective 
; om date of installation. Build for the future 
ee MERCHANDISING th adopting the complete WAYNE Home Equip- 
ment Line—NOW. Start in 1951 with WAYNE 
to build greater sales and profit for future years. 


B= JOBBER xan“ AVAILABLE 





BOILERS 


PUMPS e 


e FURNACES 


WAYNE HOME EQUIPMENT CO., 


800 GLASGOW AVE 


oo ee ee ee 


IND., 





WATER SYSTEMS 


e BURNERS 





INC. 


U. Si A. 






j 
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Someday...dreams come true... 








For a boy of eight, Christmas dreams often come true! 


Today, a dream rests in all our hearts...placed there almost 
two thousand years ago...a dream of “Peace on Earth— 


Good Will Toward Men.” 
CODY Asssbnres Someday ... someday soon, we pray...this dream, too, 





will come true. 


WHEATLAND TUBE COMPANY 
Bankers Securities Bldg., Philadelphia 7, Pa. 
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GERBER YOUR BEST BUY IN 


BRASS — 


y 
ii 




























No. 580 

AUTOMATIC DIVERTER 
SPOUT with Twin-Ell 
two valve body, less 
shower head, arm and 


s 














flange. 
Some people talk about Quality— Gerber makes 
cma BATH and SHOWER it! The name Gerber on Brass fixtures stands for 
heyy: oven moa through-and-through quality yet costs are amaz- 










= pa | ingly low. You can depend on Gerber Brass for 


Trouble- Free performance resulting in more 
No. 181 . ° ° 
a satisfied customers. Item for item, Gerber is your 
BATH DRAIN Best Buy in Brass. 





This is what we mean by Gerber Brass Quality: 


@ Removable and Renewable Valve Parts. On 
all built-in fixtures the acme thread is in the 
bonnet. Gerber Brass has rod brass stems, 
swivel disks and removable seats. 


@ One Piece Cast Brass Body in All Fixtures. 


@ All Spouts Made of Brass. Gerber does not 
use white metal spouts. 





No. 53 


DOUBLE LAUNDRY 
TRAY FAUCET 


®@ Heavy Triple Chrome Plate. 


Typical of the variety of fixtures @ Rigid Factory Testing and Inspection. All Fix- 
“by Gerber”. . . the only inde- tures tested with 150 lbs. of water pressure. 


pendent full-line manufacturer ° : , 
cite Quilty Biss, Shower Guaranteed Quality. Top Quality Red Brass 


used throughout. All fixtures covered by 
et eee cea Gerber Warranty. GERBER FIXTURES 
ene tinea. STOCKED BY WHOLESALE PLUMBING JOB- 


Sai die dialicen doe nea: " BERS FOR YOUR CONVENIENCE. 
plete information. 














232 NORTH CLARK STREET e+ CHICAGO 1, U.S.A. 






MAIL THIS COUPON TODAY 


GERBER ENTERPRISES, 232 N. Clark St., Chicago 1, Ill. 


(] YES INDEED ...1! want complete information on the GERBER Line. 


[_] I'D LIKE TO TALK THIS OVER WITH YOUR REPRESENTATIVE, 
Have him call on me. 


New York Office: Empire State Bldg. 
Suite 7322, 350 Fifth Ave. 


KOKOMO, INDIANA WOODBRIDGE, NEW JERSEY 
DELPHI, INDIANA PLYMOUTH, INDIANA 


For Your Convenience the Wholesale Plumbing 
Jobber Has GERBER Fixtures. 


Name Title 





Company 














Address 
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“The easiest way 


to buy Bonds...” 


STILE a ele Sa RS IIR Sze Se 


Wiis Me aid aS 


MR. MARTIN W. CLEMENT, 


Chairman of the Board, Pennsylvania R. R. 


ee 


“The easiest way to buy bonds is through the payroll savings plan. We on the 
Pennsylvania believe in that plan. Labor and management, officers and em- 
ployees, over half of us are enjoying it. We believe that it is good for our country, 
that itis good for our company, and that it is good for ourselves and our families 
to have these savings.” 








Top executives of more than 20,000 large companies share 
Mr. Clement’s conviction that the Payroll Savings Plan 


is good for the country, the company, the employees and , 


their families. 

Obviously it is good for the country. The monthly pur- 
chase of Savings Bonds by more than 8,000,000 Americans 
is building a huge fund of buying dollars that will be 
reflected in the sales curves of tomorrow. 

And certainly it is good for the company. The employee 
who puts a part of his earnings in Savings Bonds every 
month is not the type of man whose name appears fre- 
quently on the absentee or accident records. Serious savers 
are serious—productive workers. 

For the employee, the Payroll Savings Plan is a positive 
boon. It is the easy, automatic way for him to build finan- 


cial independence, provide for the education of children 
or save money for a home. 

If your company does not have a Payroll Savings Plan, 
here are two things you can do today: 

Appoint a Bond Officer, one of your major executives— 
the kind of man who picks up a ball and runs with it. Tell 
him to get in touch with the State Director, Savings Bond 
Division, U. S. Treasury Department. The State Director 
is ready with a package plan—application cards, promo- 
tional material, practical suggestions, and all the personal 
assistance your Bond Officer may need. 

Then make a note on your calendar to check the status 
of your Payroll Savings Plan six months from today —and 
you will be surprised and gratified at the high percentage 
of employee participation you will find. 


The U. S. Government does not pay for this advertising. The Treasury Depart- 
ment thanks, for their patriotic donation, the G. M. Basford Company and 
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that makes us 





so enthusiastic about 


JATER-HOTTER 


GAS AND ELECTRIC AUTOMATIC WATER HEATERS” 





oe, ie eld tency wntted 
cause proved inside and out, efficiency is 
cn hy he ” writes Mr. Reed. Mr. Charles Reed 
“We have sold White products ast eee or he pee pear } 
Yes, White is a good line to tie to, after year. White off ectric Co. 
you a good markup PLUS soch other advantage s: fat tare. Reed Electric Co 
er because a nationally advertised line with so easily Lansin 
deieliated leatares fo cary to vol UK, Winhils Yoee allations. 9 
npg varia 3 extremely happy customers who tell their Michigan 





i White Proved Profit Story, ask your White 
distributor or write White direct. But do it PROMPTLY! 
Warre Propucrs Conrora Corporation, Middleville, Michigan. 











WHITE PRODUCTS CORPORATION 
MIDDLEVILLE, MICHIGAN 


Gentlemen: 
Please send me the White ‘‘Water-Hotter” story. My business 
letterhead is attached. 


ES SE eee Sn 








Ga ceorssctecstnsstienemasinsinsersmeretsenni Dc ccinins DGC iiscnnnvccctissantideinal 
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SCOVILL. Ni g@w= | 
presents |O XIT ~~ : Bee 


flexible lavatory 
and tank supplies 






TWO PIECE UNIT 
COMPRESSION 
T RING 


Loxit is a new, patented compression fitting that, for 





the first time, makes possible an absolutely foolproof 


joint on both sides of the stop. No soldering or braz- . 
. - . : ss THREE PIECE UNIT 1. Tube is cut to measure 
ing, no threading or flaring, no pipe dope or wicking, © Zech Nat otablel j 


no compression rings to lose—just measure, cut and ob ee 
Here’s how it works 3. Tubing inserted into 
assemble. ehh fitting until it bottoms 
The Loxit Nut has a special shearing ring beyond on the body 














4. Loxit Nut tightened 
into body—1% turns. } 


Li 
*hah 


the threaded section which shears off when the nut is 





tightened and enters the outside tube wall, holding 
the tube end water-tight against the fitting body. 


Remember —tubular goods and tank fittings’ 
represent a very small part of over-all installation 
cost. Why cut corners and take chances with cus- 


tomer good-will. Insist on SCOVILL quality. | 
a! Py Os Wee : q 
Sg ee FREE FOLDER AVAILABLE—The Loxit Gli) 























folder describes this latest addi- 

tion to the Scovill line of quality e, #420 = #430 a 
tubular goods and special fittings The Loxit line includes straight and elbow Sl stops, 
for the plumbing trade. Write for flanges—high or low, with or without formed cover. Elbows and 
your copy today. stops made from forgings; all pieces polished chrome. 











COMPLETE LINE OF QUALITY TUBULAR GOODS 


A Product of 
AND SPECIAL FITTINGS FOR THE PLUMBING TRADE. 

















SCOVILL MANUFACTURING COMPANY = fcvsvee tors 
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TIVE water from faucets with the SPRING-FLO 
AERATOR makes water taste better... rinse faster! 


To get satisfied customers, who will buy other 
goods from you, install faucets with the Spring- 
Flo Aerator. This modern invention gives them 
oxygen-enriched water that’s better tasting. Es- 
caping air bubbles make cloudy water crystal 
clear! The bubbly stream washes and rinses faster 





easure : : ; 
bled ...and this bubble-cushioned water won’t splash! 
into ‘ ie | L SUPPLIED BY EVERY LEADING 
ottoms i . | FAUCET MANUFACTURER 

jee | Ss il All leading faucet manufacturers 
ned gs © 4 furnish the Spring-Flo with their 


faucets. When you sell faucets 
with the Spring-Flo Aerator 
you can make an added profit 

. and you build good-will 
that pays off in more sales. 


AGHNIDES U. S. PATS. 2,210,846-—2,316,832 


POPULAR MAGAZINES ARE TELLING 
YOUR CUSTOMERS ABOUT FAUCETS 
WITH THE SPRING-FLO 
The biggest advertising cam- 
paign a faucet ever had is 
telling your customers about 
faucets with Spring-Flo Aera- 
tors in magazines like “Ameri- 
can Home” and “Better Homes 
& Gardens”. Put it to work for 
you by recommending Spring- 

Flo to your customers. 


SPRING-FLO. AERATOR 


A CHASE PRODUCT 


“The greatest thing in faucets 
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FORCED CIRCULATING 


FLOW CONTROL 


HOT WATER HEAT 





Thrush Kadiant Heat 


quiet, efficient low cost forced hot water circulation 


GIVE YOUR customers the finest, most efficent Radiant 

Heat... Hot Water with Forced Circulating Thrush Flow Con- 

trol System. It provides uniform heating without continuous 

Circulator operation. Maintains constant flow of radiant 

heat under all weather conditions. Summer-winter domestic 

hot water for kitchen, laundry and bath is provided auto- 

matically. Get our booklet giving the complete story of 

Radiant Heat Control Thrush Radiant Hot Water Heat. Ask your wholesaler more 
about it or address Department A-12. 


leading name in 


Flow Control Valve : ‘ iY o T W A T E R 


Vertical or Angle Types, 


With or Without Air Tube 4 THRUSH CONTROLS 


AND COMPANY 
Thrush Horizontal Water Circulator 


PERU, INDIANA 
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It's a good thing Shakespeare didn’t live in our day for he 
would have had to revise those familiar lines about the school 
boy. . . ‘creeping like snail, unwillingly to school!’’ Our mil- 
lions of grand American kids really like school now! 


And why shouldn't they? Americans believe firmly in the 
tight of every youngster to get a good start in life! As a result 
our schools not only stimulate young minds but provide every 
comfort that science can devise and money can buy to make 
learning enjoyable, healthful and comfortable. 

Good lighting, ventilation, and heating are ‘musts’ in 

erica’s modern schools. In the newest ones even the ad- 

vantages of radiant heating are included. And because ‘‘the 

best is none too good” steel pipe is first choice for these radiant 
tions. 

There are many reasons why! Steel pipe has been proved in 
more than 60 years’ service in conventional hot water heating 
systems and, in addition, meets the specific piping requirements 
of radiant installations in every particular . . . from economical 
first cost to complete mechanical adaptability! 
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Steel pipe is first choice for radiant heated schools 


— 


Modern schools like this new Acalanes Union High 
School, Lafayette, California, use steel pipe in floor 
panel radiant heating installations. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 
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Toothed Lock Washer: Prevents loss 
of stem nut due to vibration, thereby 
holding the handwheel securely. 








Newly Designed Handwheel: Air- 
cooled, finger grip handwheel affords 
sure grip even with greasy gloves. 








Improved Packing: Molded packing 
of lubricated asbestos reinforced with 
copper wire. Suitable for practically every 
service. Valves can be repacked under 
pressure. 











Hexagonal Union Bonnet Connec- 
tion: Eliminates any chance of distortion 
or leakage even though valve is repeat- 
edly taken apart and assembled. 
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The service ratings of the Walworth No. 95 are 150 pounds per 
square inch steam at 500F, and 300 pounds per square inch non- 
shock cold water, oil, and gas. In the manufacture of this quality 
bronze valve, more than 47 gages are used in machining parts to 
micrometric accuracy, thus insuring interchangeability of parts. 
For further information see your local Walworth distributor, or 





IMPROVED 
No. 95 
BRONZE 
GLOBE VALVE 





also available in 
Angle Type (No. 96) 





write: Walworth Company, 60 East 42nd St., New York 17, N. Y. ree 
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valves and fittings Cs 

60 EAST 42nd STREET NEW YORK 17, N. Y. rigid 
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DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD provi 








New Cylindrical Disc Holder: The 
design of the top portion of the disc 
holder keeps the disc accurately guided 
under all operating conditions. 





Renewable Asbestos Dise: This disc 
is suitable for steam up to 500F and is 
resistant to oil, gasoline, and many 
chemicals at atmospheric temperatures. 
Discs for special services are available. 









Extra Strong Body: Made of Composi- 
tion M (ASTM B61) bronze thick enough 
to provide a high safety factor. Valves 
undergo hydrostatic shell test of 450 psi. 
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That engineered Air of Distinction 


Greater efficiency, whisper-quiet operation, increased 
range of sizes, and sparkling new construction highlight 
the complete new line of Trane centrifugal fans. 

A quarter century of fan engineering has enabled Trane 
to reduce horsepower requirements on its centrifugal fans 
to a new economical low. Carefully contoured inlets and 
generously sized outlets assure greater efficiency and lower 
outlet velocity at all operating levels. 

To insure quiet, vibration-free operation every Trane Fan 
has dynamically balanced fan wheels revolving on precision 
finished heavy duty shafts. 

Casings are ruggedly constructed of heavy gauge steel, 
rigidly braced with angle iron cross members. Lock seam 
construction on larger units guards against air leakage and 
provides bonus strength. 


Wheel diameters range from 414” to 109” and capacities 
from 115 cfm to 492,000 cfm in both belt and direct drive. 
This permits selection of exactly the right fan to meet your 
air handling problems. 

All Trane fan ratings are certified in accordance with the 
standard test code approved jointly by NAFM and ASHVE. 

For complete information on Trane Centrifugal Fans 
write to the main offices or see the Trane representative in 
your area. 

THE TRANE COMPANY...LA CROSSE, WIS. 

EASTERN MANUFACTURING DIVISION, SCRANTON, PA. 


Manufacturing Engineers of Heating, Ventilating and Air Conditioning 
Equipment — Unit Heaters, Convector-radiators, Heating and Cooling 
Coils, Fans, Compressors, Air Conditioners, Unit Ventilators, Special 
Heat Exchange Equipment, Steam and Hot Water Heating Specialties 
...IN CANADA, TRANE COMPANY OF CANADA, LTD., TORONTO. 


Modern methods, precision tools and Trane engineering skill assure that close manufacturing tolerances are rigidly maintained. 
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Case advanced design 
makes good homes better 





Five Great 
Favor-Features 


BUILT-IN TANK. The modern 
low-level design first spon- 
sored by Case. 


NON-OVERFLOW. This Case 
development provides com- 
plete overflow prevention. 


QUIET ACTION. Strong rim 
flush and tank filling are ex- 
ceptionally quiet. 


LOWER BOWL. A brand new 
feature. Bowl is 14” high in 
line with modern hygiene. 





WATER PROTECTION. Special 
safeguards include china 
channel enclosing riser— 
open atmospheric vent, etc. 


Gti. the New- eae 
Case ONE-PIECE 


With the Case One-Piece Water Closet *1000* you can now 
provide a new degree of refinement and sanitary protection in the 
modern bathroom. Lower bowl height, new water-supply safeguards, 
non-overflow design, and unusually quiet operation make this the most 
advanced water closet ever offered. The Case low overall height and 























integral tank make for unequalled economy of space—the One-Piece can be 
installed under a window, in a corner, or even under a stairway. 
It belongs in the finest homes—it adds to the value and livability of 
moderate-priced ones. In 26 colors and white. Distributed nationally — 
see your Classified Telephone Directory. 
W. A. Case & Son Mfg. Co., 
33 Main Street, Buffalo 3, New York. 
Founded 1853. 
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Last-minute news...and highlights 
of timely material in this issue 












THE MOBILIZATION PROGRAM was stepped up last month. At press time, limitation 





orders on the use of critical metals for civilian goods were being 
announced in rapid-fire fashion: 


Aluminum was cut back 35 percent. After January 1, manufacturers 
will be limited to 65 percent of the aluminum they used during the 
first six months of 1950. 


Steel orders of civilian consumers will be cut back 30 to 50 per- 
cente is is an unofficial estimate which producers, themselves, feel 
will be necessary in view of existing defense orders, essential 
civilian orders and a heavy carryover of fourth quarter orders. 


Copper, zinc, nickel, chrome, tin and cobalt already have been or 
will be cut back shortly. 

a means-that the production of many plumbing and heating products 
wi be vitally affected. It's too early, however, to do any pre- 


dicting on the actual extent of the cutbacks. 


GOVERNMENT CONTROL, apparently, is here to stay for some time. Slowly, but 
surely, controls are being felt along a wide business front. The 
overall plan now shaping up divides U.S. industry into three parts: 
The defense industry, essential civilian industry and non-essential 
industry. 

The defense industry is assured top position by a priorities system 
giving first call on materials and productive capacity by means of 
DO (Defense Order) ratings. 

Essential civilian industry is provided with needed materials by 


"Set Aside*® orders like last month's steel order for 30,000 freight 
cars and 12 lake ore boats. 


Non-essential industry was given an indication of things to come 
ones the National Production Authority banned new construction of 
buildings and structures for amusement purposes. 


Questions and answers on the mobilization program are given on 
pages 84 and 85. 





A FULL-SCALE CONTROLLED MATERIALS PLAN now being worked out in Washington may 


be in effect by next July, according to a government controls 
official. 


The present, gradual program works now because of the comparatively 
modest military demands. By next summer military needs will be at a 
$50 to $60 billion annual rate. Anything short of a full-scale con- 
trolled materials plan will not do the job, the government feels. 


A full-scale plan would mean that the National Production Authority 
would pass on practically every purchase and delivery of scarce 
materials. In effect, copper, steel and aluminum would be divided on 
& pound=-by=-pound basis. 


Direct cutbacks in the production of civilian goods would be almost 
certain to come. Automobiles, refrigerators, washing machines and 
other durable goods items would probably be first on the list. Plans 
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for direct cutbacks are not in the works now, the official stated, 
but that could be changed in a hurry in the event of all-out war 
and 100 percent mobilization. 


HOUSING STARTS ARE STILL HIGH: It's still too early to judge the full effect 
of Regulation X and related curbs on new housing. 
October's starts on new nonfarm dwelling units totaled 103,000. 
This figure represents a 10 percent drop from September but it's still 
high by previous standards. It almost equals the 104,300-unit volume 
for October 1949, when housing activity was at its peak for that year. 
New starts for 1950 now total 1,209,100, including October figures. 


Regulation X will be modified or strengthened if, during the next 
few months, the government's 800,000-unit estimate for 1951 appears 
to be out of line with actual starts. 


INSTALLMENT CREDIT CURBS are beginning to have an effect. The Federal Reserve 
Board reports that consumer buying has slowed down and prices have 
been checked in some cases. 

Plumbing and heating dealers in some areas have noticed the dif- 
ference in the sale of appliances. 


OIL INDUSTRY LOOKS AHEAD: A 10 percent increase per year in the sale of domestic 
oil burners would double the fuel oil market by the end of 1955, 
according to a recent report from the O0il-Heat Institute of America. 


By the end of 1950, approximately 5,500,000 domestic oil burners 
will be in operation. If the industry maintains a rate of only 
800,000 new burners without normal increases each year, 4,000,000 
new burners would be added. 


HEADED FOR NEW PEAK: During the ten month period ending Oct. 51, shipments of 
domestic gas ranges totaled 2,508,400 units, an increase of 51.4 
percent over the same period of 1949. During the first ten months 
of 1948, the industry's previous peak year, 2,416,600 units were 
shipped. 

Shipments of automatic gas water heaters are also writing some new 
records into the books. 1950's first ten month's figure of 1,929,200 
units shipped already top the 1,800,000 racked up during the entire 
year of 1947, the industry's best up ‘til now. 


THE FARM MARKET LOOKS GOOD; Farmers not only make money—they spend it wisely. 
House furnishings and equipment on farms increased 52 percent over 
the last 10 years. 

Increased farm output, rising prices and the continuation of gov- 
ernment price-support programs are responsible factors. Rural elec- 
trification programs are adding prospective customers every day for 
electric water systems and related products. 


TWO-POINT LESSON IN HEATING: A 750-unit housing project, now under construction 
near Springfield, Mass., provides a good, two-point lesson in heating. 
It proves: (1) that high quality radiant heating systems can be 
profitably installed in low-cost homes and (2) that recently developed 
techniques of fabrication and installation are highly practical in 
actual use. These techniques involve careful planning of the job in 
advance and liberal use of power machines and specialized crews for 


fabrication and installation procedures. 


This means, of course, that other contractors can utilize similar 
techniques, and sell more heating jobs at lower cost. See page 100. 


A BETTER WAY OF LIFE is in prospect for consumers who buy automatic food waste 
disposers, according to the composite opinion of 12 industry experts 
given on page 106. They say that food waste disposers are easy to sell 
if contractors publicize the improved sanitation, better health and 


greater convenience that are made possible by disposer installation. 
76 
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Constructed of Copper and 


Bronze Throughout 























For Those Who Expect a Lot for Their Money 


satisfaction that can easily be measured in dollars 
and cents through the years. Install the best... 
install Eljer Fittings ... designed for Eljer Fixtures, 


You can’t see all the quality features of Eljer Brass 
Fittings unless, of course, you subject them to various 
laboratory tests. But quality zs there . . . and to such 
a degree that every customer who expects a lot for 
his money will be more than satisfied. 

The finest of materials . . . modern, efficient 
equipment and machinery . . . craftsmen highly 
skilled in their trades . . . all contribute to this high 
standard of quality established by Eljer. To you, 
this means not only greater profits, but customer 


A COMPLETE LINE 


The fitting illustrated above . . . E-9430-R, 
C. P. Over-rim Bath Filler with Drop Spout 
...is @ popular item in Eljer’s complete brass 
line. All moving parts are completely and 
easily renewable. For full descriptions of all 
Eljer Fittings ask your Eljer Distributor for a 
copy of Eljer’s Brass Goods Catalog or 
write to Eljer Co., Ford City, Pa. 


It PY YOU, Ma Pty “d—because we specialize in Plumbing Fixtures and Brass 
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Highlights and Slants...On Our Industry’s Month 
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Noted in Passing 

Rube Anderson, who®runs a 
plumbing and heating firm in Min- 
‘neapolis, is working out of town 
‘a lot these days. The company was 
low bidder on a job in Washington, 
D. C. The job? Merely to install 
‘all the plumbing, heating and air 
conditioning in the White House. 
. .. Things are looking up for 
‘John Bright Jr., Tucson, Ariz. 
dealer. He went fishing recently 
rand discovered a uranium deposit 

at is now attracting official at- 
tention from Uncle Sam... . The 
clanging of a holdup alarm sent 


seven Chicago police squads rush- 
ing to a savings and loan associa- 
tion building one night recently. 
With drawn guns they entered— 
only to surprise three thoroughly 
frightened journeyman plumbers 
whose work on new water pipes in 
the basement had tripped the alarm. 
... Hallenbeck & Riley, enterpris- 
ing retailers in Albany, N.Y., placed 
their store on a 24-hour, 7 day- 
week selling basis by installing an 
outside microphone-indoor wire 
recorder in their display window. 
A 25c coin, which is later refunded, 
is dropped into the slot-machine 


microphone, and enables the cus- 
tomer to record his or her name, 
address and choice of price-tagged 
items on display. The stunt paid 
for itself the first three nights, and 
attracted considerable interest. ... 
Why an overflow on a lavatory 
when there isn’t one on a kitchen 
sink, a laundry tray or a closet? 
One manufacturer (the Kohler Co.) 
decided it was no longer necessary, 
and now has on the market an 
enameled iron lavatory without the 
usual overflow opening. Further- 
more, the company is redesigning 
its other lavatories the same way. 
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SELLING AT THE HOME SHOW 

San Antonio—We were wonder- 
ing if other readers who have 
shipped merchandise for exhibition 
at home shows had thought of the 
following idea for not having to 
bring it all back, and at the same 
time making a lot of new friends. 

Instead of carting back all of the 
merchandise used for our displays, 
we try to sell it there. We accept 
bids on everything used in the 
booth, the agreement being that the 
high bidder is to purchase the mer- 
chandise at the conclusion of the 
show. 

At our last exhibit we received 
about 800 bids on the merchandise, 
sold same, and thus did not have 
to haul it back to our store. Also, 
we got a lot of good advertising 
copy out of this promotional idea, 
and we made many new friends. 

Pau TARRILLION, JR. 


AT YOUR SERVICE 
Gardena, Calif—Upon re-reading 
_ some of my back copies of Domestic 
Encrveerinc, I was impressed with 


THE EDITOR 


your willingness to serve your 
readers in solving their problems, 
both large and small. 

This recalled a problem that has 
been on my mind: I would like to 
have a sticker that I can put on the 
fixtures I install—one which is 
somewhat distinctive and will keep 
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my name before my customers. 
Would you please see what your 
art department can work out? 
I would also appreciate receiving 
a selection of merchandising aids 
which I note you offer to your 
readers free of charge. 
RicHarD L. REBACK 


e Domestic Engineering is pleased to 
be of service to Mr. Reback. Illus- 
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trated at left is the identification stick- 
er which was designed in answer to 
his request. A selection of window 
display posters is also being sent to 
Mr. Reback. Other readers may ob- 
tain free merchandising aids by writ- 
ing to The Editor, 1801 Prairie Avenue, 
Chicago, 16.—Ed. 


MODERNIZATION MARKET 

New Britian, Conn.—I feel that 
heating men should not be too con- 
cerned over the recent credit 
controls which have had a marked 
effect on new home building. Thou- 
sands of opportunities exist for 
live-wire dealers to modernize the 
heating plants of older homes to 
provide for greater heating comfort 
and fuel economy. 

In seeking out these opportuni- 
ties, the heating contractor-dealer 
will render the nation a patriotic 
service. Financing terms are still 
quite liberal and, with the inevita- 
ble inflationary trend, probably no 
other investment offers the assur- 
ance of maintaining its relative 
value in the pyramiding market, as 
does in investment in the home. 

Probably the greatest single po- 
tential customer for a new heating 
system is the farmer. With the rur- 

(Please turn to top of next page) 

















(Continued from preceding page) 
al electrification program still go- 
ing strong, the farmer is spending 
money for television sets, appli- 
ances, automobiles, etc.; he is just 
as good a prospect for a modernized 
home heating system. Full employ- 
ment and the government crop- 
support program assure his buying 
power. 

For modernizing heating systems, 
radiant baseboard panels, as well 
as other modern heating methods, 
lend themselves ideally to the 
structural problems found in older 
homes. Baseboard panels provide 
uniform floor to ceiling tempera- 
tures, blanketing the generally un- 
insulated exposed walls with a 
curtain of warm air. 

The modernization market is 
there; all we have to do is go after 
it 

W. R. Becuer, president 
Radiant Baseboard Panels, Inc. 


HOME DEMONSTRATION 

Wisconsin Rapids, Wis.—In look- 
ing over the last few issues of Do- 
MESTIC ENGINEERING, we have no- 
ticed your reports that more 
dealers are now selling appliances. 
Since we feel that appliances are 
an important part of any plumbing 
business, we thought some of your 
readers would be interested in how 
we promote appliance sales. 

We hold appliance demonstra- 
tions in our own home, which is 
conveniently located next door to 
our new store (we are enclosing a 
picture of the store). The base- 
ment has a nice asphalt tile floor 





making an 


and plastered walls, 
ideal spot for demonstrating wash- 
ers, ironers, driers and other ap- 
pliances. After the demonstrations 
we serve refreshments in the base- 


ment recreation room. 

My wife has charge of this phase 
of the business. She calls pros- 
pective customers over the phone 
and even offers prizes to stimulate 


attendance. It’s all very friendly 
and is a big help in building good- 
will for our business. 

This method might not work for 
dealers in larger cities, but it has 
done wonders for our appliance 
business, and in selling more ap- 
pliances we have boosted our 
plumbing sales. 

E. L. Hess 


MORE ON APPLIANCES 


Dallas—I have long felt that any 
equipment, appliance or fixture 
which has a water and sewer con- 
nection, shoud be merchandised by 
plumbing contractors. 

I am glad to note from your 
magazine that a great many deal- 
ers in our industry are now selling 
appliances. I think the industry 
should encourage manufacturers 
of such items as washing machines, 
dishwashers, etc., which have water 
and sewer connections, to insist 
that their dealers see that these 
items are properly installed ac- 
cording to the city plumbing ordi- 
nances. 

This would be for the welfare of 
the community, as a large part of 
this type of equipment not installed 
by master plumbers is done in 
handyman fashion, which is very 
harmful to the health of the com- 
munity. 

Guy M. Brown 


BETTER PUBLIC RELATIONS 

Chicago—As you are probably 
interested in what our association 
may be doing to publicize the 
master plumber, and to encourage 
better public relations, we are en- 
closing the reproduction of an ad 
4% by 7% inches which appeared 
in the Home Planning Section of 
the Chicago Sunday Tribune of 
Oct. 29. (See cut at right.) 

This ad was the first of a series 
of editerial ads of our association, 
the Plumbing Contractors Assn. of 
Chicago, which will appear in the 
various Chicago newspapers from 
now until May, 1951. 

Last year our association spent 
approximately $11,000 for news- 
paper advertising, including the 
printing of the names of the mem- 
bers in the classified section of the 
Chicago telephone directory, ar- 
ranged alphabetically by sections 
of the city. We anticipate spending 
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a similar amount in the present 
campaign. 

By publishing an illustrated 
booklet for property owners and 
prospective builders and offering to 
have it mailed to them upon re- 
quest, we hope to be able to obtain 
an idea as to the impression our 
advertising is making. We realize, 
of course, that the results of pub- 








Solin ie ie eke Ore single 

* shower Di the Rain tr of Zone 
lyansk (pop, $000). When the collective 
facmers of Zemilyansk see Sacurday on the 


rapt lees we wie dishes, take beth, 
sptinkle the lawn and dispose of sewage 
Sa 
it; chey don’c. 

‘We hove it hece becouse since 1982 the 
Plumbing ‘Contractors Association of Chi- 
cago (an organization of Licensed Master 


of workmanship and materials to protect 
; ‘your hel safry and comfort. 














ae 5 vn ct 0 i tn 
booklet heck tol A cemmpeniey ees pak 


your sume end eddremn TODAY 10. . 


Phiabiloeh cs cnencele 
Association. of Chicago 


205 W. Wacker’ Chicage 6, Mints 














licity of this type must remain to 
a large extent intangible. 

It is our hope that this campaign, 
supplemented by the neighborhood 
newspaper and direct mail adver- 
tising done by our members, will 
do much to create good will and 
establish greater confidence in the 
master plumber by the public. 

Peter M. Munn 


GOOD VOICE MAKES FRIENDS 


Washington, D.C.—Have you ever 
dialed a number of a firm and been 
so disgusted by the switchboard 
operator’s unpleasant voice that 
you vowed you would never call 
again? We have, and we decided 
then and there to make certain that 
our switchboard operator has a 
very pleasant voice. 

Now, our switchboard operator is 
one of the most important persons 
in our firm. Because she is often 
the first person that a customer 
contacts, we take great pains in 
her selection. She must, above all, 
have a good telephone voice, and a 
pleasant, courteous manner. 

Joun G. WEBSTER 
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Here’s the line that’s built to sell! 


DELCO WATER SYSTEMS 


PRODUCTS OF GENERAL MOTORS 

















New horizontal jet Shallow well Shallow well Deep well Deep well 
pumps — convertible for tank-mounted models — reciprocating pumps — vertical jet pumps — reciprocating models — 
thallow or deep wells 225 to 350 GPH 250 to 600 GPH Ys and Y2 HP V3 to 1 HP 


The five Delco Wellmaster Pumps shown here are just These features guarantee dependability and long life, 
an indication of how wide the Delco line really is. For | and put the Delco line in a class by itself for quality. 


these models are available in many capacities, and with 
And every model is priced to sell! With all of 


a variety of tank sizes, so that Delco dealers today can 
" their quality advantages and engineering features, 


setve every domestic water system need. 
you still can put price tags on your Delco Wellmas- 


General Motors’ engineering of the Delco line gives ters that are competitive with any other brand! 
you features no other water systems can match. One 

outstanding example is the famous Delco Rigidframe Add to these outstanding products the selling assistance 
motor found on most models—a motor that is statically | and merchandising aids that the Delco dealer receives, 
and dynamically balanced. Here misalignment is almost and you can see why the Delco line is the line that is 
impossible because welded struts lock the stator lamina- _— built to sell. If you are interested in the profit possibili- 
tions in place. Another example is the “close coupling” _ ties of the Delco Water Systems franchise, send coupon 


between motor and pump on all Delco Jet pumps. below for complete information. 


DELCO WATER SYSTEMS nw a Also manufacturers of Delco-Heat units 


Operating Pump Display | £ for automatic home heating, and automatic 
y9 oil and gas-fired water heaters 


just turn the faucet to show your 
ptospects a Delco Water System in 


CLIP AND MAIL THIS COUPON NOW! 


operation! Includes heavy duty gal- 
wnized tank finished in rich Delco- Delco Appliance Division, Dept. DE-12 
General Motors Corporation 


been ...tank cover and platform “Jam Rochester 1, New Sati 

_— and tank . . . complete fit- {PE Please send me more information about the Delco 
ings for quick assembly. Just one of {| ES Water Systems franchise. 

the many selling aids made available 

© Delco Water Systems dealers! 
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4-apartment building, 1119 
Chandler St., Madison, Wis. 
Builder: i= I. Lund. Webster 
Baseboard Heating installed by 
Power-Long & Fenske, Inc.—their 
estimate for Webster Baseboard 
Heating was $37 less than for 
convector radiators. 
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So says Power-Long & Fenske, Inc., leading Madison, Wisconsin, con- such 
tractors. In a number of successful apartment installations of Webster credi 
Baseboard Heating, Power-Long & Fenske, Inc., has demonstrated that powe 

true perimeter heating is not only competitive in price with convectors At 

but also adds a comfort factor by “spreading the heat’’ evenly around tion 

the perimeter of the building. Ren 
Webster Baseboard Heating offers the proven advantages of forced —cor 
circulation hot water heating in its most effective form—a combination “a5 
of radiant and convected heating. Less than 2 degrees temperature vari- , 
ation between floor and ceiling. Saves piping because the heating ele- paar 
ment is also the heating main. busir 

’ 
In a 30-mile area around Madison, Power-Long & Fenske, Inc., is recog- : 
nized as an outstanding “wet heat” contractor. They installed their first Ing 
Webster Baseboard Heating job in the spring of 1948. In 21/, years they seem. 
cal ai 4 have made more than 50 installations of Webster Baseboard Heating anotk 
iving room in Lund apartment building showing : R 
Webster Baseboard Heating painted to resemble ae prefer to install it. serve 
wood, harmonizing with room interiors. 

Figure Webster Baseboard Heating on your next job—full technical The 
information is available from your nearest authorized Webster Factory above 

Representative. Or write us for “Questions and Answers about Webster from 

Baseboard Heating. from 
Address Dept. DE-12 Harp 
WARREN WEBSTER & CO. Thi 
Camden 5, New Jersey : : Representatives in Principal Cities weigh 
In Canada, Darling Brothers, Limited, Montreal probl. 
In ac 








OC) ola TOS. arous 
terms 


D. H. Burroughs residence, 2211 Hegg Ave., is typi- 
cal of single-family homes in which Power-Long & 


“ . 
Fenske, Inc. has installed Webster Baseboard Heating. busi 
Built 1948-49 at a cost of $10,500 following plans in A E AT bo 
Better Homes & Gardens, mel 
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“It is a gloomy moment in history. Not for many years—not for the lifetime 
of most men who read this—has there been so much grave apprehension; never 
has the future seemed so incalculable. In our own country there is apprehension 
and panic. In France the political cauldron boils and seethes with uncertainty: 
Russia hangs like a cloud, dark and silent, upon the horizon of Europe; while 
all the energies, resources and influence of the British empire are sorely tried, 
and are yet to be tried more sorely in coping with the vast and deadly disturbed 
relations in China. Of our own troubles, no one can see the end.” * 








Historic Parallel or Business as Unusual 


ELSEWHERE in this issue, our 
Washington reporter talks about 
such things as Regulation X, 
credit controls and possible man- 
power and material shortages. 

At first glance, his interpreta- 
tions would seem to add up to 
very unusual business conditions 
—conditions that will impose 
hardships on the operation of a 
plumbing, heating and appliance 
business. 

It’s possible, however, that 
things may not be as bad as they 
seem, and we quote above from 
another editorial which may 
serve to illustrate the point. 

The interesting thing about the 
above quotation is that it’s not 
from yesterday’s newspaper. It’s 
from the October 10 issue of 
Harper’s in the year 1857! 

This historical parallel adds 
weight to the point that today’s 
problems can be met and solved 
in acceptable fashion. It also 
arouses the suspicion that the 
terms “normal conditions” and 
“business as usual” are mis- 
nomers. When, actually, have we 


had normal business conditions? 
M. A. May, vice president of Dun 
& Bradstreet, stated recently that 
there has been nothing usual or 
normal about business for the 
past five years, or twenty-five 
years, or hundred years. 

Actually, there can’t be any- 
thing usual about the business 
problems created by the pull and 
tug of buyers’ and sellers’ mar- 
kets, influenced by wars and de- 
pressions. 

Perhaps, therefore, we should 
treat the unusual as ordinary 
and proceed accordingly. 

Successful business men under 
so-called “usual” conditions are 
those who are good merchan- 
disers, good credit risks and 
sound planners. It seems plau- 
sible, therefore, to assume that 
good merchandisers operating 
under “unusual” conditions will 
still maintain their top positions. 
(Dealer entries in the Merchan- 
dising Contest have shown this 
assumption to be true.) 

In other words, it appears that 
good merchandising and good 
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business go hand in hand, re- 
gardless of whether conditions 
are usual or unusual. And there- 
in lies the answer of how to do 
business in a partial war-econ- 
omy. 

Sure, you will say, but how 
can I sell refrigerators or bath- 
tubs or oil businers if they aren’t 
manufactured—and even if they 
are, with increasingly stringent 
credit controls? 

Let’s analyze this question. 

First of all, assuming an inten- 
sified preparedness program, but 
no all-out war, it is expected that 
fair allocations of metals will, as 
in World War II, be given to this 
industry because of its essential- 
ity in protecting public health, 
safety and morale. Nevertheless, 
production will be handicapped 
by shortages of copper and steel 
and, to some extent, lead, alumi- 
num and other materials. 

Utilizing alternative methods 
and product simplifications, how- 
ever, manufacturers will doubt- 
less turn out a larger volume of 
(Please turn to center of page 85) 
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Here’s a brief review of the mobilization program 


and its likely effect on our industry 


As Tue Year 1950 draws to 
a close, a quick look at the 
mobilization picture reveals that 
everything is moving along ac- 
cording to the government’s 
plan. Slowly, but surely, the 
control of supply, distribution 
and production is being felt 
along a wide business front. 

The pattern of gradual ap- 
plication of controls got under 
way with mild credit restrictions 
on new construction and install- 
ment buying, then tightened 
sharply to the point where sub- 
stantial down payments are now 
required for new homes, auto- 
mobiles, appliances and other 
durable goods. The govern- 
ment’s announced purpose is to 
slow down the amount of civilian 
business, thus relieving the 
pressure on prices and to assure 
adequate materials, plant capaci- 
ty and labor for military needs. 

The overall picture now shap- 
ing up will apparently divide 
U. S. industry into three distinct 


parts: the defense industry, 
essential civilian industry and 
non-essential industry. A limited 
priorities system giving first call 
on materials and productive 
capacity by the use of DO (De- 
fense Order) ratings, assures top 
position for the defense program. 
“Set aside” orders to cover 
essential civilian needs are now 
being used. Last month’s orders 
setting aside steel for 30,000 
freight cars to be built in the 
first quarter of 1951, and to pro- 
vide steel for the construction of 
new ore boats, represent the first 
step in allotting scarce materials 
for essential civilian industry. 
The ban on new construction of 
amusement facilities is indicative 
of things to come in non-essen- 
tial industries. 


The mobilization timetable is 
off schedule on only one point 
so far: a shortage in critical 
metals is developing sooner than 
originally anticipated. Direct 
control of inventories and allo- 
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cation of scarce materials is 
probable, but not until some 
time next year. Civilian use of 
aluminum, zinc and tin has al- 
ready been cut back; copper will 
very likely be next on the list. 

Price and wage controls are 


not in the cards for the im- 
mediate future. Control will be 
attempted on a voluntary basis 
for as long as possible. The 
wage-price situation is, of course, 
under continuous study. 

The outlook for the first 
months of 1951 indicates a period 
of unsettlement. Cutbacks for 
civilian items which use critical 
metals, and increasing material 
shortages, will in all likelihood 
add up to fewer durable goods 
sales, particularly in appliances. 
The production of essential 
civilian goods will still be high 
by any previous standard, unless 
the government decides more 
drastic measures are necessary. 

The long term outlook seems 
to indicate that controls will play 
an increasingly important role 
for some time to come. 

The following questions and 
answers are designed to help 
clarify the situation insofar as 
our own industry is concerned, 
and the forthcoming January 
issue will present some of the 
methods that contractors are al- 
ready using to adapt their busi- 
ness to a partial war economy. 





Questions and Answers on the Mobilization Program... 


What's ahead for new home construction? 


The Federal Reserve Board has stated that 
its purpose in issuing Regulation X, which 
tightened credit terms on the purchase of new 
houses, is to hold new starts in 1951 to around 
800,000 units, as compared with a probable 
1,400,000 this year. While this represents a 
rather drastic cutback from 1950 figures, 800,- 


000 units compares favorably with previous 


peak years. 


It is still too early to judge whether the 
800,000 unit estimate will be wide of the 
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mark. However, the Federal Reserve Board 
has indicated that it stands ready to modify 
or strengthen the terms if results from Regu- 
lation X tend to vary too much from the 
original plan. 

Therefore, it appears that contractors who 
have specialized in new construction will 
probably turn to the modernization field. 


Is there any likelihood that non-essential 


Yes, the 
WASHINGTON REPORT - 
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construction will be curtailed further? 


original ban (October) listing 44 


WASHINGTON REPORT - 





WASHINGT“ 






Hov 
affe 


a a eS a oe 


Wha 


Oo = = ee 


PORT . 





ials is 
| some 
use of 
has al- 
er will 
he list. 
ols are 
he im- 
will be 
y basis 
>, The 
course, 


e first 
| period 
ks for 
critical 
naterial 
elihood 
> goods 
liances. 
ssential 
oe high 
, unless 
; more 
sessary. 
; seems 
rill play 
nt role 


ms and 
to help 
ofar as 
cerned, 
January 
of the 
are al- 
ir busi- 
onomy. 


eae 


> Board 
modify 
n Regu- 
om the 


ors who 
on will 
field. 


ssential 


sting 44 





ASHINGT. 


mr 


OL GT 





PORT . 





ORT - WASHINGTON REPORT - 


classifications of non-essential construction 
has already been expanded and clarified to 
take in structures as well as buildings. Struc- 
tures are defined as any project not classed as 
a building, such as a stadium, golf course, race 
track or swimming pool. 

Apartment house construction also faces re- 
strictions in the near future. 


How will credit controls on installment buying 
affect plumbing and heating sales? 

Since the credit controls called for in Regu- 
lation W are designed to restrict demand, 
plumbing and heating dealers are certain to 
feel the effects, particularly in the sale of ap- 
pliances and other durable goods. Sale of 
these items has already slipped in several sec- 
tions of the country. 

Here again, the government may be expect- 
ed to modify or strengthen Regulation W if 
the desired result of freeing critical materials 
for military production is not realized. 


What about material shortages? 

The material supply picture, with particu- 
lar emphasis on critical metals, probably will 
not improve soon, but since plumbing and 
heating classifies as an essential civilian in- 
dustry, it seems assured of getting its share. 

The government now considers the follow- 
ing materials in short supply: steel, alumi- 
num, copper, tin, zinc, lead, cobalt, manga- 
nese, nickel and tungsten. Of these, NPA 
control orders cutting back civilian use have 
been issued on steel, aluminum, zinc, cobalt 
and tin. A similar order for copper is expect- 
ed at any time. 

Contractors can expect the present tight 
supply situation on steel items to continue. 


What about manpower? 


As U. S. industry swings more and more 
toward a defense economy, the labor supply is 
likely to fluctuate widely. Cutbacks in new 
construction and the production of civilian 
goods may actually result in an increased 
supply for certain areas. The peaks and low 
points in the availability of skilled labor will 
also vary timewise as different phases of the 
mobilization program unfold. A shortage of 
manpower today may turn into an oversupply 
three months from now, or the reverse might 
well be true. 

The labor problem appears to be one which 
each contractor will be called upon to face at 
different times and in his own particular area. 
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Will there be more priority ratings for scarce 
materials? 


Since the only priority rating established so 
far is for defense orders (DO ratings), and 
for a few key civilian projects (freight cars, 
lake cargo boats and soon for the oil in- 
dustry), it seems likely that the new year 
will bring additional priorities for essential 
civilian industry. A new listing is probable 
within a very short time. 


In the event of price controls, how will the 
government establish a base for such controlled 
prices? 

On September 9, President Truman issued 
Executive Order No. 10160 pertaining to “rec- 
ords required to be kept” for business trans- 
acted during the period from May 24, 1950 
to June 24, 1950. Briefly, the order requires 
every person, firm, partnership or corporation 
who, in the course of business during this 
period, sold or delivered or offered for sale 
any goods or services, to preserve their rec- 
ords as to prices received or asked, as well as 
prices paid for such goods, or services, in- 
cluding labor cost. 


How long will we be operating under a con- 
trolled economy? 


No one, of course, has an exact answer for 
this question. Consensus is that controls are 
here to stay for a long time. 

No matter what happens in Korea, the U.S. 
is committed to a long range build-up of the 
military—exactly how big and how long is 
uncertain at the time. 





Business as Unusual 

(Continued from bottom of page 83) 
finished products than would normally be pro- 
duced with the same amount of critical metals. 

Curtailment in home building will act to make 
fixtures and pipe available for remodeling . . . 
for which there is an active market. Volume in 
this category will be high enough to preserve the 
10,000-odd contractors and dealers who combine 
considerable merchandising skill with their estab- 
lished repair and building services. 

The coming year may not offer an opportunity 
to duplicate the four billion dollar record of 1950, 
but it does offer an active market which can be 
large within the limits of material allocations. 

We can only conclude, therefore, that the deal- 
er who practices sound merchandising (as demon- 
strated by the contest winners), is the one who 
will be in the best shape to survive, and prosper, 
in a “business as unusual” economy. 
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elie Gifts that 
Sep on Giving 


Here are ten ways to make extra sales and profits 


during the Christmas holiday season 


THe PLUMBING AND HEATING 
dealer doesn’t need a magic for- 
mula to get his share of the high- 
ly profitable Christmas business. 
All that’s required is a little sales 
promotion to remind Bill Jones 
and John Smith that they can’t 
select a better gift for wife, 
mother or family than a gift 
which keeps on giving every day 
of the year. Among the products 


of our industry that fall into this 
classification are the automatic 
dishwasher, food waste disposer, 
refrigerator, range, sink, auto- 
matic heating system, modern 
bathroom, laundry and many 
other comfort, convenience and 
time-saving appliances. 

In recent weeks, Domestic 
ENGINEERING has compiled a list 
of the most practical methods 
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that dealers in our industry use 
to make extra sales during the 
holiday season. Some of the more 
effective ones follow: 

In Affton, Missouri, Ralph 
Guinner has developed a double- 
barreled merchandising program 
to boost business at Christmas 
time. On the conventional side, 
Mr. Guinner puts sparkling cel- 
lophane and bright red ribbons 
around store displays of appli- 
ances and fixtures. Hand-let- 
tered signs call attention to the 
fact that plumbing, heating and 
appliance products make ideal 
Christmas gifts. Appropriate 
decorations complete the store’s 
holiday theme. 


Idea: Telephone Canvass 

Not so conventional, but even 
more effective, is the Guinner 
program for selling Christmas 
gifts over the telephone. Two 
salesgirls utilize the cross-in- 
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Checklist 


Timely tips to help the contractor 
build business and good will 


Christmas 






































—— Plumbing, heating and appliances make ideal 
gifts, and can be successfully promoted under the 
slogan: “Give the gift that keeps on giving!” An 
outline for several holiday promotions, which can 
serve as a guide for readers who want to set one up 
of their own, is given in the article. 






— A Christmas bonus plan for the firm’s em- 
ployees can cement good employee relations. The 
Christmas bonus in cash is most preferred and is 
usually based on length of service. 









— A special Christmas mailing sending a greet- 

ing card, a friendly letter, a small gift or a good 
| wishes telegram can cement good public relations. 
Some contractors divide the list in two parts with 
gifts to their top ranking customers and greetings 
for their “average” customers. 






—— A letter to suppliers expressing appreciation 
for their friendly service during the past year can 
help build business relations. 






Participation in community plans, which in- 
volve Christmas parties for youngsters and welfare 
work, can help build goodwill. Community affairs 
are usually well-publicized and will keep the com- 
pany name before the public. 
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dexed city directory to telephone 
both past customers of the store 
and new prospects with a “gift 


stry use 


ring the —— Routine mailings of statements and business 


he more OFF letters can be dressed up with Chirstmas designs 
suggestion list”. on envelopes and letterheads at a reasonable cost. 

~ Ralph Telephoning the home, each They help put customers in a Christmas frame of 

“double salesgirl introduces herself and mind and are impressive goodwill builders. 


explains that the store has an 





inte excellent line of Christmas gifts i pe Advertising, which is tied-in with ithe holiday 
hristmas I th fr icoutehe: tttails. season, will get special attention at Christmas time. 

nal side, ee oe sh 1 : Special truck posters and radio and newspaper 

ling cel- ens down through small electric- advertising can play up the Christmas theme to 
ribbons al housewares, toys and phono- good advantage. 

of appli- graph records. 
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ke ideal list,” Mr. Guinner said. “Usually, for the holiday season. 
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solve the arduous problem of gift religious and rural papers throughout a contractor’s 
shopping, and will respond with trading area have high attention value at this 

ass a visit to the store within the time of year. It’s effective institutional advertising. 

but even next day or two. It requires no 
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‘hristmas in order to build traffic in this 
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Sell the Gifts 


(Continued from preceding page) 
listing of our products and spec- 
ial services, such as free gift 
wrapping and free delivery, is 
enough to turn the trick.” 


Idea: Christmas Parties 


Presenting week-end Christ- 
mas parties, with hundreds of 
children being introduced to an 
actual Santa Claus while their 
parents look over plumbing and 
heating equipment and major 
kitchen appliances, is another 
merchandising policy which has 
paid excellent dividends for Mr. 
Guinner. 

The good-will of parents is a 
valuable asset, Mr. Guinner be- 
lieves,.and therefore, during each 
Friday of the season since 1947, 
he has presented Santa Claus in 
the company’s showroom. News- 
paper ads invite parents and chil- 
dren into the store, and at the 
same time offer five prizes of 
$1.00 each in merchandising cer- 
tificates to children under 12 
years old for the best letters on 
“What Christmas Means to Me.” 

While parents are in the show- 
room, Mr. Guinner and his sales- 
men have an excellent opportu- 
nity to point out that lines car- 
ried by the firm are “gifts which 
keep on giving.” 

With parents in a receptive 
frame of mind, it is frequently 
possible to entice them to “kill 
two birds with one stone” 
and present the family with 
an appliance or fixture which 
will eventually be necessary 
anyway. Thus, it is not un- 
usual for the Missouri dealer 
to ring up three and four 
figure sales from calls which 
started out only as visits to see 
Santa Claus. 


Idea: Christmas Eve Delivery 


One of the most important 
steps in making bathroom fix- 
tures and kitchen appliances de- 
sirable as holiday gifts, is pre- 
serving the element of surprise, 
according to Cannon’s Plumbing 





and Heating Co. of West Yar- 
mouth, Mass. 

“Most of us enjoy the surprise 
of recipients when they unwrap 
a package and find a well-chosen 
gift,” the salesmanager pointed 
out, “which leads to a serious 
problem in connection with 
heavy appliances. If the gift ap- 
pliance must be delivered long 
in advance of Christmas, every- 
body in the family knows it is 
there, and something is wanting 
on Christmas Eve. Therefore, in 
presenting our sales story to the 
public each December, we guar- 
antee the prospect that we will 
deliver the range, refrigerator, 
water heater, etc., at the exact 
time wanted—when the family is 
unwrapping gifts around the tree 
on Christmas Eve or Christmas 
morning. To do so, we lease ex- 
tra delivery trucks, and work 
longer hours—but the results are 
well worth while.” 


Idea: Family Gift Angle 

D. A. Bell, plumbing and heat- 
ing dealer in Denver, uses the 
holiday season as a special em- 
phasis period to promote the sale 
of automatic dishwashers. Ac- 
cording to Mr. Bell: “The dish- 
washer, which saves hundreds of 
work hours during the course of 
a year, is the ultimately pleasing 
gift to most housewives. Through 
practical research, we know that 
most homeowner husbands even- 
tually intend to install a dish- 
washer anyway. Consequently, 
with these two advantages 
wrapped up in one, we put in- 





Idea: By changing a few words of the tradi- 
tional Christmas slogan, a Milwaukee dealer 
attracts record crowds through this door. 
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tensive promotion on automatic 
electric dishwashers each Christ- 
mas.” Stressing the “family gift” 
angle, a typical Bell Christmas 
ad carries the headline: “Sur- 
prise Your Family with an Elec- 
tric Dishwasher . . . the Gift that 
Keeps on Giving.” 


Idea: Gifts in Miniature 


H. Newcom, head of the Reli- 
able Plumbing Company in Chi- 
cago, uses a clever merchandi- 
sing technique to supplement 
newspaper advertising in con- 
nection with the holiday season. 
A showroom display is made up 
of miniature model sinks hung 
on a Christmas tree. Made of 
white plastic and attractively 
wrapped in sparkling red cello- 
phane, the miniatures are given 
to each customer who purchases 
a combination sink and disposer 
for Christmas-giving. 

A gift certificate, which can 
be hung on the homeowner’s tree 
along with the miniature, en- 
titles the housewife recipient to 
come to the store to choose her 
own sink and arrange for in- 
stallation. Mr. Newcom believes 
this technique has been respon- 
sible for attracting many cus- 
tomers who might otherwise 
have spent gift dollars for lug- 
gage, jewelry and other items 
not associated with our industry. 


Idea: Save Work and Drudgery 
Detweiler Brothers, of Twin 
Falls, Idaho, sell more automatic 
laundries during the six weeks 
before Christmas than in any 
other three month period—by re- 
minding Twin Falls’ homeown- 
ers, through newspaper adver- 
tising and window displays, that 
an automatic laundry will save 
wife and mother many hours of 
washday work and drudgery 
throughout the year. 


Idea: Sell Unsold Prospects 
In Denver, the Cobb Plumbing 
and Heating Company capital- 
izes each year on “selling the un- 
sold prospect”. With a crew of 


(Please turn to center of page 202) 
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Something New 
in Heating... 


A WIDE variety of new 
products will be displayed at the 
10th International Heating & 
Ventilating Exposition in the 
Commercial Museum, Philadel- 
phia, next January 22 to 26. The 
exposition is being held under 
the auspices of the American So- 
ciety of Heating and Ventilating 
Engineers, and many of the dis- 
plays are collateral with the pro- 
gram of the Society’s 57th. an- 
nual meeting, which will be held 
during the same period. 

In the area of radiant heating, 
the American Iron and Steel In- 
stitute will have a special display 
of radiant heating applications 
and, coupled with it, a demon- 
stration of snow melting equip- 
ment. 

A newsworthy development in 
the same connection is an addi- 
tion to the growing number of 
baseboard type heaters. Utiliz- 
ing the same basic idea, one of 
the large producers of heating 
equipment now offers a line of 
supplementary heaters especial- 
ly for application around sky- 
lights and at points where there 
are unpreventable air leaks. 


Methods of Combustion 


The question of fuel selection 
and methods of combustion and 
regulation of different fuels will 
be an important consideration at 
the show. Recent improvements 
in the design and construction of 
coal burning furnaces and fire 
boxes have greatly widened the 
latitude of selection of coals, im- 
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proving the heat yield of the 
better fuels and also making 
available for common use many 
of the lower grades that were 
formerly of doubtful value to the 
consumer. 

Changes in other directions 
have had even greater effect in 
the development of heating 
equipment. The nation’s 153,000 
miles of pipe lines for oil bespeak 
a wide distribution and greatly 
increased use of oil for fuel, 
while the extension of gas pipe 
lines into the eastern territory 
has been a great stimulus to 
manufacturers of gas burning 
equipment. Coincident with these 
developments has come a great 


Here's a brief review of the new 


and improved products which will 
be on display at the ASHVE ex- 
Position in Philadelphia . . . 


increase in the use of bottled 
gas, especially in small unit 
housing projects which have out- 
run public service facilities in 
many fast-growing communities. 

This rapidly expanding mar- 
ket opportunity will be very 
evident in the great number of 
displays of new oil and gas 
burners and conversion equip- 
ment, as well as dual-fuel ap- 
pliances. There will be a “twin- 
fuel” burner, which burns gas 
on moderate winter days and 
oil during cold snaps. At the 
same booth will be the latest 
model of the so-called “original” 
horizontal gas fired furnace, 
(Please turn to center of page 140) 





ASHVE Nominates New Officers . .. 


THE NOMINATION of Lauren E. 
Seeley, dean of the College of 
Technology and director of the 
Engineering Experiment Station, 
University of New Hampshire, 
Durham, N. H., for president of 
The American Society of Heat- 
ing and Ventilating Engineers in 
1951 was announced last month 
at the society’s headquarters in 
New York. Nominees for other 
offices submitted by the ASHVE 
nominating committee are: First 
vice president, Ernest Szekely, 
president of the Bayley Blower 
Co., Milwaukee, second vice 
president, Reg F. Taylor, con- 
sulting engineer of Houston, and 
treasurer, Howard E. Sproull, 
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who is division sales manager for 
the American Blower Corp., 
Cincinnati. 

Voting will be by letter ballot 
of the membership which totals 
8250. Although only one name 
is presented for each office by 
the nominating committee, mem- 
bers may write in the names of 
other candidates. Results of the 
vote will be announced in the 
report of the tellers of election 
at the society's 57th annual 
meeting in Philadelphia, Jan. 
22-25, at which time the new 
president will take office. The 
ASHVE is headed now by Lester 
T. Avery, president of the Avery 


Engineering Co., of Cleveland. 


























Editor's Note: This article is part of 
Domestic Engineering's continuing 
series on management methods. Ob- 
jectives and principles described here 
are applicable to all sizes of con- 
tracting operations. 










Here is one method the contractor can use 





to make sure he gets paid .. . 


Wuen You Repair a heating 
system for Mr. Glotz, how do 
you know you'll be paid? 

Most plumbing and heating 
contractors, of course, have eith- 
er a pretty good idea of how 
much cash their customers are 
good for, or take the precaution 
of investigating their credit 
standings in the community be- 
fore investing a nickel’s worth 
of time or material on a job. 
But they still lose out upon 
occasion. , 

Actually, there is only one 
sure way to get paid. That is 
to collect the cold, hard cash on 
the barrel-head before work is 
begun. But, unfortunately—or, 
perhaps, fortunately —business 
isn’t done that way. 


Here’s the Alternative 


However, there is a second 
course that is almost as safe. 
By following it, the contractor 
can be virtually certain that the 
money will cross his desk after 
the job has been completed. The 
only way he can lose is if the 
customer has not one red cent 
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in the world, and has no assets 
that could be converted into 
sufficient cash to meet his bill. 
Since customers who fit this 
classification are not likely to be 
trusted anyway, the contractor 
can be reasonably sure that his 
investment in time and materials 
is safe—when he takes out a 
Mechanic’s Lien. 


What Is a Mechanic’s Lien? 


Just what is a Mechanic’s 
Lien? Its precise provisions vary 
from state to state. So do the 
procedures necessary to take one 
out, but in general, its guar- 
antee is the same: it is a hedge 
against slow- or non-payment 
by the customer. 

Briefly, it is a protection for 
the artisan who does a_ job. 
Plumbing, heating and air con- 
ditioning contractors are all in- 
cluded in its protection. It is 
similar in most respects to the 
Labor Lien that most states al- 
low, but it’s a much older and 
more widely used and accepted 
legal form. It’s similar in that it 

(Please turn to top of page 195) 
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Signing a lease? Here are 13 points 


the contractor can use to protect himself... 


LEASES FOR BUSINESS premises 
are basically of two types, one 
type requiring the payment of a 
fixed dollar amount per period 
of time, say monthly, the other 
type, the payment of a fixed 
percentage of the tenant’s sales 
over a stated period of time. 

Most leases are of the first type 
and call for a flat monthly pay- 
ment based upon the rental 
value of the property at the time 
the lease is signed. In some in- 
stances, the rent is stepped up 
automatically during the life of 
the lease. In other, less frequent 
instances, the lease may provide 
for a periodic review of the 
rental payment to be certain that 
it is still fair to both the landlord 
and the tenant. 

Under the second type of lease, 
the percentage lease, the tenant 
agrees to pay a percentage of his 
sales, usually net sales, to the 
building owner each month, 
quarter or year, whatever the 


case may be. There may be a 
minimum amount of rent to be 
paid. Occasionally, a maximum 
amount is stated. 

The percentage form of lease 
has become popular because 
wide fluctuations in business vol- 
ume, property prices, and oc- 
cupancy costs during the last 20 
years have made it extremely 
difficult to determine fair fixed 
rental values. Leases calling for 
flat monthly rentals frequently 
seem to give an undue advantage 
to the landlord or to the tenant. 
A more equitable method of 
determining rental was needed. 
The answer was the percentage 
lease, which relates the amount 
of payment to the known volume. 

Percentage leases offer certain 
advantages both to the landlord 
and to the tenant: 

1. The tenant is _ protected 
from a high fixed rental based 
on inflated property values and 
unusually prosperous business 





An ImporTANT Factor in ob- 
taining a business loan is the 
ability to prepare a complete 
loan application. The contractor- 
dealer applying for a loan should 
think of his application as a sell- 
ing job. Like all good selling 
it requires a complete and 
adequate representation of the 
product to be sold. In this case 
the product is the dealer, his 
managerial ability and his busi- 
ness. The banker or other lender 
should be approached with a well 
thought-out statement. It makes 
no difference whether the busi- 
ness facts are in the contractor’s 
head ready to be told to the 
banker or on a prepared sheet of 
paper. In either case, the facts 
should be organized in advance. 

The contractor may feel that 
(Please turn to top of page 200) 
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conditions. In return for this 
protection, the tenant can afford 
to share with the landlord any 
unexpected large profits. 

2. If the business is more suc- 
cessful than could have been 
presumed at the time the lease 
was agreed upon, the landlord 
is assured higher rent. In return 
for the opportunity to receive a 
larger rental when business is 
good, the landlord can afford to 
assume the risk of receiving less 
during years when business is 
not so good. 

3. Net income of the tenant is 
stabilized somewhat, because in 
poor years the tenant is required 
to pay less rent, while in good 
years he is required to pay more. 


Disadvantages of Percentage Lease 


1. The tenant may pay more 
under a percentage lease than 
under a lease calling for a flat 
monthly rental, particularly if 
business is good during most of 
the life of the lease. 

2. If business declines, the 
landlord may receive less rent 
than he would have under a 
lease calling for a fixed rental. 
(Please turn to center of page 195) 


SOPRA NBORDS AS ES SE 


Applying for a loan is like selling a 


job — adequate presentation will get results... 






























ACCESSORY ITEMS... 


Pay the Overhead! 


TIE-IN SALES... 


Pay the Profit! 


V caRL J. MANWILL 
approached merchandising cau- 
tiously in 1948 when he moved 
out of his backyard and into a 
black glass-fronted showroom in 
Salt Lake City. 

He wanted to be reasonably 
certain it was a good move be- 
cause he realized he had a lot to 
learn. Now he’s glad he did it. 
Merchandising has been an edu- 
cation and he’s still learning. 

“You know,” he says, “when I 
realized that all these little sales 





—washers, faucets, replacement 
parts and so on—are paying the 
overhead of this showroom, I 
knew my move was a wise one.” 

Of course, just making ex- 
penses isn’t enough and as Man- 
will puts it, “The big items we 
sell, like complete bathrooms, 
remodeled kitchens, appliances 
and so on, make up our profits. 
And many of these big sales grow 
out of a small faucet sale or re- 
pair job.” 

This doesn’t just happen; Man- 


V. J. Manwill and his wife Melissa are shown in front of their attractive, black glass- 


fronted store, opened in 1948. Through full-length display windows can be seen the 
self-service stands which feature small accessory items that help pay the overhead. 
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will uses several definite meth- 
ods to accomplish it. Let’s look 
at how he does it. It may help 
other contractor-dealers set up 
similar operations to improve 
their business. 

The sale of accessory items 
during good months has paid all 
of Manwill’s overhead, which in- 
cludes salaries for himself and 
his wife who also works in the 
showroom, and upkeep on the 
25-foot wide merchandising floor. 


Self-Service Aids Help 

The first thing Manwill does 
to hold down overhead is to have 
as much self-service in the show- 
room as possible without sacri- 
ficing customer service. Mer- 
chandise is displayed in easy-to- 
find order and each item is price- 
tagged so that a customer can 
pick and choose for himself. 
After he’s made his selection, it 
doesn’t take much time to com- 
plete the sale. This makes it 
possible for Manwill and his wife 
to handle the entire showroom 
floor. 

Another aid to self-service is 
a clever plastic-tiled panel board 


(see photo, page 93) which Man © 


will made himself. A score of 
faucets is displayed — everyone 











The firm is a regular user of newspaper 
advertising which emphasizes, alternately, 
both 


repair and modernization themes. 

















of 
wit 
tra 


pec 
the 
lon 
to « 


Tie 


ice 
hov 
hel, 
in | 
con 
he | 
ing 
sale 
por 





tie- 





























te meth- 
et’s look 
nay help 
; set up 
improve 


‘y items 
paid all 
vhich in- 
self and 
‘s in the 
/ on the 
ing floor. 


vill does 
; to have 
1e show- 
ut sacri- 
>», Mer- 
easy-to- 
is price- 
mer can 
himself. 
ction, it 
to com- 
1akes it 
his wife 
owroom 


rvice is 


el board 


ch Man: — 


score of 
veryone 








newspaper 
Iternately, 
themes. 






























































of them different—and tagged 
with prices. The board itself at- 
tracts attention and oftentimes 
people are reminded of a faucet 
they intended to replace for a 
long time but never got around 
to doing it. 
Tie-in Sales Follow 

These short cuts to good serv- 
ice are not only overhead-savers, 
however. They’re genuinely 
helpful to the custémer ‘who - is 
in a big rush but still Wants to 
compare and‘sHop a little before 
he buys. Of course, there’s noth- 
ing to prevent a more elaborate 
sales presentation when'the op- 
portunity presents itself. * 

And that’s exactly how many 
tie-in sales of large appliances or 


even complete remodeling jobs 
start. When a customer comes in 
or calls up to get some repair 
work done, the lead-in is a natu- 
ral. By encouraging these small- 
er sales, Manwill finds that a 
market for bigger jobs is con- 
stantly being opened. 

That’s one lesson in merchan- 
dising which Manwill is particu- 


! larly proud of. Another thing he 


learned was the trick of attract- 
ing attention with his window 
displays. 

“I’ve noticed people’s reac- 
tions to our windows,” he says. 
“At first we made gradual win- 
dow changes. Maybe we’d move 
a fixture or drape a new back- 
drop. But somehow, no matter 
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Accessory Items: Mrs. Manwill (at 
left) demonstrates the company’s unusual 
faucet display board. Each faucet carries a 
price tag and enough types are displayed 
to give the customer a wide selection. 


Tie-In Sales: Sales of large appliances, 
or even complete remodeling jobs, start 
with the sale of a faucet or small repair 
part. As shown in the photo above, Man- 
will follows up on every opportunity pre- 
sented by the sale of an accessory item. 





what or how many of these 
gradual changes we made, peo- 
ple didn’t seem to notice. Then 
one day we made a radical 
change. We switched from water 
heaters to water closets. The 
first day we shifted to our com- 
pletely new window design peo- 
ple stopped to look. Those who 
had walked by on other days and 
hardly noticed were pulled back 
to our windows. So now, when 
we change a window, it’s a big 
change—not just a little one.” 
That fits into Manwill’s scheme 
of creating store traffic. If people 
are stopped by the window dis- 
play, they’re more likely to come 
in—and that’s when his scheme 
(Please turn ta top of page 137) 





















Neat and well-designed installations, such as 
the one shown at right, are the result of hav- 
ing a full-time engineer on duty at the Home 
Improvement Company in Cullman, Ala. The 
engineer, seated above, checks complicated jobs 
with the journeymen, and gives them technical 
advice whenever needed. According to Bob 
Schaefer, head of the firm, he is one of the 
most valuable members of the organization. 


Should 


You 

Hire 

An 
Engineer? 














Tue question raised by 
our headline can be answered 
very simply. Merely compile a 
list of the duties that an engineer 
can perform, weigh it against his 
yearly salary—and then base a 
decision on the difference. 

Bob Schaefer, head of the 
Home Improvement Company of 
Cullman, Alabama, was asked 
what he thought of the idea 
(he’s had a full-time engineer 
on his payroll for several years), 
and this is what he had to say: 


Duties of an Engineer 


“Our full-time engineer is one 
of the most valuable members of 
our organization,’ he began. 
“You’ve heard of killing two 
birds with one stone, haven’t 
you? Well, when our engineer 
designs an installation, he kills 
four birds with one stone. 

“You see, it’s this way,” he 
continued. “When our engineer 
does a job, he not only designs 
it, but he supervises the installa- 
tion too. That’s really two things, 
but we’ll just call that ‘one bird.’ 
Then, the customers have con- 
fidence in him because he’s thor- 
oughly trained—he’s a technical 
expert and they know it. That’s 
bird number two—building con- 
fidence in the customer. 


He Saves the Company Money 


“And when he figures the 
job he pays particular attention 
to cost of materials. He’s familiar 
with all the latest prices and the 
quality of different lines of stock, 
and this way he is able to save 
us a lot of money. That’s bird 
number three. 

“And last—but certainly not 
least in importance—by having a 
trained and experienced man 
handle this phase of our busi- 
ness, I am free to attend to 
advertising, merchandising and 
selling, collecting, etc. In other 

(Please turn to top of page 97) 





Here's how an engineer pays-out 


at the Home Improvement Company... 





One: He confers with customers on the 
technical phases of their installations, which 
builds confidence and prestige for the firm. 





Three: He is an expert in kitchen, bath- 
room and heating system design, which 
swings many sales in the firm’s favor. 
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Five: He keeps tab on the showroom and 
shop inventories so that adequate stocks 
of equipment are carried at all times. 












Seven: He gives advice at sales meetings, 
which helps the salesmen to add tech- 


their 
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nical authority to presentations. 


Eight: He frees the owner of the company 
for extensive merchandising (shown here dem- 
onstrating appliances at a cooking school.) 
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~~ 


IE 


y 


Two: He designs all of the company’s new 
and remodeling installations, bringing into 
play his technical training and experience. 





Four: He supervises the work on compli- 
cated jobs—assuring the customer of top 
workmanship and complete satisfaction. 





Six: He is called upon to test water 
samples for rural prospects. His recommen- 
dations often lead to water softener sales. 
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Oil-Fired Winter Air Conditioner 


Pictured here is an oil- 
fired winter air conditioning 
unit specifically designed for 
the new system of heating 
homes built on concrete slab- 
on-the-ground floors, known 
as perimeter heating. With an 
output of 82,500 Btu, it em- 
ploys the principle of having 
warm air flow from the bot- 
tom of the furnace. It is 
housed in a compact cabinet 
(63 in. high, 23 in. wide, 25 in. 
long), attractively crinkle-fin- 
ished in maroon, with heavy-gage steel body and 
wrap-around-type radiator. For ease in installa- 
tion and servicing, the combustion chamber is 
pre-cast, and the flue, blower door and radiator 
cleanout are located at the front of the unit. 

Manufacturer: Thatcher Furnace Company, 
Garwood, N.J. 





Automatic Electric Dishwasher 
Contractors will find that 


housewives will welcome the 
relief from drudgery that 
this type of appliance brings 
into their homes. This new 
electric dishwasher washes 
and dries up to 100 pieces of 
china, glassware and cutlery 
in less than 30 minutes (a 
14-minute washing cycle, 
plus 15 minutes of dish dry- 
ing). This new unit, a top- 
opening model, is fully auto- 
matic. The dishwasher is available in four mod- 
els: the free-standing cabinet; the combination 
dishwasher-sink; two chassis models for counter 
installation, one with porcelain-enameled cover, 
the other with stainless steel cover. 
Manufacturer: General Electric Company, Ap- 
pliance and Merchandise Dept., 1285 Boston Ave., 
Bridgeport 2, Conn. 
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Electric Automatic Cellar Drainer 
Designed to provide protection 


against flooded basements or to re- 
move excess water wherever it may 
be, here is a sump drainage unit 
whose operation is completely auto- 
matic. The pump starts when the 
water gets to a predetermined level, 
and stops when the water goes down 
to the base level of the unit, which 
0 is 3%4 in. above the floor. Pump ca- 
pacity varies from 2200 gph with 
5-ft head to 1200 gph with 20-ft. 
head. Important parts of the unit are 
made of corrosion-resistant metals. 
A stainless steel cable moves only %2 in. to work 
switch. Motor is 4 hp, 115v, 60c, 1750 rpm, with 
automatic, built-in coverload protection. Minimum 
sump diameter for pump is 12 in. 
Manufacturer: The Deming Company, Salem, 
Ohio. 








Combination Grill, Control and Vane 
For reduced 


sheet-metal erec- 
tion and fabrica- 
tion costs, duct 
take-offs can be 
eliminated with 
this new combined 
grill, volume con- 
trol and deflecting vane. Costs are also decreased 
by installation of three units in a single opera- 
tion. Air-deflecting vanes produce uniform flow 
across the grill face and minimize duct turbu- 
lence and turning losses, while diffusing lugs on 
the grill fins promote thorough mixing of room 
and supply air for elimination of drafts and rapid 
temperature equalization. For ease in system 
balance, volume control adjuster is accessible 
from the grill face, yet is hidden and tamper- 
proof. Supply air deflection can be adjusted ver- 
tically or horizontally after installation. 
Manufacturer: Barber-Colman Company, 
Rockford, Ill. 
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new products to build business for 
to increase efficiency for contractors 

















Here is a heat 
control regulator, 
just announced, 
that utilizes the 
sudden changes in 
winter weather to 
produce a more 
even warmth in 
homes and build- 
ings equipped 
with forced hot 
water systems using floor or ceiling panels, radia- 
tors, convectors or baseboards. The device, which 
is entirely mechanical, extends through the wall 
so that the outdoor end is exposed to the ele- 
ments; through the indoor end flows a circula- 
tion of radiation circuit water. Inside heat is 
conducted outward through. the regulator, where 
it is dissipated slowly or rapidly according to 
wind velocity and other weather conditions. The 
rate of dissipation determines the operation of a 
valve, which adds heat to the radiation circuit 
in the amount required to compensate for na- 
tural heat losses of the building. 

Manufacturer: Bell & Gossett Company, Mor- 
ton Grove, III. 


Weather-Operated Heat Regulator 





Power Unit Accessories 
Use a power unit? You'll be 


interested in this tool tray 
which mounts on the legs of 
one of this manufacturer’s 
units. A vertical retaining edge 
makes it possible for workmen 
to place tools and equipment 
beneath the machine while 
working. Another device is an 
aluminum oil strainer, made to be placed beneath 
the power unit over a 5-gal. pail. Oil and chips 
drop into the strainer. Oil drains through for 
re-use; chips accumulate for easy disposal. 

Manufacturer: Beaver Pipe Tools, Inc., Dana 
Ave., Warren, Ohio. 


(Please turn to top of page 163) 





Should You Hire An Engineer? 
(Continued from bottom of page 95) 
merchandising and selling, collecting, etc. In other 

words, I now have time to run the business.” 

Bob’s engineer is active in several phases of his 
operation. A partial list of his duties follows: 

1. He designs installations—especially complete 
kitchens, bathrooms and heating systems. 

2. He supervises complex installations. 

3. He expedites the job, seeing that there is a 
steady flow of materials. 

4. He keeps track of stock on hand, ordering 
when necessary, and recording the disposition 
of materials. 

5. He tests water samples brought in to him by 
customers, telling them the type of water 
softener and filter needed. 

6. He assists in training servicemen. 

7. He checks the building going on in the area 
for new installation possibilities. 

8. He helps to inspire confidence in the firm’s 
expert installations. 

9. By giving free technical advice to customers 
he builds goodwill. 

10. He frees the dealer from the above phases of 
the operation so that he can devote more of 
his time to merchandising. 

How to Hire an Engineer 

It’s very easy to hire an engineer. Bob recom- 
mends writing to the dean of the engineering 
school of the state university or college. Prefer- 
ably, he should have a degree in mechanical engi- 
neering, but degrees in other fields will do just as 
well. A letter to the dean will start the ball rolling. 

Another plan might be to pick out a likely 
young man in his junior year—the dean of the 
school will supply a list of prospects—and to put 
him to work during the summer, just before his 
senior year. This way the young engineer would 
gain practical experience in a particular organiza- 
tion, and he could discover the gaps he needed to 
fill in his schooling the next year. Also, when 
after graduation he came to work, he would have 
already gained some experience in the domestic 
engineering field; and by devoting his last year 
in college to specializing in courses designed to 
help him in his job, he would have become doubly 
valuable . . . an experienced man trained espe- 
cially for a specific organization. 

The advertising value of employing an engineer 
is great. As Bob said, “It is one thing to talk of 
expert installations, but it is something else 
again to invite the prospective customer in to 
consult with your engineer. Armed with facts 
and figures, he is able to inspire confidence in 
the firm. And the goodwill gained by advertising 
that these consultations are free is almost im- 
possible to estimate.” 


























The Water 





at Deacon 


The complete life history of every water heater 


installed by this company provides a handy, 


useful and business-building medium 


Mercuanpisinc isn’t 
only a showroom. Merchandising 
is just as much how you handle 
your business; how you keep 
your records. With Deacon 
Plumbing Co., where the water 
heater is king, merchandising 
begins with a % page ad in the 
local telephone directory. 

It progresses from there into 
a filing case—which if it could 
reveal secrets, would tell inti- 
mately about many of the homes 
in San Diego. For Deacon’s does 
a big water heater business— 
mostly because it’s on its mer- 
chandising toes. 


Here’s the Secret 

The secret? ’A life history of 
every water heater it has ever 
installed—and that goes back to 
1934. 

San Diego has a peculiar water 
problem. Pressures range from 
45 to 175 psi, depending where 
you live in town. The reason 
for this difference is that the 
main reservoirs are perched 
above the city—yet the navy, 
which maintains shore installa- 
tions farthest from the reser- 
voirs, uses a lot of water. So the 
water pressure must be high at 
the reservoirs to serve peak 
navy needs. When the navy shuts 
down, a big pressure builds up 
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in home units. All of which 
means that the average life of 
a water heater in San Diego is 
about halved...and some manu- 
facturers have already cut the 
life-guarantee on water heaters 
in the San Diego area. 

How does all this fit into mer- 
chandising? Water heaters, of 
course, and the rapidity with 
which San Diego uses them... 
and needs new ones. Chemical 
action, peculiar to San Diego, is 
another factor. 

That’s where Deacon’s filing 
system and its life history of 
water heaters comes in. 

Every heater which Deacon’s 
installs is noted on a special 
card—by street address. Also 
noted is the location of the 
heater in the home; anything 
noteworthy about the installa- 
tion; the date, size, serial num- 
ber, guarantee, etc. 


1000 Mailings a Month 
Deacon’s life history of water 
heaters enables the company to 
mail out suggestions that a new 
heater is needed after the unit 
has been in over the gurantee 
time. Sometimes Deacon’s sends 
out as many as 1000 reminder 
cards a month—suggesting either 
that the guarantee has expired, 
or that it’s probably time for 
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Heater Is King! 


Plumbing & Heating Company 


either a new heater or for in- 
spection of the old one. 

Customers are forever won- 
dering how Deacon’s is so well 
versed on their heaters. How 
they knew it was about time for 
another. How they can quote the 
exact location of a heater in a 
home over the telephone without 
ever visiting the house. Some- 
times a housewife will say that 
she thinks a new heater is 
needed, but she doesn’t know 
how old the heater is; what size 
or condition. 

All Deacon’s has to do is say, 
“hold on a moment, and we’!] tell 
you.” A quick glance at the file 
card gives all the necessary in- 
formation. Deacon’s can tell the 
woman exactly what date the 
heater was installed, its capacity, 
where it’s located in the house— 
even what repairman did the in- 
stallation job. And also, prob- 
ably most important, when the 


Right: Mrs. Deacon adds a new card 
to the firm's customer list. The card, 
shown below, is filed by address for 
permanent reference, and gives the 
owner’s name, type of unit, size, 
serial number and the original date 
of the water heater installation. 











guarantee expiration occurred. 

This sort of merchandising as- 
tuteness not only confounds cus- 
tomers—but it gives them a 
healthy respect for the service 
and knowledge the company has 
of their homes. 

In Deacon’s mode of merchan- 
dising—mostly by telephone in 
the case of water heaters, it uses 
the reverse, street telephone di- 
rectory—and also the owner's 
guide. This enables the staff to 
check homes for owners—and to 
direct their mailings not to the 
occupant but to the actual own- 
er. By noting this on its filing 
cards, it has saved many a dollar 
in misdirected mailings. 


History Shows Water Pressure 
The life history of water heat- 
ers also shows something else— 


the water pressure at the partic- 
ular home involved. 


No wonder that going to 


Deacon’s is like consulting your 
family doctor—they know your 
own home and its plumbing so 
well that you can skip the pre- 
liminaries and get down to busi- 


ness immediately. 


Water Heater Sales Are Up! 
During the first eight months 


of 1950, as compared to the same 
period of 1949, the sale of gas 
and electric water heaters in- 
creased 56.2 per cent, accord- 
ing to a recent survey conducted 
among manufacturers. 

Despite this tremendous up- 
surge in water heater sales, only 
18 of the 42 million U.S. families 
have a good year-round hot 
water supply, according to the 
survey report. 

The remaining 24 million 
families either use outmoded 
equipment, or resort to heating 
water on top of the stove. 



























Above: This two-family home, part of a 750-unit 
project now under construction near Springfield, 
Mass., is heated by steel radiant panels imbedded 
in the floor. The panel layout, at right, is typical 
of those used in the project’s four-family homes. Each 
apartment is separately zoned, and the coils, as shown, YVWwY YY 


are on 6, 12 and 18 inch centers, depending upon 
location in the house. The boiler room is at the rear. 
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100-MILE HEATING J0 


This case study shows how to cut costs 


by use of mass production methods 


in fabrication and installation. 


A 750-unr1t housing project, 
now under construction near 
Springfield, Mass., provides a 
good, two-point lesson in heat- 
ing. It proves: (1) that high 
quality radiant heating systems 
can be profitably installed in 
low-cost homes, and (2) that re- 
cently developed assembly-line 
techniques of fabrication and in- 
stallation are highly practical. 

The housing units, costing an 
average of $8,100 for two or 
three bedroom homes, are 
located at Westover Field Air 
Base. They are part of a national 
program to provide family hous- 
ing for military and civilian per- 
sonnel. The total project at West- 
over, when completed, will 


utilize more than 528,000 feet of 
steel pipe as the heating medium. 

For top efficiency, which was 
necessary to meet competitive 





bids, the contractor utilized the 
following procedures: 

1—Material, man-power, fab- 
rication and installation details 
were planned,in advance. 

2—A field shop was set up on 
the job to eliminate long hauls 
to and from the home shop. 

3—The arrival of materials at 
the field shop was carefully 
scheduled right down to the last 
inch of pipe. 

4—-Fabrication and installation 
procedures were divided into 
several different operations, with 
specialized crews selected to 
carry out the duties of each. 

The timing of each operation 
was all-important because, with 
several different crews working 
simultaneously, delays would 
mean idle hands and higher 
costs. All gears had to be meshed 

(Please turn to top of page 199) 
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Portable power machines, such as this 
one, help the contractor cut fabrica- 
tion costs in half. This crew is used 
exclusively for cutting and bending. 





This pipe bending machine, equipped 
with a measuring jig, saves time by 
bending steel pipe 180 degrees to the 
correct radius in only five seconds. 
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When cutting and bending operations are completed, the The prefabricated coil sections are joined by the sec- 







h as this 

fabrica- pipe lengths are positioned on the shop floor over painted ond welding crew into a continuous floor panel. Port- 
is used patterns which correspond te the panel layouts used in. able welding machines help speed up the process. While 
bending. the project. They are then welded into coil sections. this is being done, another crew installs the boiler. 

















equipped As the coil sections are completed for each house, they After the boiler is installed, a one man crew joins the 
time by are transported by a flat body truck to the job. This completely fabricated floor panels to the supply and re- 
as to the crew lays them in correct position over the insulating turn headers. The system is then ready for testing, which 
seconds. paper, from which they are joined into the final panel. is done with nitrogen at 125 Ibs pressure for four hours. 
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EVERYBODY — 
SELLS! 





At Benedict's 


This California dealer’s incentive plan 
makes hay two ways—employees harvest a 


cash bonus and the firm reaps more sales 





LOOK MABEL ! 
DO YOU SEE 
WHAT I SEE? 


AND THIS 
Ain Ty, 


ey vin He HAY / 


ny, si iN f 
TO ALL NON-SELLING EMPLOYEES: 


In the belief that all our employees are interested in 
making more money for themselves and at the samé time 
doing a good turn for their company, we are presenting a 
pian whereby you will be paid a cash bonus on the sale of 
any appliance resulting from a lead turned in by you. We 
know that our servicemen,particularly, have many excel- 
lent opportunities in Customer's homes to observe and 
even suggest the need of new appliances. 


You are not expected to sell or try to close deals your- 
self. Simply turn in a prospect card to the Appliance De- 
partment, giving whatever information you think the salesman 
should have. 


The plan is effective immediately and bonuses will be 
paid on the 10th of each month in accordance with the following 
scale: 


Refrigerators 


Water Heaters 





Dryers 





Automatic Dishwashers... 








a 





PAstures ARE greener—with 
ggod old U. S. currency—for the 

on-selling help of Benedict and 
Benedict, plumbing and heating 
firm of Pasadena, Calif. 

Service employees harvest a 
good crop of “greenbacks” by 
simply turning over prospects to 
the sales department of the firm. 
One of the seven regular sales- 
men follows up the lead and, 
when the prospect is sold, the 
employee gets a cash bonus, as 
listed on the schedule at left, for 
each item in the sale. 

It’s a simple plan and it works. 
As Ray Benedict puts it, “Serv- 
icemen are in a good position to 
act as ‘bird dogs’ while they’re 
out on a job. This cash incentive 
keeps them on their toes and 
they turn in every possibility 
for added sales.” 

The plan allows the salesmen 
to spend all their time doing 
actual selling with “live” pros- 
pects which result from the leads 
turned in by Benedict’s 35 
servicemen. 

Everybody makes hay at 
Benedict’s—employees, in the 
form of a bonus to supplement 
their regular pay and the com- 
pany, in the form of added sales. 


Top of page: All of the servicemen at 
Benedict and Benedict turn in leads for 
appliance and fixture sales, which are 
followed up by regular company salesmen. 
At left: This schedule shows. the amount 
of bonus paid to each non-selling employee 
who brings in a lead that results in a sale 
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WARBURTON'S. local plumbing and heating establishment, 
wes awarded one of the-top prizes for their ye in @ nation- 
wide marchardising contest. The prize, a Republic delux» 
automatic water heater, was presented to Thomas and Dave 
Warburton i 


ny ive. 
Mayor John McNally looking on. The contest, sponsored by a 
Chicago. business jewel for tn bheciinn, bealie oad sce 
conditioning industries, attracted thousands of entries from 
the leading merchandising contractor-dealers of every stat 
in the Union. coatoeiiea Dave Warburton, LeBous, Mayor 
McNally and Tom Warburton, 

















Everybody 
Gets Ideas! 


Everysopy loves a winner,” accord- 
ing to an old saying, and there is ample evidence 
that this is also true today. Across the nation 
many local newepapers are carrying stories of 
the presentation of awards from Domestic EncI- 
NEERING’S All-Industry Merchandising Contest. 
(See illustration above.) 

Both the winning dealers and the manufactur- 
ers and wholesalers who contributed prizes are 
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getting some excellent publicity—and Domestic 
ENGINEERING’S readers are getting ideas, original, 
effective business building ideas, experience- 
proven by successful, contest-winning merchan- 
disers. 

This article contains some of the pictures made 
of award presentations and one of the business 
building ideas from each of these winning entries. 
Space limitations prevent our showing all the pic- 
tures and publicity notes received from the 
various winning dealers. However, many of the 
excellent merchandising ideas have already been 
presented in articles in past issues, and many more 
will be illustrated and described in future articles. 
In this issue, attention should be called to the fol- 
lowing articles, all based on ideas from contest 
winning entries: 

“Sell the Gifts that Keep on Giving” (a selection 
of ideas on Christmas merchandising from several 
entries) , page 86; “Accessory Items Pay the Over- 


(Please turn to center of next page) 








Idea — The Mail Brings ‘Em In! 


A direct mail department with- 
in its own organization was one 
of the many excellent ideas from 
the winning entry of Ed Sugar- 
man of San Francisco. By main- 
taining an up-to-date file of ad- 
dressograph plates of old and new 
customers, the company is able to 
blanket its trading area with time- 
ly direct mail pieces to tie-in with 
current promotions. 


Large photo at right shows 
Melvin Newman, vice president 
of E. Sugarman, Inc., accepting the 
Hammond Brass Works prize of 
180 Gate and Globe Bronze Valves 
from J. L. Stulsaft, San Francisco 
representative for Hammond 
Brass. 





Idea — It's an Eye-Catcher! 


The McDonnell & Miller com- 
bination feeder and cut-off, won 
by Evans-Hailey Co. of Nashville, 
turned out to be right in line with 
the company’s window display 
which features cut-away heating 
controls as part of a complete 
heating unit set up in the window. 


The display is a real eye catcher 
and brings in many prospects for 
remodeled heating systems. 


The presentation photo shows 
R. A. (Skinny) Potts, McDonnell 
& Miller sales representative, 
awarding the prize to J. T. Hailey, 
Sr., president of Evans-Hailey. 
Looking on are J. T. Hailey, Jr., 
superintendant and O. S. Evans, 
assistant to the president. 

























Everybody Gets Ideas 


(Continued from bottom of page 103) 
head . . . Tie-in Sales Pay the Profit!”, page 92; 
“The Water Heater Is King,” page 98; “Should 
You Hire an Engineer?” (based on the Home Im- 
provement Company, top prize winner), pages 
94, 95 and others. 

This Contest has firmly established the fact that 
the domestic engineering dealer is a good mer- 
chandiser. It is questionable whether any other in- 
dustry has matched the merchandising strides of 
our industry during the last ten years. This was 
vividly revealed by the 250 entry boards dis- 
played at the recent CSA meeting in Chicago. 

Also, the Contest has revealed that the typical 
domestic engineering dealer is expanding his 
operation to include more and more related fields. 





As an example of this trend, the recent swing to 
home appliances could be cited. 

In a forthcoming issue, the results of a complete 
statistical analysis of the Contest will be pre- 
sented, including a study of trends within the 
industry as a whole. 


Improved Public Relations Are One Result 


The actual benefits of the publicity resulting 
from the All-Industry Merchandising Contest are 
intangible. However, improved public relations 
that show the contractor-dealer as an aggressive 
merchandiser is certain to result. 

Or, as R. N. Woodcock, of the Buffalo Pipe and 
Foundry Company, told Domestic ENGINEERING 
at the C. S. A. Meeting, “A contest like this ad- 
vances the whole industry.” 
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Idea — Bring Them to Life! 


Plenty of exhibits hooked up 
for actual operation, like the “live” 
faucet display show in the small 
photo, are potent sales builders 
for Jimmy West of Los Angeles. 


When Jimmy received his con- 
test prize, an American Kitchens 
sink and disposer, he promptly put 
it on display in his showroom. 


Company salesmen were, of 
course, happy to tell visitors all 
about the prize and point out the - 
many advantages offered by to- 
day’s modern kitchen equipment. 


Harry Tacket, district manager 
for American Central Division, 
Norman Weber, sales manager for 
Ray Thomas Co., and Jimmy West 
are in the photo. 


Idea — Rooms in the Window! 


Two complete room displays, 
one slanted toward the residential 
market and the other for the com- 
mercial trade, are features of In- 
land Heating Companys showroom 
window in Chicago. Dramatic 
night lighting adds to the window’s 
effectiveness. 


The Dole Valve Co. was donor 
of the air valve assortment with 
display case, and a thermostatic 
air control won by Inland Heating. 


Francis Lund, manager of Dole’s 
plumbing and heating division, In- 
land’s Bill Masoner, Jr., Bill 
Masoner, Sr. and Dole sales repre- 
sentative Will Pennington are 
shown lined up at the Inland show- 
room for the presentation. 


Idea — It Pays to Push Doorbells! 


Doorbell pushing isn’t a bit old 
fashioned, according to winner Joe 
Christner of Richmond, Calif. A 
well planned house-to-house sell- 
ing campaign has been successful 
in building sales of Joe’s specialty 
—automatic lawn sprinkler sys- 
tems. 


Christner' Plumbing Company’s 
prize was donated by the Wolver- 
ine Tube Division of Calumet & 
Hecla Consolidated Copper Com- 
pany, Inc. In the photo, John A. 
Marshall, Wolverine sales repre- 
sentative and J. V. Kilbride of 
Grinnell Company of Pacific, are 
shown presenting a carton of 
Wolverine Type L copper water 
tube to Joe Christner. 


CHRISTHERS”"* 
“@e.UMBING CO 
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J. A. RISHEL, Jr. 


Manager of Appliance Sales 
Youngstown Kitchens Division 
Mullins Manufucturing Corp. 

Warren, Ohio 


“Wuy, I Coutpn’t Do without 
it. My food waste disposer brings 
more convenience to my kitchen 
than any appliance I have.” 

That’s a typical home-maker’s 
reaction to the automatic food 
waste disposer after she’s exper- 
ienced the labor-saving benefits 
that the device affords. 

With the disposer she merely 
scrapes the waste into the dis- 
poser opening, turns on the cold 
water faucet, flips a switch and 
the waste disappears down the 
drain as if by magic. 

And that’s where her greatest 
interest lies. While she feels that 
the sanitary aspects are import- 
ant, she is more quickly sold on 
the fact that the disposer will 
help her get meals faster and 
do the after-meal clean-up job 
easier and quicker. 

For the dealer, the modern 
automatic food waste disposer 
unquestionably offers a_ profit 





item that will grow increasingly 
important as time goes by. The 
device is still a “baby” in the 
household appliance family, but 
as Domestic ENGINEERING has 
already pointed out, sales of dis- 
posers in 1950 are expected to 
more than double those of the 
previous year. 

More than one million units 
are now in use, providing an 
excellent source of satisfied cus- 
tomer testimonials, which will 
help to assure future volume. 
The disposer today has an ac- 
cepted position in the consumer 
mind and is high on his list of 
future purchases. 

The food waste disposer com- 
pletes the home sanitation cycle 
which began with inside sani- 
tary plumbing. The plumbing 
contractor, therefore, has a big 
stake in the disposer business. 
With installation facilities at 
hand, and with consumer con- 
fidence established, he is in an 

(Please turn to top of page 202) 





FOOD WASTE 
DISPOSERS! 











MILLARD FOIST 


General Sales Manager 
Given Manufacturing Co. 
Los Angeles 


Let Us ExamiIngE, in detail, the 
specific ways in which the food 
waste disposer contributes to a 
better way of living. 

First, and foremost, is the ques- 
tion of better health and im- 
proved sanitation. This is, with- 
out a doubt, the most important 
single consideration in any indi- 
vidual’s life. For without good 
health, and the sanitary condi- 
tions that maintain it, there could 
be little activity in business, pol- 
itics or social affairs. When di- 
sease is rampant, progress stops 
dead in its tracks; but with im- 
proved health, progress soars up- 
ward to new heights. 

As an aid to such progress, the 
food waste disposer is unques- 
tionably the most important sani- 
tation development to come along 
since we burned down our out- 
houses and installed indoor 
plumbing facilities. 

Just as our forbears looked 
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THE PRINCIPLE ADVANTAGES, and therefore the 
main selling points, of automatic food waste dis- 
posers were summarized last month for Domestic 
ENGINEERING readers by 12 experts in the food 
waste disposer field. In brief, their viewpoints 
add up to the following statement: “Food waste 
disposers are easy to sell because—by contrib- 
uting to improved sanitation, better health and 
greater convenience—they contribute to a better 
way of life.” Six of the viewpoints, which can be 


e Part Two of a Series—the Experts Speak! 





used by Domestic ENGINEERING dealers as sales 
ammunition, are given below and on the following 
pages. Others will appear next month. 

Future articles in this series will give case 
studies of the application of food waste disposers 
by individual homeowners, apartment house oper- 
ators, restaurant managers, project builders and 
entire communities. Technical problems will be 
answered, and a description of the best ways to 
sell food waste disposers will be presented. 














with tolerant acceptance upon 
the “Chic Sale,” so have we be- 
come accustomed to the unsight- 
ly, unsanitary garbage pail. That 
eyesore and nose-offender sits in 
our kitchens, or on our back 
porches, and works overtime at 
breeding germs. Our wives and 
mothers had to handle ‘these 
filthy objects several times daily, 
while our children played in 
innocent proximity to the gar- 
bage can’s menace. ; 

No matter how objectively you 
look on such a picture, its awful 
dangers make you shudder. Yet 
we have harbored these disease- 
breeders, these potential polio- 
spreaders in our homes for so 
many years! It is a blot on the 
dignity of mankind. 

Today, however, we have the 
means of wiping out this ter- 
rible picture for all time. We 
can relegate the garbage can to 
our national chamber of horrors. 
We can substitute the food waste 

(Please turn to top of page 202) 
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HOWARD JONES 


Product Manager, American Kitchens 
American Central Division 
AVCO Manufacturing Corp. 
Connersville, Indiana 


Tue Disposition of garbage 
has long been one of the most 
disliked problems of any house- 
wife. With the addition of a dis- 
poser to her home, the modern 
housewife entirely eliminates all 
problems she formerly had with 
garbage. In fact, there can be 
no “garbage,” for waste is dis- 
posed of while it is still fresh— 
before it becomes garbage. 

Aside from its obvious con- 
venience features, a disposer is 
an important element in the 
protection of a family’s health. 
By ridding the home of garbage 
as well as the usually dirty gar- 
bage can, a source of disease 
bacteria, insects, larva and ro- 
dents is removed. 

In addition, by the elimination 
of garbage, the accompanying 
obnoxious odors of decay and 
putrefaction are also eliminated. 

A disposer is an economical 
appliance. Garbage _ collection 
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costs, and the expenses for room 
deodorants to prevent odors, are 
no longer necessary. 

A disposer is a labor saver. 
No longer has the housewife or 
other members of the family the 
disagreeable task of preparing 
the waste for the garbage can, 
and carrying it, in all kinds of 
weather, to an outside container. 

Disposers face the biggest 
boom of any item in the appli- 
ance field today. Sales are in- 
creasing month after month. 
New owners prove so enthusi- 
astic that frequently their word- 
of-mouth endorsements result in 
several additional sales. 

Manufacturers are increasing 
the tempo of their advertising 
and promotional activity. The 
public is being educated in the 
convenience and health features 
of disposer use through the large 
scale municipal sanitation pro- 
grams, requiring city-wide use of 
disposers, in many far-sighted 

(Please turn to top of page 202) 

















The Case for Food Waste Disposers (Continued) 








M. 8. BECK 
Manager, Kitchen and Builder Sales 
Crosley Division 
AVCO Manufacturing Corp. 
Cincinnati 


Wir THE Rapin advances now 
being made within the food 
waste disposer industry, I be- 
lieve the units will eventually 
become as universal to the home 
as the kitchen sink. 

The profit possibilities for a 
contractor-dealer in the food 
waste disposer market are un- 
limited because the surface of 
the market has barely been 
scratched. 

According to the most recent 
figures available, only 1.8 per- 
cent of American homeowners 
have disposer units. This means 
that 98.2 percent, or approxi- 
mately 41,244,000 families, com- 
prise the market potential. Very 
few products have this bright a 
future! 


Improves Sanitation 


The sanitation value of the 
disposer is becoming widely ac- 
cepted, as we all know how 
many diseases are carried by ro- 
dents, insects and flies that live 
and breed on garbage in cans. 

Another important feature is 
that with a food waste disposer, 
a housewife can prepare all 
meals without moving from in 
front of her sink. No one is 
bothered by trips to the garbage 
can—or the drudgery of wash- 
ing one out. 

The Crosley disposer, in addi- 
tion, promotes these features: it 


is sanitary, self-cleaning and, 
consequently, odorless. It is con- 
venient and thrifty, and the 
housewife has no garbage to 
handle, which to her is the great- 
est factor of all. The operation 
cost amounts to less than it takes 
to operate a vacuum cleaner. 

It is safe in every respect. 
There is no way that even the 
smallest child can get his hand 
into the disposer while it is run- 
ning, as the motor operates only 
when the cover and stopper are 
in place. 

The triple-purpose cover cup 
of the Crosley unit serves as a 
sink seal, sink strainer and dis- 
poser switch. Yet, a wide throat 
permits easy loading, and a spe- 
cial clamping ring allows easy 
installation. 


It's Doubly Safe 


To further the safety factor, a 
safety control switch provides 
protection against injury because 
the switch pin cannot be tripped 
accidentally. 

Twin rubber seals reduce 
noise and vibration, and are 
aided by a one-piece grinding 
chamber that cuts down noise 
transmission. Also, the pulver- 
izing hammers can’t jam or clog 
and provide efficient grinding of 
all types of fodd waste. 

The vertical shredders assist in 
grinding bulky wastes, and sec- 
ondary shredders prevent swirl- 
ing when throwing waste back to 
the pulverizing hammers. 
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M. M. FEAMAN 
Manager, Kitchen Utilities Dept. 
Electric Appliance Division 
Westinghouse Electric Corp. 
Mansfield, Ohio 


Is Ir WortH A NIcKEL’s worth 
of electricity a month to be rid 
of those pesky, time-wasting 
chores every homemaker 
dreads? No sink strainer to emp- 
ty ... no garbage to handle or 
wrap... no garbage can to emp- 
ty and keep clean . . . no more 
trips outdoors in nasty weather? 

Most housewives would say 
yes. Yet, this is just one phase 
of the many features offered 
housewives with a food waste 
disposer. 

Food waste disposers are win- 
ning increasing public accep- 
tance. While they were once op- 
posed in many municipalities on 
the grounds that they would 
overburden sewer systems, it has 
been found that this is a fallacy. 
Food waste disposer units cannot 
overburden any sewer system 
that is not already overbur- 


dened. 
Whole Cities Like It 


Along with this general ac- 
ceptance, some cities have re- 
placed garbage collection by 
truck with disposers in the home 
by ordinance, as in the case of 
Jasper, Ind. Other cities have 
laws requiring that disposers be 
installed in all new home con- 
struction. (These ordinances are 
modeled after the Dearborn, 
Mich. Ordinance #131, section 
210-a). 

Naturally, the contractor-deal- 
er is interested, primarily, in his 
profit possibilities when handling 
food waste disposers. There is no 
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limit to these possibilities! 

Actually, food waste disposers 
are in their infancy. What more 
could a man ask than a 98 per- 
cent unsold market for a readily 
accepted product? 

The Westinghouse Waste- 
Away is a food waste disposer 
unit with a manually operated 
reversing switch to provide long- 
er life and efficient operation. 
This reversing switch permits the 
Waste-Away to be equipped with 
double-edged shredders. By re- 
versing the direction of the mo- 
tor, one set of shredding edges 
rests while the other set does the 
work. 

Also, it is equipped with a flow 
inter-locked switch which per- 
mits the Waste-Away to operate 
only when the volume of water 
flow through the unit is sufficient 
to allow efficient shredding and 
disposal. 

In operation the Waste-Away 
tends to keep drain lines clean, 
because grease, the major cause 
of drain-line clogging, is con- 
gealed by the cold water and is 
flushed away in tiny globules. 


Plus Feature 


As an added feature, it has a 
special provision that permits the 
connection of a dishwasher drain 
to a fitting in the upper housing 
of the Waste-Away. Thus, both 
the food waste unit and dish- 
washer use a common drain. 

Installation of the Waste- 
Away is easy, and it will fit any 
sink with a standard drain open- 
ing. Also available is an adapter 
that will fit sinks with openings 
up to 5% inches. 
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R. COOPER, Jr. 
President, R. Cooper, Jr. Company 


General Electric Distributor 


Chicago 





AFTER THE DEALER has thor- 
oughly sold himself on the ad- 
vantages offered by the use of 
food waste disposers in the home, 
and knows everything there is 
to know about his product, he’s 
ready to sell the customer. 

The public is always on the 
lookout for labor and money 
saving plumbing appliances. Our 
job then is not so much to sell 
a disposer as it is to acquaint 
prospective customers with its 
many advantages. 

I feel that the biggest advant- 
age we have to offer all our 
customers, the housewife, the 
apartment house operator, the 
project builder and the sanita- 
tion officers of communities 
everywhere, is the fact that nor- 
mal food wastes never have a 
chance to become “garbage.” 
Food wastes are never accumu- 
lated, they never stand around 
inside or outside. In other words, 
with the installation of a dis- 
poser unit the “garbage pro- 
blem is non-existent. 


It's a Money-Saver Too 


Once that point is clearly un- 
derstood, the labor and money 
saving advantages, as well as 
the sanitary aspect, become ob- 
vious. Most customers will think 
of these advantages with very 
little prompting by the dealer. 

Since 1935, when the first 
General Electric Disposalls were 
installed in Chicago, their ac- 
ceptance rate has increased rap- 
idly until it is now approaching 
the demand stage. Today’s model 
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represents greater efficiency, 
lower unit cost and lower ad- 
vertising cost. This all adds up 
to bigger profits for the dealer 
who merchandises this “wash- 
away” method of disposal. 

The disposer is a “natural” for 
the merchandising plumber who 
more and more is setting him- 
self up as the complete dealer. 
If he learns all about the prod- 
uct, displays it, sells it and in- 
stalls it properly, he will be 
opening the door to better com- 
munity living—and opening the 
door for a real money-making 
opportunity for himself. 


Durability—A Sales Factor 


The new General Electric 
Model FA-4 is neat in appear- 
ance, it’s durable and it’s com- 
pact. Installation can be made 
to practically any sink. It’s 
clean and easy to keep clean, in 
fact it’s self-cleaning through the 
swirling action of water and 
waste food shreds. It’s safe be- 
cause the Disposall can operate 
only when the Twistop control 
is securely locked in place at the 
“ON” position. The unit is time 
proved and efficiency proved in 
countless laboratory tests. 

A Disposall is economical to 
own and operate. On the aver- 
age it uses less electricity during 
the year than an electric clock. 

But even more important it is 
designed and built to operate 
with little or no maintenance for 
a long life. 

Many units have béen oper- 
ating in everday service for 12 
to 15 years and are still going 
strong. 





















A 10-POINT GUIDE to 
SUCCESSFUL RETAILING 


One hundred dealers list the elements which they 


use to make retailing pay. Here’s how the 


same ideas can be 


Success in the plumb- 
ing, heating and appliance busi- 
ness is like success in any other 
business. It takes intelligent ap- 
plication of certain general ele- 
ments to the particular condi- 
tions the contractor may find in 
his own locality. 

Therefore, when DoMEsTIC 
ENGINEERING asked 100 success- 
ful retailers in our industry what 
the elements are that lead to 
success, the answers were bound 
to reflect the great differences 
that occur in individual opera- 
tions. The similarities that did 
turn up, are significant of trends 
and are listed at right. 

These significant elements that 
are applicable to every business 
can be used by other DomeEsTIc 
ENGINEERING readers in two 
ways: (1) as a practical guide 
for newcomers to the retailing 
end of the business, and (2) as a 
handy check list for established 
dealers who want to reappraise 
their own business operations. 

Five points were described last 
month and details of successful 
applications were cited. They 
are also summarized pictorially 
on these pages and in the box at 
the right. In this article, we'll 
take up the other five points: 


Number 6—Adequate Financing 


To succeed, a retailer general- 
ly must have sufficient capital to 


of help to others 


purchase an adequate stock of 
merchandise and to meet his op- 
erating expenses, and have a 
cash reserve for emergencies. If 
he extends credit to his custom- 
ers, he must have additional cap- 
ital or a source of credit which 
will enable him to finance the 
credit sales. 

Prompt payment of the retail- 
er’s bills enables him to lower 
his cost of merchandising by 
taking advantage of the cash dis- 
counts offered for prompt pay- 
ment. This also gives him a bet- 
ter credit rating and reputation 
in the trade, resulting in more 
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A Check-List for Better Business 


In this, the second part of a series, five more points 
that contribute to successful retailing are analyzed in 
detail. To help contractors just entering this end of the 
business, and established dealers who want to reappraise 
their own operations, Domestic Engineering surveyed 
100 successful retailers in the plumbing, heating, air 
conditioning and appliance field. The ten points listed 
below appeared on nearly every list: 


e Adequate Financing 
‘e@ Effective Records 
e Good Housekeeping 


e Service to Customers 


e A Friendly Personality 
SUUPEREEOREEEOUEEREEREAREEEREEREGOSE OES ROCEEEEE RECT ROEEREEE ROA ROTA ECR EOOGDOEAROEOROREDOREDOREOER? 
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Second Article 
of a two-part series 


favorable consideration by sup- 
pliers and bankers. 

The retailer is a merchant, not 
a speculator in merchandise. He 
should buy adequate amounts so 
that his firm will always be able 
to satisfy his customers’ de- 
mands. On the other hand, the 
limiting factor of available capi- 
tal should be kept in mind, too. 

Suppliers often offer special 
inducements in connection with 
purchases of larger lots. These 
are genuinely helpful to both 
parties, in that the savings the 
supplier realizes are passed on 
to the retailer to give him a 
chance to make more profit on 
the sale of each unit. Any ad- 
vantage of additional credit, 
however, should be weighed 
against the disadvantage of over- 
loading the stock. Such action 
not only may force the retailer 
to reduce prices on surplus mer- 
chandise in order to dispose of 
it, but may result in over-exten- 
sion of credit to the point where 
he no longer can meet his bills. 

A retailer needs adequate 
working capital at all times. He 
(Please turn to center of page 112) 
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e Sound Merchandising 


e Proper Pricing 
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Good Housekeeping: Ewing Plumbing Co. of Chicago makes —_and appliances (upper right) are arranged to simulate model rooms. 
full use of all the elements that go into a well-kept store. Fluores- | The orderliness of placing related items together also helps make 
cent lights recessed in the ceiling brighten the whole interior while _ tie-in sales. Other elements of successful retailing may be found 
spotlights around the edges highlight individual displays. Fixtures  pictorially on these pages and in the article beginning at left. 
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Effective Records: Adequate yet simple records give Chi- Service to Customers: Powelson Plumbing and Heating 
cago contractor George Groote the necessary information to analyze | Co. of Oswego, Oregon, makes sure that customers get quick 
his operations whenever needed. This gives him effective control service around the clock with this fully-equipped shop-on-wheels. 
of such vital elements as purchases, sales, costs and inventory. This, fundamentally, is one of the contractor-dealers’ big advantages. 
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Good Location: Cannons, Inc. beats the parking problem 
with this outlying location near W. Yarmouth, Mass. The broad 
highway brings customers to the door and enables them to avoid 
midtown congestion. There’s also plenty of room for expansion. 





Sound Merchandising: A basic element in this dealer's 
sales promotion program is a miniature kit made up of plastic 
model sinks, refrigerators, ranges and cabinets—a device 
which adds glamor and sales appeal to every presentation. 


(Continued from page 111) 
will be given credit by suppliers 
or bankers only if he keeps his 
business in a reasonably liquid 
condition. 


Number 7—Adequate Records 


Adequate yet simple records 
are essential to profitable busi- 
ness operation. Through them 
the retailer has at all times the 
information that assures. effec- 
tive control of his purchases, 
sales, expenses, inventory and 
other operations. A continuing 
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study of the records will reveal 
unfavorable conditions before 
they have had a chance to do 
serious harm to the business. 
Records are important to the 
retailer, too, in preparing reports 
required by federal, state and 
sometimes municipal govern- 
ments. For example, they are 
necessary as a source of infor- 
mation in preparing and sup- 
porting tax returns under fed- 
eral and state laws, including 
income tax and social security 
laws. An accurate record of each 
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Effective Stock Control: This file, in which is recorded 
all incoming and outgoing stock, gives the dealer control for a 
well-balanced inventory. Slow-moving merchandise can be spotted 
at a glance and fast-moving items can be kept in good supply. 


SAVE $50.0 
YOU CAN GET A $229.95 VALUE. 
199 GRNBRAL LACTRIS. RANGR 
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Proper Pricing: Over-all, the successful retailer aims at an 
average mark-up that covers operating costs, markdowns and net 
profit. Advertising some items at a low mark-up as “leaders” 
is used by many dealers to attract more people into their stores. 


expense item also may save the 
retailer money by preventing 
under-statement of actual busi- 
ness expenses on state and fed- 
eral income tax returns. Rec- 
ords also are valuable to the re- 
tailer when he seeks credit from 
suppliers and banks. 


Number 8—Good Housekeeping 


Good retailers are also good 
housekeepers—keepers of stores 
which are visited by guest-cus- 
tomers at frequent intervals. An 
attractive store is a recognition 
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Skillful Buying: Fundamentally, each dealer bases his buy- 
ing decisions on customer wants which he learns through question- 
ing, observation and experience. Adequate inventory, selection of 
lines and good sources of supply are the important elements. 





Adequate Financing: To be successful, a retailer needs 
sufficient working capital at all times. Various avenues of credit 
are open to him only if he keeps his business in a reasonably 
liquid condition by frequently checking his entire operation. 


of the fact. The effect on the 
customer is to give him an inner 
feeling of importance—since a 
slovenly store gives the customer 
a feeling that the owner is in- 
different to his impressions. 
Some features of well-kept 
stores are: 

a—Adequate lighting. This 
often means the difference be- 
tween a dark, dingy store and 
one that is attractive and cheer- 
ful. And that, in turn, can mean 
the difference between a cus- 
tomer coming into the contrac- 












tor-dealer’s place of business or 
going into the brightly-lit place 
across the street. 

Spot lights are used by many 
contractor-dealers to give some 
merchandise maximum sales ap- 
peal. A _ high-lighted display 
compels attention and makes a 
more lasting impression. 

b—Store signs. Identification 
on the outside of the store should 
be bright and visible for a rea- 
sonable distance. Products or 
services sold should be featured 
since a sign is primarily an ad- 
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Friendly Business Personality: This attractive show- 
room, striking sign and well-ordered, brilliantly-lighted interior 
of Roy S. Greelish in Jacksonville, Fla., helps the company to 
make friends and influence sales—an important factor in retailing. 


vertising medium at point of 
sale. This is particularly impor- 
tant when the firm name is not 
descriptive of the type of busi- 
ness it is. 

Striking signs—such as the 
animated dripping faucet of Roy 
S. Greelish Plumbing Co. of 
Jacksonville, Fla. (see photo, 
above)—are doubly effective 
on the eye and the memory. 
Others use back-lichting on the 
firm-name across the front of the 
showroom. This gives added 
(Please turn to top of page 161) 
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Untit Aprit, last year, Earl 
Coryell operated from a big red 
and white barn. Now he’s got 
the Red and White Plumbing Co. 
—a merchandising show room 
unique in his part of Idaho—and 
a growing reputation as a guy 
who probably took the biggest, 
fastest merchandising leap in 
plumbing history! 

Red and White’s 60 by 60-ft 
building cost Coryell about $10,- 
000, and it’s right on the main 
Boise-to-Meridian highway, near 
Meridian, Idaho. His showroom 
floor is red and white asphalt 
tile and the outside of the build- 
ing is red cinder brick, lined 
with white mortar. 

But there’s nothing 





“red” 





At left: 


This red and white barn was the scene of Earl 
Coryell’s start in plumbing. His move to the modern store 
shown below gave him the reputation as “the guy who took 
the biggest merchandising leap in Idaho plumbing history.” 















The Red & White Plumbing Company proves that 


big city merchandising is successful— 


even though directed to a rural trade area 


about his books, which have 
been steadily in the “black” since 
opening day. The building is 
completely paid for and all 
Coryell’s. 

Red and White’s business is 
80 percent rural, because Coryell 
reaches out into a 50-mile farm 
area for business and merchan- 
dises pumps, septic tanks, farm 
water supplies and butane appli- 
ances. 

Red and White’s merchandis- 
ing is geared to rural customers, 
and operates on a folksy, friend- 
ly basis. High pressure sales- 
manship just doesn’t go over. 

To keep Red and White’s name 
before the public, he buys a 15- 
minute radio program on nearby 
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Boise’s station KIDO, half the 
program’s cost being paid for by 
the manufacturer of equipment 
which he sells. 

Regularly, Red and White 
sends out mailings to its far-flung 
farm clientele. Mostly the mail- 
ings are gentle reminders that 
it’s time for a new pump; or that 
conversion to modern bathrooms 
is in order. The farm population 
around Meridian is rich, and are 
the chief suppliers of milk for 
co-operative dairies that cart 
their products all the way to 
Los Angeles and San Francisco. 

You might think that Red and 
White’s rather leisurely mer- 
chandising schedule, its unhur- 

(Pleae turn to center of page 191) 
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This review of legal decisions will help 





plumbing and heating contractors avoid 








law suits. Actual cases, which can be 


cited to protect their interests in un- 











1} nee what circumstances may a 
contractor remove radiators and other heating 
and plumbing fixtures he installed in a building? 
Does he incur any liability in a gas explosion if 
equipment his employee installs happens to blow 
up? Is a contractor fully obligated under the law 
by a clause in a contract specifying “city ordi- 
nances requiring plumbing work to be done in a 
specified manner” will be complied with—even 
though he did not figure on any additional ex- 





avoidable litigation, are given... 


against the property owner for five radiators, 
two unit heaters, one water heater and certain 
loose pipes and fittings placed on the premises. 
The property owner argued that the contractor 
could not remove these items because they be- 
came part of the real estate. However, testimony 
showed that the items and radiators were attached 
to piping hand-tight but not tightened with a 
wrench. This fact caused the higher court to rule 
that the material could be removed from the 






; that pense that compliance may involve? property. In the words of the court, “The fact 
The legal aspects of these and other questions that particular articles are readily attachable 
sful- are treated in decisions handed down by the without damage to the realty and may be used 
area courts in recent cases. Your editors have com- elsewhere are factors to be considered. ... The 
piled brief explanations of some of these cases radiators were not tightened with a wrench and 
to help contractors avoid expensive law suits. | were not connected to the boiler. Hence, they 
Each case is complete with citations which may had not lost their character as personal property.” 
be used to help win unavoidable suits. Citation: Dermer v. Faunce, 62 Atl. (2d) 304. 
lf the 
for by \ 
ipment Removal Liability @, J . Y ? 
White of in Gas g aS 
r-flung Fixtures Explosion l 7, Cor’ 
2 mail- 3 = 
‘s that hase a 2 
or that P . 
nines IN A CASE INVOLVING the removal of radiators ALL HIGHER COURTS AGREE that a jury must decide 
slation and other fixtures from a building, testimony re- the question whether explosion of gas was caused 
ind are vealed facts which may have general application. by contributory negligence of the property owner 
ilk for A plumbing contractor entered into a contract or the contractor. In one case, testimony showed 
+. cart with a property owner to furnish materials and that a property owner had purchased from a 
way to labor in the installation of plumbing and a com- _— plumbing company certain equipment which was 
eaheds. plete heating system for the sum of $1,500, pay- | subsequently installed by the company’s em- 
a end able in installments as specified work was com- ployee. Among the items installed was a heater 
* walle pleted. Controversy arose and the property owner without an automatic cut-off. One morning there 
sinhult cancelled the contract and ordered the contractor —_ was an interruption in the flow of gas. 
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off the premises. The contractor brought suit 


The property owner telephoned the company 











According to Law 

(Continued from bottom of preceding page ) 
which sent a man to fix the heater. The journey- 
man went into the basement and immediately 
afterward the explosion occurred. The cause 
was unexplained, and during the trial the jour- 
neyman testified that he was a smoker, had 
matches with him at the time but that he did not 
strike one. During the trial, it developed that 
he told a nurse at the hospital that he had. 

The jury considered the testimony and de- 
cided that the explosion resulted from negligence 
of the plumbing company’s employee. The higher 
court concurred saying, “The company knew of 
the antiquity of the appliance and its dangerous 
potentialities. The contractor did not use the 
degree of care commensurate with the danger.” 


Citation: Cleveland v. Woolen, 205 S. W. (2d) 


754. 


Liability for 
Workmen 
Enroute to Work 





ACCORDING TO A COURT decision recently ren- 
dered, employees transported to their work by 
plumbing contractors are “within scope of their 
employment” and therefore entitled to damages 
or compensation for injuries received while being 
transported. 

In one case, a contractor made arrangements 
with his employee to pay a travel remittance if 
he used his own automobile to and from certain 
jobs. He received no wages for the time used 
in traveling. i 

As he drove home one day after completing 
one of these special assignments, the employee 
collided with a truck and was killed at the scene. 
His dependents sued the contractor for com- 
pensation. However, the contractor contended 
that he was not liable inasmuch as the employee 
was not killed while attending to his regular 
duties. The court, nevertheless, ruled in favor 
of the dependents because of the circumstances 
surrounding the case. 

Citation: Texas Association v. Inge, 208 S. W. 
(2d) 867. 


State Licensing Law Upheld 


A STATE LICENSING LAW was challenged by a man 
who was arrested and convicted in violation of it. 
The law stated that all master plumbers in towns 
having more than 5000 population must obtain 
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a license. The man appealed his case to a high 
court on the basis that the law was void. He 
argued that it discriminated with respect to master 
plumbers in small and large towns and cities. 
The higher court held the law valid and upheld 
the man’s conviction. The decision stated: “The 
question arises as to whether the exemptions 
invalidate the Act. We have no difficulty in ar- 
riving at the conclusion that a business having 
to do with the installation, maintenance and repair 
of water, gas and sewer lines is so related to the 
health, safety and welfare of the public as to 
come within the police power of the state.” 
Citation: State v. George, 215 S. W. (2d) 170. 


Properly Kept Books As Evidence 


Iv IS A WELL ESTABLISHED FACT that well-kept 
books can be used to convince the court of amounts 
involved in creditor-debtor suits. In a suit be- 
tween a property owner and a plumbing con- 
tractor over the amount owed for work done, 
the absence of properly kept books on the part 
of the property owner decided the case in favor 
of the contractor. The owner listed as evidence 
thirteen checks given the contractor over a period 
of time, plus receipts for cash payments. How- 
ever, he failed to produce the contractor’s bills. 

The court, after careful consideration of the 
evidence, ruled the property owner must pay the 
plumbing contractor $161. In an appeal to a 
higher court, the verdict was upheld. ) 

Citation: Willis Plumbing Company 208 S. W. 
(2d) 139 


Compliance 
With City 
Ordinances 





ACCORDING TO A RECENT court ruling, a contractor 
is fully obligated by a clause in a contract which 
stipulates that he “knows all details of city ordi- 
nances requiring plumbing work to be done in 
a specified manner.” Furthermore, any extra costs 
incurred in complying with these ordinances, if 
not figured, will not be recoverable. 

In one case, it developed that a general con- 
tractor entered into a contract with a housing 
authority which contained this clause: “The con- 
tractor is cautioned that when it is his respon- 
sibility to make connections to the city or other 
utility lines or services, he shall ascertain whether 
or not the work, as shown on the drawings, or as 

(Please turn to center of page 178) 
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@ For low installed-cost, for long life, and for ease of 
installation... you just can’t, beat Revere Copper 
Water Tube. That’s why—on big jobs or small jobs, 
for plumbing or heating lines—so many architects, 
contractors and builders prefer Revere Copper. 

All Revere Copper Water Tube is stamped at regular 
intervals with the Revere name and the type. These 
marks are more than identification—they are your 
surance of full wall thickness and the close dimen- 
tional tolerances so essential for tight soldered joints. 

It will also pay you to install such other long-lived 
Revere materials as Red-Brass Pipe; Sheet Copper and 
Herculoy for tanks, ducts, pans and trays; Dryseal 
Copper Refrigeration Tube (dehydrated and sealed); 
Copper oil burner, heat control and capillary tubes. 
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Revere materials are handled by Revere Distributors 
in all parts of the country. The Revere Technical 


Advisory Service is always ready to serve you. Call 
your Revere Distributor. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 
& * o 


Mills: Baltimore, Md.; Chicago and Clinton, Ill.; Detroit, Micb.; 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N.Y. 
Sales Offices in Principal Cities, Distributors Everywhere 
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* For the Practical Man * 


Milk-House Ventilation 
To the Editor: 

We would appreciate information 
on the following problems concern- 
ing barn or milk house ventilation. 

What size ducts and roof ven- 
tilators would it take to amply 
ventilate a room 16 ft by 24 ft with 
an 8 ft ceiling? 

Also, will a duct 12 in. by 14 in. 
carry any more air under gravity 
operation than a 12 in., round-roof 
ventilator will expel? 

Also can you tell me what size 
ducts it takes to supply a 16 in. roof 


ventilator? 
Pa. C.H.B. 


To the Reader: 

Regarding the ventilation of a 
dairy stable 16 ft by 24 ft by 8 ft; 
assuming that this space can ac- 
commodate as many as six cows, a 
20 in. natural draft ventilator will 
provide ample ventilation, even 
though the vertical distance from 
the top of inlet flue to the top of 
outlet flue is as small as 16 ft. 
Use an 18 in. square duct with this 
ventilator, or a rectangular one of 
equivalent area and extend it down 
to 18 in. above the stable floor. A 
single ventilator gives better re- 
sults than two. 

To do a good job, you will have 
to provide four inlet flues, each 
6 in. by 12 in., one near each corner 
of the stable, installed in the walls 
and delivering outdoor air ver- 
tically upward about 12 in. below 
the ceiling. Keep the discharge 
points close to the outside walls. 

A duct 12 in. by 14 in. has a cross 


tans 
) suiers 





DOMESTIC ENGINEERING 


sectional area of 168 sq in. A 12 in. 
round roof ventilator has an inlet 
area of 113 sq in. so the 12 in. by 
14 in. duct, being larger, is amply 
sized for the ventilator. 

A 16 in. diameter ventilator has 
an inlet area of 201 sq in. so the 
proper duct to use will have about 
the same area—say 15 in. square. 
Patented ventilators may have dif- 
ferent duct requirements and you 
should consult the manufacturer 
for his recommendations as to siz- 
ing and installation instructions. 


Zoned Heating 
To the Editor: 

We have a new two-zone forced 
hot water installation in which one 
of the flow control valves is giving 
us trouble. We replaced the valve 
but the trouble persists. The valve 
continually opens without the cir- 
culator kicking in. 

The flow control valve of the 
second-floor circuit is the one 
which is acting up. The second 
floor is heated by a one-pipe con- 
tinuous baseboard circuit. Two 
small convectors have take-offs by 
diverter supply tees, one on the 
upfeed, the other on the downfeed. 
These convectors are located on a 
level which is halfway between 
the first and second floors. 

The first-floor circuit is a one- 
pipe system supplying eight con- 
vectors. This circuit works per- 
fectly. The flow control valve is 
the same as that which is used on 
the second-floor circuit. 

Boiler temperature is main- 

tained at 200 deg. 
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Boiler feed regulating valve is 
set at 12 lbs. 

Boiler relief valve is set at 30 
Ibs. 

Boiler pressure never seems to 
exceed 20 Ibs. 

The flow control valve is a 
horizontal type in good work- 
ing order. 

A 30-gal domestic hot water 
coil is installed in the boiler. 

I hope the above information will 
be of sufficient help in answering 
this perplexing question. 
N.Y. D.H. 
To the Reader: 

As is usual in questions of this 
sort, the answer must be based 
upon a consideration of the funda- 
mental laws of nature governing 
the situation. 

First of all, two water circuits 
are indicated, the essential differ- 
ence between them being that the 
vertical height (measured from the 
bottom of the return to the high- 
est point in each circuit) of one is 
greater than that of the other. And 
immediately, it can be noted that 
only the circuit with the greater 
vertical height is capable of par- 
tially opening the flow-control 
valve without circulating pump op- 
eration. 

As soon as normal circulator op- 
eration ceases (due to operation of 
the control involved), the tempera- 
ture difference between the riser 
leg and the return leg in each cir- 
cuit will tend to increase. This re- 
action will come as a result of the 


(Please turn to top of page 120) 
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RICHMOND 


TYPE WFD BOILER 
for Hot Water Heating 
Systems 

















RICHMOND 
TYPE K BOILER 


for Steam, Vapor and Hot Water 










Systems plus Domestic Hot Water 























®@ WET BASE... prevents heat from radiating to 
floor; permits installation at radiator level. 


@ REMOTE PILOT IGNITER...added safety 
and convenience feature . . . standard equip- 
ment with diaphragm gas valve controls for 
manufactured gas. Meets Eastern Utility 
requirements. 


@EASY CLEANOUT.. top flue cleanout that 


saves disconnecting of piping and controls. 


@ WHITE JACKET... baked white enamel casing 
of sturdy construction. Beautifully stream- 
lined with smooth, rounded corners. 





@ FIELD-PROVED ... to give trouble-free per- 
formance with minimum servite... Richmond 
Boilers are extra efficient due to their “‘wet 
base” design . . .economical for maintenance 
and installation. 


Consider together Richmond’s improved-de- 
sign, construction and appearance and you 
know there are no better boilers to specify 
or install. AGA approved. 





















Richmond Radiator Company 
19 East 47th Street, New York 17,N. Y. 
Please send me additional information and 
literature on the new Richmond Boilers. No 
obligation, of course. 
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Questions and Answers 


(Continued from page 118) 
slight but continuing gravity cir- 


culation in the circuit. 

If eventually an average temper- 
ature difference of 5 deg exists 
between the riser and return leg, 
then there will be available to 
maintain circulation in the entire 
circuit an effective gravity pressure 
of 0.0072 psi per ft of circuit height. 
If the circuit height is 20 ft, then 
the total effective gravity head to 
maintain circulation will be 0.144 
psi. If the average temperature 
difference becomes 140 deg, then 
the available gravity head can be 
as great as 0.284 psi. Also, it is ap- 
parent that whatever the tempera- 
ture differential, it is in this case 
sufficient to partially open the flow- 
control valve involved. 

In order to determine the criti- 
cal pressure differential that causes 
the valve in question to open, it is 
necessary to test check this partic- 
ular valve. To do this, coat both 
the seat and disc with a light grease 
(or vaseline) so that, when nor- 





mally closed, the valve will be ab- 
solutely watertight. Next, assem- 
ble the valve between two vertical 
legs of gage glass. Then, after fill- 
ing the glass connected to the valve 
outlet with 6 in. of water, fill the 
glass connected to the inlet side. 
This latter operation should be 
done slowly enough to permit the 
accurate determination of the wa- 
ter level difference in the two gage 
glasses. This measurement must be 
made at the instant the level starts 
to rise in the glass connected to 
the outlet side. Each inch of differ- 
ence is equivalent to 0.036 psi. 

To stop the flow-control valve 
from opening without circulator 
operation, it may be possible to 
overweight the disc. However, if 
this does not correct the situation, 
a motorized valve or a properly 
installed solenoid valve will prove 
to be the solution. 

In this reader’s particular case, 
however, since it is apparently es- 
sential to maintain boiler tempera- 
ture, the only remedy will be one 
which effectively stops circulation 
in the upfeed near the boiler. 





Radiation Sizing 
To the Editor: 


Will you please help me under- 
stand the following: For the selec- 
tion of pipe and boiler sizes for low 
pressure steam heating systems, I 
understand that a percentage, say 
25 percent, is added to the installed 
radiation as an allowance for pipe 
losses. Thus the pipe and boiler 
load is 125 percent of the radiation. 

The pipe loss may be calculated 
from tabulated values for losses in 
bare and insulated pipe, which may 
or may not be the equivalent to 
that of the percentage assumed. 
1— For the calculation of pipe 
losses, are the lengths of the entire 
piping system—mains, risers, lat- 
erals, run-outs, etc., considered, or 
only the length of the longest run? 
2.— The pipe losses appear to be 
that of temperature rather than 
steam quantity. If the steam tem- 
perature at the boiler is 212 deg as 
rated, the temperature at the end 
of the line would be lower. It does 
not seem that any added steam 
quantity can compensate for this 
loss in temperature, An added 





steam quantity would result in an 
increased volume but not that of 
temperature. 

What method is used to deter- 
mine such a temperature drop? 
3.— Ifa boiler is rated at 0 pounds 
pressure at 212 deg and the pres- 
sure loss due to pipe friction is say 
¥% pound, this would require the 
boiler to be operated at 4% pound 
pressure. If the pipe loss quantity 
is added to the installed radiation, 
the sizes of both the pipe and the 
boiler would be increased. If the 





This contractor is learning up-to-date meth- 
ods of estimating at the 4th I-B-R Short 
Course on Heating at University of Illinois. 
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pipe loss is a temperature loss 
rather than a quantity loss, the 
boiler operating pressure would be 
raised to increase the initial tem- 
perature, thus compensating for the 
pipe loss. The size of the pipe and 
the boiler would then be that for 
the installed radiation. 

{ff the radiators are rated on the 
basis of 1 pound pressure or 215 
deg, the initial temperature at the 
boiler would have to be 215 deg, 
plus the temperature loss of the 
piping. The radiator nearest the 
boiler would then receive steam at 
a higher temperature and the last 
radiator, steam at the required 
temperature. 

There seems to be a conflict in 
the effect of quantity or volume of 
steam as related to temperature. 

How can an increase in volume 
at a stated temperature compen- 
sate for a temperature loss only? 
4.— I believe it is usual to add a 
percentage to installed radiation 
and pipe losses to allow for the 
starting up of a cold boiler. This is 
to provide quick heating up of pipe, 
radiators and the building. 

Can this load be considered as 
the steam quantity required to 
raise the boiler water from room 
temperature to the temperature at 
the required working pressure? 


Effect of Boiler Capacity 


How can an increase of boiler 
capacity affect the output of radi- 
ators when these radiators and pip- 
ing are proportioned for a definite 
output and can only produce a 
certain amount of heat per hour? 

The text books ignore questions 
of this sort and answers from de- 
signers whom I have presented 
them to, are vague. It would seem 
that too much reliance is placed on 
assumed percentages to be added 
for design purposes, rather than to 
trace and visualize the actions and 
results. 

I will appreciate any help or 
reference you can give me. Thank 


you. 
La. W. E. P. 


To the Reader: 

We feel our reader has radiation 
loss from pipes and pressure drop 
in pipes mixed up, and heat losses 
for commercial jobs interwoven 


(Please turn to top of page 123) 
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at Precast Receptors 


(Regular black & white or special colored terrazzo) 


..-for Built-up Tile Showers 


Suggest a Fiat receptor for tile shower jobs. The plumber makes a bigger profit and saves 
money for the tile and general contractor by eliminating the difficult lead pan and tile floor. 


Fiat precast terrazzo receptors are made of black 
and white marble chips and white cement, 
ground and polished. A rustproof galvanized 
reinforcing flange and a 2” brass drain fitting 
are cast integral with the receptor to form a 
strong, leakproof, slip-proof, non-absorbent 
floor for the shower. 


The use of a precast receptor eliniinates the 
easily damaged lead pan and the labor consum- 
ing job of laying a tile floor. It enables the con- 
tractor to complete the shower faster and pro- 
duce a better job at a lower cost. 


Fiat precast receptors reduce the danger of 
leaky cracks developing in the tile shower walls 
by providing a solid, rigid foundation that is 
not affected by shrinkage of supporting wood 
framing or settling of the building. 

The attractive appearance of terrazzo makes 
a beautiful floor that is in perfect harmony with 
tile walls. Various colored terrazzo is available 
on special order, to blend with tile colors. 


Plumbers can get quick delivery of a Fiat re- 
ceptor as many plumbing wholesalers have Fiat 
teceptors in stock. Standard sizes... 

Square type, 32” x 32”, 36” x 36”, 40” x 40”. 

Corner type, 36” x 36”, 40” x 40”. 


Section through 2” waste 


Pipe and “p” trap pre- 
cast in receptor. 











In Canada: The Porcelain and Metal Products, Ltd. Orillia, Ontario 
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Details of suggested construction in building up a tile shower 
on a Fiat precast receptor. Metal lath and foundation plaster 
are brought down inside the rust-proofed metal flange. The 
tile setter starts directly with the wall construction without 
the delay involved in laying a tile floor and waiting for it to 
harden to a working surface. 


FIAT METAL MANUFACTURING COMPANY 


Three complete plants 


Long Island City 1, N.Y. Los Angeles 33, Calif. 


(Chicago area) Franklin Park, Ill. 
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Volume production of one type of 
valve (125 Ib.) permits amazing effi- 
ciency and economy in manufac- 
turing. Made in sizes 4” to 2” 

for iron pipe and copper tub- 

ing. Globe valves, gate valves, 

angle valves, and check valves 

— dependable for steady, reli- 

able service. 


HAMMOND 
BRASS WORKS 


Hammond, Indiana 


The standard of value in the plumbing and heating trade 
for over 40 years 
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Questions and Answers 





(Continued from page 120) 
with those for domestic purposes. 


We must remember that every job 
is individual and presents varying 
problems depending on application 
and construction. Thus we do not 
have textbooks which give definite 
instructions for every conceivable 
installation, and the wide variety 
of jobs explains why we have en- 
gineers to apply the general data 
in these textbooks. To a great de- 
gree the engineer must rely upon 
his experience and interpret text- 
book data for job needs. 

To determine pipe loss, the 
longest equivalent run is used. By 
this we mean the run which in- 
cludes straight pipe, elbows, re- 
ducers, etc., causing the greatest 
pressure drop. Due to the radia- 
tion, type of insulation, external 
surface—painted, smooth or rough, 
this loss usually falls between 20 
percent and 30 percent. Thus a 
temperature of 212 deg at the 
boiler will be less at the end of the 
run or at the radiator. 

If a boiler is rated at 0 psi at 212 
deg and a pressure loss is found 
at the end of the run, it is due toa 
decrease in temperature. 


Sizing Traps 
To the Editor: 

Will you please tell me the 
proper method of sizing radiator 
valves and traps and connecting 
piping as follows: 

1. A designing engineer states 
that the size of valves and traps 
are for capacities as taken from the 
manufacturer’s catalogue and the 
connecting piping from the pipe 
capacities shown by the ASHVE 
Guide. 

2. A manufacturer’s engineer 
states that the size of valves and 
traps are taken from the catalogue 
ratings. The vertical piping is the 
same size as the traps or valve. 
The run-out is one size larger than 
the vertical for lengths up to eight 
feet and two sizes larger for longer 
lengths. 

3. For a vacuum system, a manu- 
facturer’s rating for a % in. valve 
is 60 edr and 120 edr for a % in. 


For example, if 1 cu ft of steam is 
placed into a cylinder at 212 deg 
and this steam is heated to 215 
deg, the piston will move due to 
the increase of pressure. Here the 
volume has changed but the quan- 
tity remains the same. Therefore, 
to make up for the loss in pressure 
we can increase our temperature 
at the boiler and still maintain our 
quantity. If the radiator must be 
maintained at a definite temper- 
ature, the initial temperature 
would be radiator temperature 
plus loss in line. The volume will 
change but the quantity is con- 
stant, thus our density changes. 

Radiators are sized as so many 
sq ft of radiating surface, and at 
no time does the radiator have over 
30 pounds per square inch gage 
(psig). Regardless of pressure, the 
radiating value for steam is 240 
Btu per sq ft per hour and 150 
Btu per sq ft per hour for hot 
water. 

Radiators are sized as so many 
sq ft of radiating surface, that is, 
they give up so many Btu/sq ft/hr. 
If the pressure and temperature is 
such that the radiator will con- 
dense the steam at 10 lb/hr and 
the boiler puts out 20 lb/hr, the 
unit, (oil burner, stoker, etc.,) runs 
less time. 


trap. According to the pipe sizing 
tables of the Guide, 60 edr for 
the valve would require at least a 
1 in. pipe vertical and 1% in. run- 
out. For 120 edr for the traps, 
the vertical would be % in. and the 
same for the run-out. 

4, Installations as by Item 2 above 
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This is not one of the approved methods 
for sizing steam traps. Most manufactur- 
ers have excellent sizing methods in their 
catalogues; we suggest these be used. 


123 


seem to work properly. Why the 
difference of opinion and which is 
correct? 

Thanks very much for your help. 
La. W. E. P. 


To the Reader: 

For several years the American 
Society of Heating and Ventilating 
Engineers Guide has contained 
various lists of pipe sizes for use 
in different kinds of piping systems 
for heating. We are of the opinion 
that these should be used. They 
have been found universally sat- 
isfactory when employed in ac- 
cordance with the instructions for 
same. It should be noted, however, 
that these are minimum sizes and 
that larger sizes simply reduce the 
amount of drop which will be ob- 
tained in the system. Hence, there 
is no objection to the use of larger 
pipe sizes as they will work equally 
well. The cost, of course, will 
be more and the results will not be 
materially improved. 


Use Maker's Catalog 

The sizes to be used on traps 
and valves may be taken from the 
manufacturer’s catalog if desired, 
if the make of traps and valves 
to be installed is known. Usually, 
however, the traps and valves are 
one of several makes specified, and 
in this case the ratings as given 
by the different manufacturers or 
the ratings as given in the Guide 
may be used. 


32-Volt Burner Controls 
To the Editor: 

We have a customer who has a 
32-volt lighting system. He is in- 
terested in installing an oil burn- 
ing heating system. 

What could we do in regard to 
the transformer and controls for 
such a system? 

If you could tell me where we 
could get these controls, I would 
appreciate hearing from you at 
once. 


Maine S.F.P. 


To the Reader: 

You do not state the type of oil’ 
burner you intend to install, nor 
what you intend to use as a 32-volt 
motor, nor whether you plan on 
installing a pot type burner. Nor 
do you state current of the 32-volt 

(Please turn to top of page 124) 























Questions and Answers 





(Continued from page 123) 
system, that is, if it is a-c or d-c, 
or capacity of the generator. 

However, special ignition trans- 
formers, stack switch and thermo- 
stats would, as far as we can de- 
termine through inquiry to control 
manufacturers, have to be specially 
wound for 32-volts. If your cus- 
tomer wants an automatic oil burn- 
ing system, it would be just about 
as economical for him to purchase 
a modern, 110 v-a-c 5 kwhr gaso- 
line-powered generator, as _ it 
would be to have special controls 
made up. 

If any of our readers have fur- 
ther information on this subject, 
we'll be glad to hear from them. 


Anode Rod Rumbling 
To the Editor: 

Recently we installed two anode 
rods in water heaters that had 
been in use for three years. Both 
heaters were the same make. 

Since the rods have been in the 
heaters, they have been making a 
rumbling noise. 

We have checked the lines and 
they are free. We have put in quite 
a number of these rods, and this is 
the first time we have had any 
trouble. 

Can you help us? 


Nebr. R.W.W. 


To the Reader: 

This condition has been pre- 
viously encountered in highly 
mineralized waters having an 
abundance of calcium and mag- 
nesium salts. These salts are pre- 
cipitated as a more or less crumbly 
scale settling to the bottom of the 
tank. Here they serve to insulate 
the bottom heated surface from the 
main body of water in the tank. 
As a result the water nearest to 
the bottom surface becomes super- 
heated and steam bubbles form. 
When sufficient pressure develops, 
these rise up through the water in 
the tank. As they break through 
the layer of deposited salts, the 
rumbling noise ¢an be noted. 

This condition ,can probably be 
alleviated by flushing out this solid 
matter from the tank bottom. Since 
the anode is quite active in waters 
where this condition is observed, 


it seems probable that only one 
anode is needed to provide ade- 
quate protection. The presence of 
one anode would also reduce the 
frequency of cleaning required to 
prevent the recurrence of this 
noisy condition. 

H. A. Humble, manager, electro- 
chemical sales, Magnesium Di- 
vision, Dow Chemical Company, 
Midland, Michigan. 


Oak Flooring 
To the Editor: 

I have a customer who wants 
radiant heating installed in a new 
home. However, she plans to have 
oak flooring, and she has heard that 
radiant tube under oak floors is 
usually unsatisfactory. She claims 
that it causes the seams to open. 

I have installed radiant heating 
under all types of floors except oak, 
and I have had no such difficulty. 
Can you give me any detailed in- 
formation on the actual effect of 
such an installation on oak floors? 
Nev. R.V. 


To the Reader: 

According to many contractors 
who have installed hundreds of 
floor radiant panel jobs, any kind 
of flooring that leaves a small air 
space has a negative effect on heat 
output from the panel. Oak floor- 
ing, for example, when laid over 
the slab, will tend to leave an air 
film between the wood and the con- 
crete slab, and this air film acts as 
an insulator to reduce heat transfer 
from the panel, raise fuel bills and 
decrease efficiency of the heating 
system. In general, no flooring oth- 
er than that which can be laid down 





AIR SPACE 
REDUCES HEAT 
TRANSFER 


245 Ppie Ox 05:0. Q*.0.4) 


OAK FLOORING 





CONCRETE SLAB UBES 




















Drawing above shows typical radiant panel 
section with oak flooring. Note air film 
between flooring and slab. This film re- 
duces heat output, raises fuel consumption. 
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so as to insure direct contact with 
the slab, is satisfactory. Parquet 
oak flooring, for example, is satis- 
factory because it is cemented or 
glued to the slab. Tile or other 
material cemented to the slab is 
also recommended. 


Sewer Gas in House 
To the Editor: 

We are having sewer gas trouble 
with a one story home in the coun- 
try. Fixtures were vented and sep- 
tic tank installed per code. Vents 
were extended above house fire 
wall, but customer complains of 
sewer gases entering windows and 
doors. 


N. M. D. G. B. 


To the Reader: 
A properly vented plumbing sys- 
tem will dissipate sewer gas into 
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Fig. 1: This illustration shows how outside 
wind can set up eddy currents that suck sew- 
er gases from vent, force them into house. 


air above the building. This vent- 
ing included correct pipe sizing and 
placing of vents. For example, even 
if the reader’s vent is above the 
firewall, plumbing system layout 
may bring it to critical point in re- 
lation to the firewall. 

If the septic tank is vented 
through the house drain and vent, 
back pressure can be built up in 
the tank to force the heavy gases 
back through the system to the 
roof. These can be forced down 
outside building walls by wind ef- 
fect. 

To avoid these effects, extend 
vent stack slightly higher and move 
it toward center of the building, a 
minimum of 12 ft from any door or 
window. If roof is peaked, set stack 
over to the peak, to remove eddy 
currents, 
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FROM DATE OF INCORPORATION ON NOVEMBER 23, i900 TO DECEMBER 31, 1949 


THE COMPANY RECEIVED: 


From customers for products purchased by them 
Dividends received, interest earned, and other income 


Total revenues 


THE COMPANY PAID OUT OR PROVIDED: 
For raw materials, supplies, and services bought 


Provision for depreciation (wear and tear or 
obsolescence) of plants, buildings, machinery and 
equipment and for depletion of coal, iron ore and 
limestone, etc., by mining operations 


Federal, State, local and miscellaneous taxes 


Interest and other costs on long-term debt (including 
dividends of $27,265,805 paid to preferred shareholders) 


Total costs 


Leaving for wages and salaries of employees, 
dividends to shareholders, and amount required 
to be retained by company for needs of the business 


*OUT OF WHICH THERE WAS PAID: 


Employment costs (pay rolls, vacations, social security 
taxes, insurance and pensions paid to or for account 
of employees) 


To common shareholders as dividends 
Amount retained in the business for present and future 
needs and to assure steady work for employees 


Total 


Your patronage and the American system of free enter- 
prise have helped make this company an important factor 
in the steel industry. Our future depends on keeping 


America free, so that any group of citizens may organize 


RODS - SHEETS 








$5,122,702,261 
76,068,236 


$5,198,770,497 


$2,766,354,971 


270,852,769 
267,462,953 


117,724,128 
3,422,394,821 


*$1,776,375,676 100.00% 

$1,474,693,687 83.02% 
125,126,950 7.04 
176,555,039 9.94 

$1,776,375,676 100.00% 


a business, at any time--with the expectation that it, too, 
may grow strong--provide jobs, supply needed products 
and achieve success in the next 50 years. In the preser- 
vation of the American way of life lies our future hope. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON, ALLOY AND YOLOY STEELS 


- PLATES - BARS - 
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ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 


TUBULAR PRODUCTS - CONDUIT - RAILROAD TRACK SPIKES, 
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FIELD SCOTTY, 


pre-set or adjustable, 
first choice with manu- 
facturers, jobbers and 
dealers of stoves and 
ranges. 











FIELD TYPE ‘‘M”’, 


first choice with the leading 
manufacturers, jobbers and 


dealers of heating equipment. 












FIELD RNA-W, 


first choice with manufacturers, 
jobbers and dealers of hot water 
hesters, finest control made for 
this purpose. 

















FIELD ‘‘BAROCHEK’’, ut 


combination check damper and 
barometric draft control. Makes 





any hand-fired furnace more ef- ti 
ficient. e> 
W. 
th 


FUEL SAVING SYSTEM, 


newest and finest of damper mo- 
tor systems. A profitable door- ge 


mn ted! CONTROL DIVISION | :: 


of H. D. Conkey & Company, MENDOTA, ILLINOIS pe 


( Materials Handling Division — Cranes & Hoists de 
( Conco Building Products, Inc. — Brick, Tile & Stone 





AFFILIATES: 





ste 









See our exhibit at the 10th International Heating & Ventilating Exposition, C cial M , Philadelphia, Jan. 22 to 26, 1951, Space No. 708. 
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Boiler and Radiator Sales Are Up! 


Experts at the IBR meeting say the trend will continue 


Tue sales volume of cast 
iron boilers, radiators and base- 
boards has reached the highest 
point of any postwar year, it was 
reported last month at the 35th 
annual meeting of The Institute 
of Boiler and Radiator Manufac- 
turers at Absecon, N. J. 

Shipments of cast iron boilers 
for the first three quarters of 
1950, for example, totaled 145,- 
657, against a figure of 95,258 
for the same period of 1949 
(quantity is in thousands of lbs.) 

Shipments of cast iron radia- 
tors and baseboards, in thou- 
sands of sq ft of radiation, totaled 
27,106 for the 1950 three-quarter 
period compared with 17,552 for 
the 1949 period. 


Trend Will Continue 

General optimism for a con- 
tinued high level of sales was 
expressed by Institute experts, 
with the only qualification being 
the possibility of shortages. 

In a report by R. E. Ferry, 
general manager of the Institute, 
the I-B-R School of Modern 
Heating was described as “the 
most constructive promotional 
and educational activity ever un- 
dertaken for the hot water and 
steam heating industry.” 

Mr. Ferry said that a total of 


1,300 students have attended the 
26 schools which have been held 
up to and including November 3. 
An analysis of the enrollment 
indicates that of the 1,300 stu- 
dents, 53 percent were contrac- 
tors, 28 percent salesmen em- 
ployed by wholesalers, 15 per- 
cent representatives of manu- 
facturers, and the remainder 
were architects, builders and oil 
burner dealers. (The short 
courses on heating presented at 
these schools are currently being 
described in a series of articles 
in this publication. This month’s 
installment begins on page 138.) 


Members of the Institute also 
approved the holding of a fifth 
Short Course in Hot Water and 
Steam Heating at the University 
of Illinois in June, 1951. 

Stanley K. Smith, president of 
the H. B. Smith Company, West- 
field, Mass., was elected chair- 
man of the Institute, succeeding 
W. C. Murray who served two 
terms as chairman. Wesley J. 
Peoples, president of the United 
States Radiator Corporation, De- 
troit, was elected vice chairman. 

Attendance at the meeting was 
the largest in the history of the 
Institute. 





145,657 
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CAST IRON BOILERS 
Thousands of Lbs. 
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RADIATORS AND BASEBOARDS 
Thousands of Sq. Ft. 
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EHETROIT CERTIFIED 


THE NEWEST ADDITION TO A QUALITY LINE! 


Here’s brand new evidence of what most heat- _in solenoid valve design and is engineered for 
ing men have known for years—it pays to, use on a wide variety of gas fired units. So 
demand Dero! Why? Because DétRon Certified insist that your source of supply furnish Dero 
Certified Controls with all your heating equip- 
ment. We guarantee you'll be doing yourself 
and your customers a lasting favor! For further 
facts, write for Bulletin No. 234. 


Ps 





Controls are designed and built with one pur- 
pose in mind...to make any heating unit better! 
And one sure way to make gas heating units 
better is to install DEtRom'’s new V-541 Magnetic 
Gas Valve. Having many new and outstanding : 
features, the V-541 is a truly significant advance ee ee Re 

4 accurate Timed Cycling thermostat for all 


types of heating systems. Provides close 
control of room temperature. Attractively 


5 styled, easily installed and adjusted. Write 
i for Bulletin No. 193 and Form No. 1545. 


LUBRICATOR COMPANY 


DETROIT HEATING AND REFRIGERATION CONTROLS © ENGINE 
5900 TRUMBULL AVE., DETROIT 8, MICHIGAN SAFETY CONTROLS © FLOAT VALVES AND OIL BURNER EQUIP- 
Division of Amrmcan Rapuaron & Stardard Sanitary conronarion MENT © DETROIT EXPANSION VALVES AND REFRIGERATION 


Canadian Representatives: RAILWAY & ENGINEERING ‘DETRE ACCESSORIES © STATIONARY AND LOCOMOTIVE LUBRICATORS 
SPECIALTIES, LTD.—Montreal, Toronto, Winnipeg 


Terving home amd imduatty AMERICAN-STANDARD + AMERICAN BLOWER ¢ * DETROIT LUBRICATOR » KEWANEE BOILERS © ROSS HEATER #© TONAWANDA IRON 





Techniques for Installing 
Gas Heating Controls... 


Here are the fundamentals of automatic gas control operation and 
installation for hot water, steam and warm air heating 


Ir HAS been said that automatic controls 
are so dependable that no one pays any attention to 
them until they are taken out. Certainly it is true 
that automatic controls are taken for granted be- 
cause they are necessary for comfort and safety. 
However, a knowledge of the application and 
operating principles of controls for both warm air 
and hot water gas-fired heating systems can help 
the contractor and his servicemen install these 
heating plants in a minimum of time, at a maxi- 
mum of heating comfort and customer satisfac- 
tion. Included in this article are data on controls 
such as safety pilot, warm air limit control, im- 
mersion limit control and blower control. Also 
given are tips for wiring these controls. 

To emphasize the importance and proper use of 
gas controls, let’s take a completely uncontrolled 
gas-fired, gravity warm air heating system as an 
example. The system is furnished with proper 
duct-work, installed in a home, connected to the 
gas supply and lighted. Without controls, and 
under normal conditions, the house would soon 


Below: Here’s a warm air, gas-fired furnace equipped with auto- 
matic controls as follows, left to right: Thermocouple pilot safety 
valve; diaphragm gas pressure regulator valve; mechanical gas 
valve controlling gas supply to burners. At right: Wiring dia- 
gram showing some of the elements in photo at left, for forced 
warm air heating system. Thermostat letters indicate color code. 


become unbearably warm. To guard against such 
a condition, a hand valve can be placed in the 
gas supply line, so that the gas could be shut off 
whenever the house became warm enough. Such 
a valve would be considered as a control, though 
not as an automatic control, since the gas would 
have to be lighted again after the house cooled off. 
The next step toward automatic control would 
consist of introducing a pilot flame which would 
burn constantly, and which would save the oc- 
cupant of the house the trouble of lighting a 
match every time he wanted heat. But he still 
would have to go to the basement and open the 
control valve for the main burner. The pilot 
flame, then, is an automatic feature, but the heat- 
ing equipment still has a long way to go before it 
can be considered to be entirely mechanized. 
Improvement of the control valve is next in 
order. Since it is no longer necessary to be pres- 
ent when lighting the gas, control of the valve 
could be done remotely if it were possible to make 


(Please turn to top of. page 130) 
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(Continued from bottom of page 129) 

a long extension of the valve handle, and manipu- 
lating the handle from one’s easy chair. This is 
speaking figuratively, but the principle of the 
long handle is to be found in automatic controls, 
as the following paragraphs will demonstrate. 

Before the occupant can be sure that his trips 
to the basement are over, the operation down 
there must be so foolproof that the trips are no 
longer necessary. The pilot flame, for instance, 
must always burn. But suppose it were extin- 
guished for a number of reasons. (These would 
include a momentary interruption of the gas sup- 
ply, a violent gust of wind through an open door 
or down the chimney.) 


Safety Pilot Control Application 


The extinguished pilot flame is no hazard in 
itself, since the small amount of gas thus liberated 
would go up the chimney and be dissipated in the 
open air to a point where it would no longer 
support combustion. But if the main gas line is 
subsequently opened and the full amount of gas 
is allowed to flow into the unit for any length of 
time, a dangerous condition will develop. 

A device, then, must be attached to the unit 
which would interrupt this flow of main gas 
supply when the pilot flame is extinguished. Such 
a device is called a safety pilot. 

Even with the pilot flame, the control valve, 
and the safety pilot, the heating unit is still far 
from automatic, for the house occupant must al- 
ways be present to open or close the gas supply. 
How can this function be performed automati- 
cally? 

It is done by means of a room thermostat, which 
does not close the gas supply, but actuates the 
main automatic gas control valve. , 

Warm air outlets in the average home are 


Below: Photo shows a gas-fired steam boiler with controls, which 
are gas regulator, motor operated gas valve and mechanical limit 
control, and thermostatic pilot valve. At right: Wiring diagram 
for gas-fired steam heating with constant boiler pressure setting. 


equipped with dampers. These allow the heat 
from the ducts to be shut off, so that various de- 
sired temperatures may prevail in various parts 
of the house in accordance with the individual 
wishes of the occupants of the rooms. 

Suppose, however, that the dampers in the 
living room and adjoining dining room are closed, 
while the remainder are open. The temperature 
in these two rooms goes down. The thermostat, 
which is located in the living room, signals the 
furnace for more heat, because, according to its 
mechanism, more heat is indicated. 

If it were not for a further control, called the 
warm air limit control, such a condition might 
become dangerous. For if the full input of gas is 
used, as suggested by the thermostat, the tem- 
perature of the furnace may be raised far above 
the normal temperatures, for heat is being gen- 
erated faster than it can be delivered to the space 
to be heated. 

This may result in damage to the furnace. Fur- 
thermore, an overheated furnace may become a 
dangerous fire hazard. The condition is readily 
corrected by the warm air limit control, a tem- 
perature-sensitive element placed in the plenum 
chamber (the space which the heated air leaves 
as it enters the ducts.) This element will close 
the gas valve before a dangerous temperature is 
reached. Then, when house occupants find they 
cannot heat their rooms to the temperature de- 
sired, it is wise for them to make an inspection 
of the dampers, to see how many have been closed 
without considering the needs of the rest of the 
house. 

The problem of furnishing controls for auto- 


(Please turn to top of page 134) 





This article was prepared in cooperation with the Detroit 
Lubricator Co., Division of American Radiator and Standard 
Sanitary Corporation, Detroit. 
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2 space Klixon Relief Valves, installed on domestic hot 
water tanks, provide sure protection against 

2. Fur- dangerous explosions. 
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Actuated by the patented Spencer Thermostatic disc, 

Klixon Thermostats assure controlled heating or 

cooling. Because they have no toggles, magnets, 

charged bellows or other moving parts, they assure as nktxen 
long-lived service. Use Klixon Thermostats for 

heating control, cooling control, or both, for com- 

plete systems, unit heaters and space heaters. 
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KLIXON HOT WATER TEMPERATURE LIMIT CONTROLS 
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These controls are applicable for installation as 

either limit or operating units. Direct acting or re- 

verse acting all in one unit reduces stocking costs. 

Simple and easy to install... for surface (strap on) 3 

mounting or with adapter for immersion mounting. | Klixen Hot Water 


Temperature Limit 
Control 





SPENCER THERMOSTAT 


Division of Metals & Controls Corporation 
1812 FOREST STREET, ATTLEBORO, MASS. 





Homes without basements, similar to this one, are not ) 
| hard to heat when precautions are taken to reduce heat ideal 
loss, according to a recent study of 100 typical jobs. 





The joints, securely slipped together, are never butted, a 
{ as this could result in a blocked-off duct as the slab is 3) 
poured. Note the metal braces in the perimeter trench. 


Perimeter Heating 


It provides one answer to the problem of 


heating homes without basements 


Wuen It Comes to heating, 
you can’t beat experience. And 
according to the experience of 
many contractors, homes without 
basements are not difficult to 
heat, when proper precautions 
are taken to reduce heat loss 
from the slab to the earth and to 
the outside atmosphere. 

The following case study, based 
on the experience of a contrac- 


tor who installed 100 warm air 
perimeter systems last fall in a 
Long Island, N. Y. housing proj- 
ect, shows how this relatively 
new type of heating can be suc- 
cessfully utilized in a low-cost 
basementless home. 

The perimeter system, in prin- 
ciple, employs a round galvan- 
ized duct imbedded in the con- 
crete slab four inches from the 
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Heavy waterproof paper is used as a continuous mem- 
brane between the fill and the slab. This keeps the slab 
dry, which prevents excessive heat loss to the ground. 





The ducts are held in place by tie-wires two inches above 
the bottom of the trench. They will be the same distance 
below the surface of the slab after the concrete is poured. 


outside edge and _ extending 
around the perimeter of the 
house. Here’s how a typical in- 
stallation is made: 

First, a porous fill of coarse 
gravel, with all the fines elimin- 
ated by a %4-inch screen, is laid 
between the foundation walls. 
This is covered by heavy water- 
proof paper, or 55-pound roofing 
felt, which serves as a continuous 
membrane between the fill and 
the slab. The paper completely 
covers the area within the foun- 
dation and extends up the foun- 
dation walls to the point shown 
in photo number four, above. 
All joints of the paper are lapped 
and sealed. This procedure is 
important, of course, because it 
keeps the bottom of the slab dry, 
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‘ The warm air furnace will be placed in the area indicated 
3 by the wooden form. Radial feed ducts extend to the 
main perimeter ducts along the outer edge of the slab. 





they are completely covered. The tie-in wire prevents 


6 Concrete is applied beneath and around the ducts until J 
the ducts from floating. The floor slab is poured next. 


which prevents excessive heat 
loss to the ground. 

The round ducts (usually eight 
inches in diameter) are then laid 
in trenches around the outside 
perimeter of the house. They 
are held securely in place by rods 
or tie-wires two or three inches 
above the bottom of the trench 
and the same distance below the 
surface of the slab (see illustra- 
tions four and five). The joints, 
securely slipped together, are 
never butted, since this could 
result in‘a blocked-off duct as 
the slab is poured. Register loca- 
tions are then selected and 
marked by placing a sheet metal 
form of correct size on top of the 
duct. These forms, which actu- 
ally become the register stacks, 





are made integral with the ducts 
before the slab is poured. 

Since efficient thermal insula- 
tion is highly important for the 
economical heating of a base- 
mentless house, this contractor 
recommends that the register and 
stack be set into the wall so that 
at least two inches of insulation 
can be placed between it and the 
cold exterior wall. 

Concrete is then applied be- 
neath and around the ducts until 
they are completely covered. 
The rods and tie-wire prevent 
the duct from floating. After the 
concrete sets, the slab for the 
floor is poured, with the finished 
surface never less than six inches 
above the established grade. 
While the slab is being poured, 
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| 


The furnace, which supplies warm air for the perimeter 
heating system, is compact enough to fit into a closet 
in the center of the house or in a small utility room. 


great care is exercised not to 
puncture the membrane or to 
crush the ducts. Any holes made 
accidentally in the membrane are 
immediately sealed. 

Two inches of insulation are 
installed between the edge of the 
slab and the point where it joins 
the foundation walls, with the in- 
sulation turned under the slab 
and extended about two feet 
from each foundation wall. 

When installed in the above 
manner, in conjunction with a 
high quality, continuous circu- 
lation furnace, a perimeter sys- 
tem will provide comfort to the 
home’s occupants at low cost. 

The first house in this Long 
Island development was occupied 

(Please turn to top of page 191) 
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(Continued from bottom of page 130) 
matic operation is the same whether the heating 
unit is a warm air furnace or a hot water boiler. 
In the latter case the limit control is so constructed 
that it registers the temperature of the water in 
the boiler. In order to do so, it is immersed in the 
water and is called an immersion limit control. 

When the water temperature increases to the 
degree selected as maximum for safety and com- 
fort, the control automatically shuts off the gas 
supply. The immersion control is also available in 
a reverse acting type, which goes into action when 
the water temperature rises to a point where it 
contains the necessary heat for proper operation. 

This type of control is generally used to guide 
the operation of a hot water circulating pump just 
as a blower control is used to start a blower in a 
winter air conditioner. (Blower controls will be 
described in succeeding paragraphs.) Immersion 
limit controls prevent the operation of the water 
circulating pump until the temperature of the 
water in the boiler is adequately hot. It is evi- 
dently unnecessary to circulate cool or cold water 
through a heating system. 

Sometimes, when installing a gas conversion 
burner in an existing boiler, it is difficult to find 
an opening through which the control can be 
immersed in the boiler water. In such cases a 
clamp-on limit control is attached to the surface 
of a hot water pipe near its point of emergence 
from the boiler. A gas-fired steam boiler usually 
has the same controls as a hot water boiler. Its 
limit control is a pressure-operated switch. 

In order to obtain a better distribution of heat 


through a house, blowers are added to warm air 
furnaces in order to force the warm air through 
the duct work. Automatic control of a blower 
consists of developing a device which will start 
it and also shut it off when desired. 

Since rapid circulation of air at room temper- 
ature is uncomfortable, the blower should be 
operated only during the time there is heated air 
in the furnace. A temperature-sensitive switch is 
installed in the plenum chamber of the furnace, 
so arranged that it automatically starts the blower 
when the air in the furnace is warm. The switch 
also stops the blower from operating before it be- 
comes uncomfortably cool, after the gas has been 
turned off by the room thermostat. 


Blower Control Operation 

This switch is called a blower control. It per- 
forms best when mounted in the furnace at about 
the same position as the warm air limit control. 
As a matter of fact, both controls can be, and 
usually are, combined into one device and op- 
erated by a single temperature element. This 
arrangement is called a combination blower and 
limit control. 

Most automatic controls in the thermostat cir- 
cuit operate on 20 to 25 volts. The source of this 
low voltage current is a transformer, through 
which the voltage from the main supply line is 
passed and reduced. In the transformer are two 
coils of copper wire, a primary coil and a second- 
ary coil, wound on an iron core made up of flat 
plates separated by varnish coatings. 

The primary coil is connected to the line volt- 
age (115V lighting circuit), and current flowing 


(Please turn to top of page 136) 
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Typical wiring diagram for installation of gas controls on gas-fired forced hot 
water boiler is shown above. Thermostat and transformer letters are color code. 
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Forced circulation gas-fired, package type hot 
water boiler, showing main gas control valve. 
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MM... than 29 years of intensive research 
in the development of better oil burners 
is a major reason why America’s leading 


heating manufacturers equip their 





oil burning units with... 


ABC OIL BURNERS 
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Kub your knuckles 
on the floor 
if you want— 


I GET A CHOICE OF IN- 
LETS—SIDE OR BOTTOM” 


“I’m getting too old to be trying 
to get at poorly located: outlets, 
because | can’t stand on my 
head, and I don’t like skinning 
my hands on those tough-to- 
get-at spots. So I got smart 
years ago and started using 
Webster Electric fuel units. 
With either a side or bottom 

inlet I eliminate a lot of 

bother and unnecessary mon- 
key business, and | thought 
I'd pass that tip along to you.” 


An identical unit is made for 
sale in Canada by Canadian 
Acme Screw & Gear, Ltd., of To- 
ronto, under license by the Webster 
Electric Company, Racine, Wisconsin. 


Established 1909. 
* ‘ 


ER W. ELECTRIC 
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Gas Burner Controls 
(Continued from bottom of page 134) 


in this coil causes the iron core to become mag- 
netized. As its magnetic field changes in unison 
with the change in direction of the alternating 
current, this changing field activates a current in 
the secondary coil, This voltage is in proportion 
to the number of turns in the secondary coil with 
respect to the number of turns in the primary coil. 

A relay-transformer may combine one of these 
low voltage transformers with a relay so that a 
low voltage control, such as a thermostat, may 
operate a high voltage load, such as is used in 
activating a circulating pump. 

Some automatic controls do not operate a set 
of electrical contacts. A thermostatically charged 
element may be mechanically linked to the valve 
stem of the gas valve to operate it directly, rather 
than through the electrical system. In another 
instance, the thermostatically charged bulb may 
be mechanically linked to a mixing valve to vary 
the temperature in a radiant panel in response 
to changes in outside temperature. 

Typical controls necessary for the efficient, 





























“Let’s forget price for a moment, 
Mr. McTavish!” 


safe, and comfortable operation of heating units 
include: safety pilot, room thermostat, main auto- 
matic gas control valve, combination blower and 
limit switch, immersion limit control, pressure- 
operated limit switch, and the relay-transformer. 

There is a line of demarkation between controls 
used for safety only and controls installed to con- 
tribute greater comfort. Some of them, however, 
do double duty. A warm air limit control on a 
warm air furnace, for example, may be used to 
protect the furnace from overheating. If desired, 
the warm air limit control may be set at such a 
point that it will limit air temperatures long be- 
fore they reach any hazardous stage, 
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Tie-In Sales Pay the Profit! 

(Continued from bottom of page 93) 
of making accessories pay his overhead starts 
working. 

This theme of catching prospects for “overhead” 
sales is also evident in Manwill’s advertising pro- 
gram. He runs an ad in a local paper (see photo, 
page 92) that emphasizes the repair idea. In ef- 
fect it says, “If you want plumbing fixed, Manwill 
fix it.” It’s a small ad but it carries out the big 
idea in the firm’s merchandising scheme. 

Recently he traded some repair and installa- 
tion work at a radio station for air time. He fig- 
ured it was an even swap and it worked to give 
him another string to his advertising bow. He 
now has two spot announcements three times a 
week. 

“But our best advertisements are our five 
trucks,” Manwill added. 

A question always arises with small merchan- 
dising organizations—especially those new in the 
game—whether it’s smart to take a booth in a 
local home show. Although a merchandiser only 
two short years, Manwill plunged into Salt Lake 
City’s home show this year. He found his firm to 
be the only plumbing establishment with a booth. 

Manwill believes the booth was well worth the 
investment not only because of the sales but be- 
cause it taught him something additional about 
this kind of public relations. Although his expe- 
rience is limited, Manwill believes that a booth 
should be designed to do two things: sell a def- 
inite product on the spot and also to keep the 
firm in the public eye. 


Gets Quick Turnover of His Capital 


One of the basic problems of a contractor who 
leaves his backyard and moves into modern mer- 
chandising quarters is how to spread his capital 
to get the most from it. Manwill figures he has 
his answer in repair and modernization jobs. He 
reasons, with particular emphasis that the same 
circumstances will not hold true for everyone, 
that he has to turn over the relatively small cap- 
ital he has as often as possible to make it work for 
him. 

“T can turn my money over four or five times 
in repair work as compared to other types. We 
can wind up one of these remodeling contracts in 
two or three weeks, collect our money and, in 
effect, recapitalize ourselves. It works swell for 
us and gives me the capital to invest in even more 
merchandising,” says the Salt Lake City dealer. 

As Manwill explains it, “Merchandising, for us 
at least, is sort of paying for itself as it goes. With- 
out this showroom we wouldn’t be selling small 
items—the same small items that are pretty much 
footing the bill for our overhead. The big items 
that these small sales often lead to are paying our 
profits, too.” 


| 
| 


| 
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One look at the 
trade mark 


AND YOU KNOW YOU 
CAN DEPEND ON IT”’ 


“T’ve always said, ‘by their name 
you know them,’ because I’ve learned 
in the field that certain brands of 
equipment are always depend- 
able. I’ve found, for example, 
that when I use a Webster 
Electric transformer, I’ve saved 
myself and my customer trou- 
ble. I can depend upon it to 
start every time... it can be 
mounted on practically every 
type of equipment . . . it is 
easy to connect. From ex- 
»erience, | know that the 
Vebster Electric trade 
mark on the outside means 
dependable quality on the in- 
side. That’s why it pays you to 
insist on Webster Electric trans- 
formers on every job.” 
Webster Electric AS are 
made by Webster Electric Company, 
Racine, Wisconsin, Established 1909. 
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how to eliminate 
rule-of-thumb 
in heating . . . 


AHI A 


ADIANT PANEL 
DESIGN TIPS 


Practical answers to everyday questions on panel heating—giving 
data on panel location, fuel costs, room air temperatures 


Hanes a general sur- 
vey of radiant panel heating, giv- 
ing fact and fiction on such con- 
troversial topics as ceiling versus 
floor panels, heat output and de- 
sign techniques. Information pre- 
sented is based on material given 
in a lecture by Clark M. Hum- 
phreys, senior engineer of the 
ASHVE laboratory in Cleveland, 
at the Fourth Short Course on 
Heating held at the University 
of Illinois and sponsored by the 
Institute of Boiler and Radiator 
Manufacturers, New York City. 

It would be appropriate to start 
this article by defining panel 
heating, at least for our immedi- 
ate purposes, as a method of 
heating which utilizes compara- 
tively large heated areas main- 
tained at comparatively low sur- 
face temperatures. 


Panel Heating Used by Romans 


Historians tell us that panel 
heating was used by the Romans 
over two thousand years ago. 
The first of the modern types of 
panel systems was installed in 
England about 1907 or 1908, while 
the first system in this country 
was installed in 1910. However, 
this type of system did not be- 
come popular here until about 15 
years ago, and since that time 
many thousands of such installa- 
tions have been made. 

Panel systems may be typed in 
a number of ways. Today we 


have systems utilizing either hot 
water, warm air, or electricity as 
the heating medium. 

The heating panel may be in- 
stalled either on the ceiling, floor 
or walls of the space, and each 
location has certain advantages 
and disadvantages. The ceiling 
panel may be operated at a re- 
latively high temperature, and 
because of this, its heat output 
per sq ft of surface is higher than 
for any other panel location. Ap- 
proximately 65 percent of its to- 
tal heat output is by radiation. 
The ceiling panel is unobstructed 
by room furnishings, and, since 
it is usually of plaster, it has a 
comparatively low heat capacity. 

Since the building occupants 


must walk on a floor panel, its 
temperature, and therefore its 
heat output, is more limited. It 
also gives a smaller amount, 50 
to 55 percent, of its total output 
by radiation. The performance 
of floor panels is influenced by 
floor coverings and room fur- 
nishings, and the heat capacity 
of a concrete panel is quite large. 

Wall panels are seldom used 
except as an auxiliary to either 
a floor or a ceiling panel. The al- 
lowable temperature and heat 
transfer rates lie between those 
for floor and ceiling panels. 

The various methods now be- 
ing used to design panel systems 
range all the way from the 
simplest “rule of thumb” to a 
procedure which requires the so- 


Here radiant panel tube is being hung under expanded metal lath. While rocklath can 
be used, metal lath is generally conceded to give best heat transfer results. Make 
sure that the plasterers get plaster well up around the tube, through the metal lath. 
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lution of six simultaneous equa- 
tions. Needless to say the “rule 
of thumb” methods are more 
popular. Several years ago an 
analysis of these methods was 
made and it was found that the 
recommendations varied by con- 
siderably more than 100 percent. 
These findings were verified by 
a literature survey made at the 
ASHVE Research Laboratory. 


The initial 100 percent varia- 
tion in design methods is in- 
creased enormously by the safe- 
ty factors added by the designer 
or contractor. In a multi-story 
dormitory located in Georgia, 
one-inch pipes are installed in 
various parts of the building on 
9 in., 12 in., and 18 in. centers. 
In a Chicago apartment house % 
in. copper tubing is installed on 
36 in. centers. Yet in spite of 
such wide variations, most of the 
panel systems seem to work. 
This is probably true for two 
reasons: : 

1. Most, or probably all, of the 
systems are considerably over- 
sized. 

2. The thermostat and not the de- 
signer selects the operating 
conditions. 

As frequently happens with 
new developments, extravagant 
claims have been made regard- 
ing the performance of panel 
heating systems. The home own- 
er was led to believe, for in- 


At right: A typical radiant floor panel job is 
underway. The question of whether to select 
floor or ceiling panels can best be answered 
by determining the heating requirements of 
the occupants. For example, in a home where 
small children will be playing on the floor, 
warmed floors have a decided advantage. 


Below: Tests are being conducted on various 
panel designs at the ASHVE laboratory. 
Shown here is a slab section with couples. 
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stance, that he would be com- 
fortable in a panel heated space 
at an air temperature of about 
65 deg. As a matter of fact, it is 
possible to make a person com- 
fortable at such an air tempera- 
ture if the temperature of the 
surrounding wall surfaces is suf- 
ficiently elevated. However, such 
a condition is possible only in 
laboratory tests where very high 
ventilation rates may be used. 
In the modern home which is 
tightly built and weather- 
stripped to reduce infiltration, 
high mean radiant temperature 
elevation is impossible. Radiant 
energy from the panel warms the 
other room surfaces and room 
furnishings and they, in turn, im- 
mediately warm the air to such 
an extent that the air tempera- 
ture comes within a very few 
degrees of the average room sur- 
face temperature. 


Panel Heating Survey 

Several years ago a survey of 
19 panel heated homes was made 
by the ASHVE Research Labora- 
tory staff. The purpose of this 
survey was to determine the con- 
ditions which were being found 
comfortable by the home occu- 
pants. The average air tempera- 
ture in these homes was found 
to be just over 75 deg, while the 
range of temperatures was from 
69.5 to 78.0 deg. The mean radi- 
ant temperature for these homes 


















was determined from numerous 
surface temperature readings 
and was found to average 72% 
deg, or almost three degrees be- 
low the air temperature. 

The temperature gradient from 
floor to ceiling in a panel heated 
space is quite small. In the 19 
homes mentioned above, this 
gradiant averaged less than two 
degrees. In spaces such as of- 
fices, the floor to ceiling differen- 
tial is likely to be about the same 
as for any other type of heating 
system because of the large heat 
input from lights. 


Panel Heating Fuel Costs 

The purchaser of a panel heat- 
ed home may also have been giv- 
en the impression that with this 
type of heating his fuel bill would 
be reduced by thirty or even by 
forty per cent. This again seems 
to be the result of wishful think- 
ing or of wishing without think- 
ing. One of the reasons given for 
this alleged economy was the re- 
duced comfort temperature, 
which has been shown to be 
false. It was also pointed out 
that the reduced stratification 
from floor to ceiling would pro- 
duce economies, but this saving 
will certainly be offset by in- 
creased heat loss from the floor 
panel to the ground or from the 
top-floor ceiling panel through 
the roof. Heat losses for a given 


(Please turn to top of page 140) 

























Radiant Panel Design 


(Continued from preceding page) 
structure are directly propor- 
tional to the difference between 
inside and outside temperatures. 
If there is no difference in inside 
temperatures for the panel heat- 
ed and conventionally heated 
building, then there is no reason 
to expect a lower heat loss. Fuel 
costs will probably be essentially 
the same regardless of the type 
of heating system. 

Panel heating presents an un- 
usually difficult problem for the 
control engineer. The heat re- 
quirements of a space can vary 
widely in a very short period of 
time, particularly when influ- 
enced by solar radiation or inter- 
nal loads. The heat capacity of 
a panel system is high, and the 
system output cannot always be 
changed rapidly enough to keep 
up with sudden changes in de- 
mand. Plaster panels, of course, 
have less heat capacity and there- 
fore less lag than the concrete 
panel. In tests at the ASHVE 
Research Laboratory, it was 





found that from six to twelve 

hours were required for concrete 

panels to reach 2quilibrium aft- 
er any change in conditions. This 
time was reduced from one- 
and-a-half to two hours in the 
case of plaster panels. Appre- 
ciable changes in output could of 
course be made in much shorter 
time intervals. 

To briefly summarize, we find 
that: 

1. Panel heating design is some- 
times done by inaccurate “rule 
of thumb” methods. 

2.Comfort temperatures with 
panel heating are the same as 
with other types of systems. 

3. Panel heating does not neces- 
sarily save fuel. 

4.Panel heating can offer dif- 
ficult control problems. 
However, panel heating is be- 

ing widely used and is proving 

very satisfactory. In the survey 
of the 19 homes mentioned above, 
the occupants were unanimous 
in their very hearty approval of 
this type of heating. If such an 
acceptance can be obtained with 
our present limited knowledge 





of panel heating, research on the 
subject should make this type of 
heating even more attractive. 
On the other hand, one might 
argue that if panel heating in its 
present form is so satisfactory, 
there is no need of spending 
money on research. A very good 
answer to this came to the Lab- 
oratory from the industry itself. 
The heating engineer for a large 
concern in the building design 
and construction field called to 
inquire about better methods of 
panel heating design. He felt 
that in the near future the build- 
ing construction industry would 
no longer be able to sell a system 
which was badly overdesigned, 
but instead, would have to be 
able to design accurately, safely, 
and economically. He is anxious 
to obtain information which will 
permit this type of design. 





Tests on floor and ceiling radiant panels 
are now underway at the ASHVE research 
laboratory. Data from these tests will aid 
the contractor in making accurate radiant 
panel layouts and designs, and test results 
will be presented in forthcoming articles. 
Ed. note. 





Something New 
in Heating 

(Continued from page 89) 
which is designed for under- 
floor or basementless home con- 
struction; as well as an overhead 
forced convection heater, also 
of the suspended type. 

One manufacturer specializing 
in registers has just come out 
with a floor diffuser designed 
especially for perimeter heating. 
This register has vanes set to 
spray warm air upward and to 
both sides, as is required of ra- 
diators placed under windows or 
along drafty walls. The same 
company has a new wall register 
for forced warm air heating with 
a four-way directional control 
that permits the system to be 
balanced at the register, without 
the use of quadrant dampers. It 
incorporates a very simple meth- 
od of adjustment. 


Complete air conditioning sys- 
tems for winter and for both 
winter and summer service, will 
be thoroughly represented at the 
exposition. 

In addition to air conditioning 
systems for multi-room applica- 
tion, the expoSition will feature 
air purification, including filtra- 
tion and chemical and biological 
treatments. In this category is 
electrical precipitation, which 
has proved remarkably success- 
ful in many applications. One 
exhibit at the exposition will in- 
clude an indastrial low voltage 
precipitator, available for an in- 
viting type of application in 
product or by-product recovery, 
but also useful for nuisance 
elimination, which is a remedy 
sought by industries that are lit- 
erally in bad odor with the pub- 
lic. This exhibit will feature an 
exclusive built-in washing sys- 
tem, and will also emphasize 
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packaged units of relatively 
small cost for installation on 
small jobs. 

In the extensive display of 
tools especially made to speed 
up and simplify field work is an 
air-cooled all-purpose portable 
power saw, which fits a heavy 
duty drill driven by compressed 
air or by flexible shaft. This tool 
is especially adapted for rough- 
ing-in plumbing, installing pipe 
and conduit and other time-con- 
suming jobs customarily worked 
by hand. There are many other 
such exhibits listed, pipe bend- 
ers for diameters up to six 
inches and copper tube benders 
up to three inches, as well as 
improved designs for tools and 
equipment of many kinds. 

The show has been organized 
for the purpose of developing 
the heating, ventilating and air 
conditioning arts. 
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“We Give Our Customers the Best... 








ochester Gauges” 


“T ; The dependability and positive leak-proof feature of Rochester ‘“Dual- 
Dial” gauges are two reasons why oil burner dealers like Keller Engi- 
neering Company rely on them. The solid die-cast head cannot leak 
oil or vent smelly fumes even under pressure! Customers remain satis- 
fied. Needless and costly service calls are eliminated. The large figures 
on the magnetically actuated “Dual-Dial” can be read at a glance 
from both front and back. There is never any doubt about oil level. 

Underwriters’ listed for over 25 years, Rochester Gauges are stocked 
for 275 gallon oil burner storage tanks in the following depths— 22”, 
24”, 26”, 27”, 42”, 44”, and 47”; 112” and 2” pipe thread connections. 
Special lengths to order. 









































INCREASE PROFITS THIS WINTER! Here is an additional source 
of revenue for those slow winter months. Service unbalanced heat- 
ing systems easily, quickly and accurately with a Rochester CAC 
(Circulation Air Control) Kit. Use it to build customer good-will 
and increase your own profit. 

This inexpensive Kit contains three accurately calibrated Roch- 
ester Thermometers with self-supported tapered shafts. You can 
take simultaneous readings and since no tools are required, your 
hands are free to make necessary adjustments. 







































MANUFACTURING CO., INC. 


GUARANTEED ACCURACY 19 Rockwood St., Rochester 10, N.Y. 


Oil Burner Servicing 


These methods for making fast and efficient change to oil heat can 


help save the contractor time, labor and customers 


* 


Heres brass-tack data on making more 
efficient heating system changeovers from hand to 
automatically fired oil burning systems. The heat- 
ing contractor and his servicemen will find these 
step-by-step techniques of general value in re- 
ducing time-on-the-job, increasing efficiency and 
insuring customer satisfaction. Future articles in 
this series will take up specific problems relating 
to oil burner installation, servicing and adjust- 
ment; including controls, combustion chamber 
construction, piping and ignition. 


Coal Burning Furnace Conversion 


Converting a coal burning furnace to oil can 
produce a successful, reasonably efficient, trouble- 
free installation. It requires planning and prep- 
aration, attention to details, good workmanship, 
and a follow-up of proper testing and adjustment. 
These things are already part of the heating con- 
tractor’s routine. They actually make the job 
easier to install, reducing the total time and cost. 
A well planned, well installed conversion job 
will produce a satisfied customer, happy to rec- 
ommend the dealer to his neighbors. A poor in- 


A neat basement after an oil conversion not only indicates a well- 
trained serviceman and a good job, but will make the housewife 
your friend. Why not check on your next few jobs for this point? 


llth Article of a Series 
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stallation will waste oil for the purchaser, 
probably smoke and give off odor, and make him 
regret having been sold on oil heat. 

The first step in planning the job is to make a 
heat survey of the house. This need not be shaved 
down to fine accuracy, but it should be some- 
thing more than just counting the radiators, or 
even the number of feet of exposed radiation. 
Careless reckoning gets the estimator off to a poor 
start because he is relying on the judgment of the 
original installer of the plant, who may have 
skimped the job. 

Good estimates of heat requirements are made 
by determining the total heat losses of the house 
in Btu’s at the recognized temperature differen- 
tial of the region. 

Quick estimates, using the Mills Rule, etc., are 
not satisfactory for designing entire heating sys- 
tems, but work out well for oil burner calcula- 
tions in existing systems. This article will deal 
with installing the burner after the heat loss has 
been calculated. 

This calls for determining the capacity of the 
furnace or boiler in relation to the heat loss, and 


For trouble-free installations always install a filter in the line just 
ahead of the fuel pump, as shown above. In this position the filter 
is best able to prevent nozzle clogging and is easy to clean. 
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considering its adaptability to oil firing. This is 
often difficult, because the coal rating of a furnace 
will sometimes vary greatly from the oil rating. 
There are comprehensive books giving heat trans- 
fer data on most of the furnaces and boilers built 
in this country. The heating contractor’s office 
should not be without one. While the informa- 
tion given is incomplete, these manuals can be 
quite useful, especially when used against the 
background of the heating man’s experience. 
How any particular coal fired unit will respond 
to oil firing is largely a matter of judgment. The 
amount of exposed heating surface is important, 
but cannot be measured in practice. A round 
boiler, regardless of diameter, is not likely to be 
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ing from combustion, ~ ie 
thus these walls increase FIRE BOX SIDE VIEW 
efficiency, plus saving 
CO. and overall effi- 
ciency of the conversion 
fuel. In general, shape 
of the combustion cham- 
ber should conform to 
flame shape character- 





Looking down upon a 
combustion chamber, 
note that construction 
fits oil burner flame 
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efficient if there are not two or more intermediate 
“pancakes” between its firepot and dome sections. 
Rectangular cast-iron boilers as a rule are more 
efficient than round, when converted to oil, be- 
cause their longer flue passes can extract more 
heat from the fast moving gases. There is a quick 
rule that works out fairly well for determining 
the efficient firing rate of rectangular boilers. 
Take 60 percent of the grate area in sq ft 
Or: Grate area in inches x 6 = oil rate 
ert Cie ~ 10 (nozzle size.) 
A boiler whose grate measures 17 x 24 would fig- 
ure like this: 
408 (sq in.) x6 = 1.7 gph.. 
144 10 

A 1.65 nozzle at about 110 lbs pressure would be 
just about correct for the job. Even overfired by 
20 percent (if required by heat loss estimate), it 
would not develop too high a stack temperature 
with many rectangular boilers. 

This rule can also be applied to round cast-iron 
boilers if there are at least two pancakes. 

Old-style warm air furnaces generally have 
poorly arranged flue passages for oil burning, but 
much more surface exposed to the radiant heat 


of the flame. Their stack temperatures will gen- 
erally be higher than that of steam or hot water 
boilers. 


Some Boilers Will Not Adapt 


In a fair percentage of cases the contractor will 
be obliged to inform the prospective buyer that 
his furnace or boiler cannot be effectively adapted 
to oil heating; that efficient heating requires the 
use of a modern, packaged oil burning unit. He 
cannot be responsible for fuel waste, but would be 
foolish to refuse to install oil if the prospect de- 
mands it. 


The chief reason for the two preliminary steps 
is to determine the expected firing rate required 
by the house, and whether the furnace will de- 
liver it efficiently. A safe estimate, based on heat 
loss calculations, and allowing for heating lags 
due to piping, etc. would be: 

1 gph for the first 50,000 Btu. 

14 gph for each additional 25,000 Btu. 

Converted to steam radiation this would be about: 
1 gph for the first 200 sq ft. 

1, gph for each additional 100 sq ft. 

For gravity hot water: 

1 gph for the first 300 sq ft. 

¥ gph for each additional 150 sq ft. 


Allowing for Water Heater 


In steam jobs especially it is easy to use the 
heating plant to supply year ’round domestic hot 
water. During the heating season this feature 
adds to the load on the plant, therefore on the 
oil-rate. If the boiler is already loaded fully, it is 
sometimes wise not to add a domestic hot water 
hookup; especially if the present method of sup- 
plying it is satisfactory. 

In one- and two-family houses it is customary 
to add the hot water load to the radiation load at 
the rate of 1 gal storage tank capacity equalling 
1% sq ft steam radiation. Tankless heaters draw 
heavily on the heating plant, but because the load 
is usually only momentary, the load is figured as 
less than for tanks. 

(Please turn to top of page 144) 
Drawing shows 
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Oil Burner Servicing 


(Continued from bottom of page 143) 


(Hot water hookups for oil burning plants will 
be covered more fully in a later article.) 

While inspecting the heating equipment in the 
basement, special attention should be given to the 
width of the boiler base, especially if rectangular. 
It may be necessary to install a very narrow fire- 
box, in which case flame shape becomes important. 
If the contractor features a wide-flame burner 
(most combustion-heads develop wide flames), it 
may be impossible to construct the wide firebox 
it requires. For this reason he should stock also 
a more conventional type burner, capable of 
good efficiency with a narrow flame. This point 
should be settled before the wide-flame burner 
is suggested. 

Some observations should be made as to the 
visible features of the chimney. Height is im- 
portant, especially height 
above a peaked roof. Tall 


Finished ceilings and floors often make the job 
difficult, and add to cost, in both time and money. 

The electric service should be checked. If it 
varies from the standard 110 volt, 60 cycle AC, 
special equipment will be needed; motor, trans- 
former, controls, all costing more than standard 
equipment. 

The selection of the thermostat location should 
be made during the survey. Any prejudices the 
home owner may have to placing it in the living 
or dining room should be overcome. As a rule 
these are the best rooms in the house for it. Most 
other rooms have heat or cold influences that may 
cause poor operation of the entire plant. Modern 
thermostats are good-looking instruments, not 
marring the appearance of a wall any more than 
a doorknob, or a light switch. The thermostat 
should not be less than 8 ft from a radiator, regis- 
ter, or window. It is also less sensitive to tem- 
perature changes if placed in a corner, or in a dead 

air pocket, such as be- 
hind a door. 





trees or buildings close 
to the chimney top 
should be noted; they 
may cause erratic draft 
later. No real test of the 
chimney’s capacity can 
be made until the instal- 
ler arrives on the job. It 
might be worth while to 
ask a few questions to 
learn if there had been 
any draft trouble with 
coal. 

Fuel tanks are bulky. 
It is sometimes necessary 
to take them into the 
house by an indirect 
route, due to narrow 





Preparation for the 
actual installation should 
begin right in the shop. 
Many contractors  al- 
ready use check-lists for. 
supplies and materials 
for their more standard- 
ized jobs. This is excel- 
lent practice in oil burn- 
er installation, especially 
the simpler jobs with 275 
gal inside tanks. Even 
very small but essential 
items should be on these 
lists. Time lost by a me- 
chanic in purchasing a 
ten cent fitting, can cost 
dollars. 

On reaching the job 








doors, etc. This can 
usually be planned dur- 
ing the pre-installation 
survey. Measurements 
should be made of nar- 
row passages, doorways, stairways, turns, etc. It 
may be found impossible to get the standard 
26 x 42 tank into the basement, in which case a 
22 x 44 may be required. Or it may be necessary 
to have the tank welded in the basement, adding 
to installation cost. 

The location for the tank should be selected 
with consideration for easy piping, and also the 
convenience of the owner. The fill and vent pipes 
should terminate at the best delivery point, with- 
out being an eyesore. 

The basement should be checked to discover if 
there are any obstacles to easy piping or wiring. 
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“It’s been this way ever since they built that 
new subway station down the block!” 


the installer should pre- 
pare as much working 
room as possible. Plenty 
of space is necessary for 
efficient progress of the job. If the tank is big, the 
pipe stand needs room. Clearing up space at the 
start may look like hard labor, but it pays off in 
time saved later. 

The burner and controls are brought in and 
placed in a safe corner. Pipe fittings should be 
laid out neatly near the vise. The fire box mate- 
rials and bulky stuff not needed immediately may 
be left outside until required. 

Getting the tank in requires care, both to pre- 
vent damage to the house and to the men han- 
dling it. The he-man methods used by many, 


(Please turn to top of page 147) 
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PIPE FITTIP“S 


ONE SOURCE GIVES YOU EVERY- 
THING YOU NEED IN FITTINGS 


‘Malleable Iron Pipe Fittings and Unions... 
Plugs and Bushings . . . Steel Pipe Nipples 
. . » Cast Brass Solder Joint Fittings. 


uld be 
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Backed by more than a Quarter Century of experience 
in the manufacture of Quality Pipe Fittings. 


reas DISTRIBUTION THROUGH WHOLESALERS ALL OVER THE WORLD 
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No question about it! In these five homes — and 
throughout the country — the combination of cor 
vection heating and Tuttle & Bailey Convectors 
meets every homeowner demand for efficient 
heat distribution... constant, gentle circulation of 
room air means even temperature from floor to 
ceiling, no stratification or drafts... and fast 
response to thermostatic controls, quick transmis- 
sion of heat from boiler to rooms is assured. 





Heating comfort at its best! 


For complete information, write for Cata- 
log C8R. 


TUTTLE & BAILEY, INC. 


NEW BRITAIN, CONN. 


RT 
Stindardé 
CONVECTOR 
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Oil Burner Servicing 
(Continued from bottom of page 144) 

without ropes, hooks, or other means to hold it 
back on stairways sometimes result in injury. 
When the tank is close to the location chosen for 
it, its legs, ready-cut, should be screwed in. It 
should not be put in its permanent position until 
the holes for the fill and vent piping are cut 
through the wall. 

These large pipes should be run at the same 
pitch for neatness, and always upward away from 
the tank. Unless local codes call for full swing 
joints, use as few joints as possible. The fill-box 
should be vertical or at a 45 deg angle; never hori- 
zontal, causing customer complaints about dam- 
aged grass and plants. If the vent pipe must be at 
a different location, it must be within sight of the 
delivery man at the fill-box. All pipe joints should 
be threaded to standard depth and made up tight- 
ly, with a good oil-resistant compound used on the 
male thread only. It is very difficult to repair oil 
leaks in the upper piping once they are solidly in 
place. 

The lower piping, between the tank and the 
burner, should be no smaller than % in. pipe or 
¥ in. copper tube. Copper is used almost univer- 
sally these days, being easy to run and requiring 
fittings only at the tank and at the burner. It 
should be unrolled carefully to avoid kinking, 
which could cause dirt accumulation and later 
stoppage. 

Most rules call for covering the supply line pip- 
ing with no less than 2 in. of concrete. It can be 


the bottom of the tank is more than 18 in. below 
burner level, a return line to the tank should be 
installed. The pump manufacturer’s directions 
for the two-pipe hookup should be followed. The 
return line can be run in the channel with the 
supply line. 

While the tank end of the installation is in pro- 
gress, one member of the team prepares the fur- 
nace. Ashes from the grates and ashpit are re- 
moved to provide a clean working space while 
removing the grates. Most grates can be removed 
in a few minutes, though sometimes the task can 
be difficult. Some owners want to save them, in 
case they are forced to go back to coal, so they 
should not be handled carelessly. Any previous 
damage due to fire should be pointed out. 

The furnace is then cleaned. Soot and scale are 
brushed into the ashpit, shoveled out, and the 
whole area cleaned in preparation for building 
the firebox. Furnace doors are checked for loose- 
ness or warping. The smokepipe is removed, 
cleaned, and inspected. Old, weak, or pinholed 
smokepipe should not be used again. The base of 
the chimney is then cleaned out. 

At this point an effective test of the chimney can 
be made. One or two sheets of newspaper are 
crumpled loosely and placed in the bottom. The 
paper is lighted, and the effect watched. It should 
begin to blaze quickly, all the smoke and gases 
being carried up. Within a minute the entire 
burning mass should be lifted up the passage by 
the draft created, if the chimney is good. 

If burning is slow, and smoke comes out in the 





run in a channel from 
the tank to the burner, 
but common practice is 
to run it in a lower cor- 
ner along a wall, chan- 
nelling only where it 
crosses open space. The 
ends of the piping are 
protected from dirt until 
connected. 








Basement tank outlets 
are usually % in. The 
shut-off valve is usually 
installed at that point 
early, in case oil is de- 
livered before the instal- 
lation is complete. It 
should be made doubly 
sure that the fittings be- 
fore the valve are leak- 
tight; little can be done 





basement, there may be 
dampness in the chim- 
ney. The test should be 
made again. If the chim- 
ney appears unable to 
carry off all the smoke, 
the indication is that it is 
either dirty or defective. 
Such a condition will 
probably hinder the good 
operation of the burner. 
The shop should be noti- 
fied at once. 


The decision as to the 
design, size, and mate- 
rails of the firebox is 
made in the shop. The 
contractor has_ several 
choices of materials. He 
should consider that the 
firebox can make or 








to repair such a leak 
after the tank has been 
filled. If for some rezson 


“Come again, sometime, George. Heh, heh, that 
was a coincidence, our pipes bursting on 
the night you come to visit us.” 


break the job. Odor, 
smoke, and _ inefficiency 
(Please turn to page 148) 
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Oil Burner Servicing 


(Continued from bottom of page 147) 
can result from poor firebox design or materials. 

Hard firebrick has been used for years. It is 
durable, can last beyond the lifetime of the burn- 
er. Its disadvantage is that it requires time to 
heat up so that the flame can reach its best oper- 
ating temperature. Its mass absorbs a large frac- 
tion of initial heat. For the short, intermittent 
operations of the domestic burner this material 
requires a somewhat lean (therefore less efficient) 
adjustment to prevent smoke during the warmup. 

Prefabricated fireboxes of hard brick material 
give better results, chiefly because they contain 
less mass. If used, the precast firebox should be 
selected for shape conforming to the type of fire 
the burner makes best. Poor relation between 
the firebox and flame-shape can result in impinge- 
ment of oil on the walls, overheated nozzle, and 
other ills. This type of firebox is definitely a time 
saver. There will be more space between firebox 
and base. It should be filled with a good insu- 
lating, air-retarding material. Also there is a 
greater need to seal all air leaks in the base, and 
cement tightly the space between the firebox top 
and the boiler. 

Lightweight insulating bricks are coming rapid- 
ly into use for domestic fireboxes. These heat 
quickly to a high surface temperature, while re- 
tarding heat loss from the fire. High flame tem- 
perature and high efficiency is possible with them. 
A special advantage is that they are easily cut for 
shaping operations around grate-lugs or to fit 
other tight spots. A disadvantage is their fragil- 
ity. This material is now also being used in pre- 
fabricated fireboxes. 

Here are some firebox 


6-length for 60 deg or 70 deg nozzles. 9-width to 
10-length for 80 deg nozzles.” Approximately 
square for combustion-head fires. 
(Manufacturer’s rules should be followed.) 
3. A good firebox begins with a level floor. 
Buckled-up concrete should be broken out and re- 
moved. The entire floor within the base should be 
covered with ¥% in. asbestos cement. Pressing the 
first course into this until level, assures level 
courses all the way up. The asbestos also helps 
seal the crackage between the base and the floor. 
4. Bricks should overlap joints from course to 
course. 
5. Wingwalls at the front corners help prevent 
air escaping combustion, increasing COs. 
6. A corbel, or shelf in the back wall helps con- 
centrate the fire heat, reduces smoke possibility, 
and increases CO». Each step in the corbel should 
project out into the firebox about 1 in. beyond the 
step below. The lowest step should be above the 
level of the burner air tube. If insulating bricks 
are used, the lower edges should be rounded 
slightly to prevent cracking of hot corners. 
7. The firebox should be so placed in the base 
that a high front wall can be built, preventing loss 
of the fire heat until combustion is complete. 
8. All firebox walls should be high. Merely cov- 
ering the “mud-ring” is not enough. Minimums of 

9 in. above nozzle level for 1 gph. 

10 in. above nozzle level for 1.5 gph. 

11 in. above nozzle level for 2 gph. 
9. Nozzle height above firebox floor should be 
no less than half the width of the firebox. This 
prevents hot spots which build carbon and over- 
heat nozzle. 
10. Floor can be split bricks laid inside partly 

built firebox. If insulat- 
ing bricks, they can be 





rules: 

1. The floor area should 
be 100 sq in. or less per 
gph. “A 1.65 nozzle will 
require a firebox from 
150 to 165 sq in.” 

2. The firebox should 
conform to the flame 
shape characteristics of 
the burner used. Most 
fires are longer than 
wide. In most conven- 
tional burners, flame 
shape is almost entirely 
the product of the nozzle 
spray-angle. A ratio of 
2-width to 3-length is 
about right for a 45 deg 








sawed into splits, or laid 
in whole and scooped out 
for streamlining. 

11. Burner tube should 
not project into firebox, 
should be flush or % in. 
back. Important to seal 
solidly at inside, to pre- 
vent fire damage to tube. 
12. Sand, ashes or rub- 
bish should not be used 
for backfill. Rockwool is 
good insulating material; 
it should be tamped down 
lightly, not packed. There 
are also low-grade re- 
fractory cements for this 
purpose. These make a 
solid seal against air 








nozzle. “10 x 15 for a 
1.50-45 deg. 5-width to 


“| said a leak, not a lake!” 
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(Please turn to page 178) 
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Highlighting news of the 
month from coast to coast 





Builds Goodwill 

Ralph McGuire, head of McGuire 
Plumbing & Heating Company, 
Miami, Fla., created much goodwill 
with his donation of complete 
plumbing service at the new Rec- 
reational and Athletic “Shack” of 
the American Legion, in Miami 
Shores, Fla. 

The “Shack,” a new structure 
which will provide a comfortable 
entertainment center for many un- 
derprivileged boys and girls of the 
state, was serviced by Mr. McGuire 
with a washroom, a drinking foun- 
tain, showers, storm shelter, and 
complete tiling. With fitting cere- 
monies, the dedication of the new 
building took place recently. 


Air Conditioning Lecture 

Mr. Philip L. Davidson, a Phila- 
delphia consulting engineer, was 
guest speaker at the Oct. 16 meet- 
ing of the New York Chapter of 
the American Society of Heating 
and Ventilating Engineers. 

Mr. Davidson’s subject was In- 
dustrial Air Conditioning, and he 
spoke on up-to-the-minute de- 
velopments in the air condition- 
ing field. 


California Golf Meet 

Some of California’s “unusual” 
weather discouraged several of the 
88 entries in the Annual Golf 
Tournament sponsored by the 
Plumbing & Heating Golf Club of 
Northern California. Held at Lake 
Merced, California, Oct. 26, the 
tournament was followed by a 
dinner served to 145 members and 
guests. 

Morgan F. Willey, Chairman of 
the Golf Committee, presented the 
prizes to the winning golfers. Also 
presented by Mr. Willey was the 
Club Yearly Trophy, an award 
given to the member who has a 


perfect attendance record at all 
tournaments and also the lowest 
total net score. The winner this 
year was Bob Hoyt; the runner-up, 
Bill Bahr. 

After the dinner and the presen- 
tation of the awards, President Car] 
P. McCarthy called the meeting to 
order for a short business session. 
Applicants for membership were 
presented and duly elected. 


Cooper Heads Bureau 
Jack Cooper, president of the 


Harry Cooper Supply Company of 
Springfield, Mo., was elected presi- 
dent of the Plumbing and Heating 
Industries Bureau at the thirty- 
first annual meeting, held in Chi- 
cago during October. 

Cooper succeeds George O. 
Toepfer, president of the Maag 
Company of Milwaukee, and treas- 
urer of the NAMP. Mr. Toepfer 
continues as a member of the Bu- 
reau’s board of directors. 

Other officers elected are: Arnold 
H. Goelz, vice president; Earl H. 
Brown, treasurer; and Norman J. 
Radder, secretary. 

Bureau plans for the coming 
year include an all-out effort to 
establish the essentiality of the 
plumbing and heating industry in 
the nation’s economy during total 
or partial war mobilization. 


Golf Meet and Clambake 

Even 50-mile winds did not 
dampen the spirits of members of 
the Northern Ohio Plumbing and 
Heating Assn. who, for the first 
time in several years, held a golf- 
meet Oct. 12 at the Columbia Hills 
Country Club. This reunion was 
an attempt to revive the old group, 
and all who were present felt that 
the meet was a huge success. 

The golfers welcomed a hearty 
clambake served by the Club after 
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the meet was over. Since the meet- 
ing, some thirty former members, 
hearing of the good time, have 
joined again, and a large turnout is 
expected for the next meetings to 
be held the second Thursdays of 
June and September, 1951. 


Better Public Relations 

Better public relations by means 
of stepped-up advertising and mer- 
chandising, and the importance of 
plumbing in relation to health, 
formed the principal theme of 
talks given at the Fifth Annual 
Educational Conference held in 
Chicago on Oct. 21 and 22. 

Sponsored by the Chicago Jour- 
neymen Plumbers Union, Local 
130, the two-day session attracted 
a large audience for the excellent 
program arranged by Business 
Manager Stephen M. Bailey. 

George Groote, chairman of the 
merchandising committee of the 
Plumbing Contractors Assn. of 
Chicago, in addressing the confer- 
ence, stated that in the past few 
years a consistent effort had been 
made to educate dealers cn the im- 
portance of merchandising, selling 
and installing all home appliances 
which are equipped with water and 
waste connections. While the in- 
stallation of such appliances has 
traditionally been recognized as the 
work of the master plumber, Mr. 
Groote stated that only aggressive 
merchandising and advertising will 
assure the contractor-dealer the 
sale of the appliance as well as the 
installation of this legitimate part 
of the plumbing field. 

The manufacturers and distribu- 
tors of home appliances, he said, 
are becoming more and more in- 
clined to the view that the plumb- 
er is the logical outlet for their 
products. He pointed out that in 
(Please turn to top of page 153) 
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THE MODEL Hi 
SHALLOW WELL 
PUMPING UNIT 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 





SPACE-SAVING 
PEERLESS MODEL H 
PRESSURE SYSTEM 
Compact, Automatic, 
Trouble-free. 





Read our mail and you'll see that a lot of plumbers 
feel that way about Chicago Faucets, And for good 


Manufactured under R. Moineau's 
patents, Robbins & Myers, Inc 
sole USA and Canadian licensee 











reason. Once your customers use them it’s a good bet 
they'll never settle for anything else. And that’s 
especially true in commercial buildings. 

Chicago Faucets offer distinct advantages of design 
and construction that have won them an outstanding 
reputation among all fine plumbing products. 
Operating records show they’re the most economical 
faucets your customer can buy. And they build good 
will that will send a lot more jobs your way. 


THE CHICAGO FAUCET COMPANY 
Chicago 39, Ill. 


New 64-page catalog shows Chicago Faucets 
for every need — in homes, restaurants, 
hospitals, office buildings, schools, etc. 
Write for your copy. 


























—_ 


Chicago Faucet Products are distributed 
through the plumbing trade exclysively. 








Everything in a Package 


FOR WATER FROM SHALLOW WELLS 


This positive displacement pump is 
the peak of perfection—a space-saving 
water system that is “packaged” for 
immediate installation. Unit is 
furnished complete; only two connec- 
tions and it’s ready to run. This is but 
one of the complete line of Peerless 
Water Systems. Peerless can fill all 
your customers’ needs for water 
lifting equipment. Write for the full 
details of the complete Peerless line, 
of the market and profit possibilities 
for Peerless Water Systems in your 
area and of the merchandising aids to 
help you sell. There’s no new name to 
pioneer with Peerless, it reflects 20 
years of acceptance in the pump field. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California ¢ Indianapolis, Indiana 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas. 


CAPACITIES: 
275 to 420 gallons 
per hour 

. 
LIFTS: 
Up to 20 feet 

aa 
PRESSURES: 
20 to 40 pounds 

. 
MOTOR SIZES: 
VW h.p. electric 
motor controlled 
by automatic 
switch 

‘e 
TANK SIZES: 
12 gallons or 
30 gallons 








WATER SYSTEMS 


THE COMPLETE LINE 
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Mueller Climatrol 

Type 20 Gos-Fired 
Boiler. 43 sizes ~ 
A.G.A. input ratings 
from 189,000 to 
3,780,000 Btu per hour. 


Mueller 

Climatrol Type 10 

Gas-Fired Boiler. 9 sizes— 
A.G.A. input ratings from 54,000 
to 378,000 Btu per hour. 


Mueller Climatrol 

Type 11 Gas-Fired 
Boiler. Same as type 
10 except with controls 
exposed. 





Mueller Climatrol 
Fuel-thrifty Gas Boilers 


sell, youn gar-boiler jobs 
Whether you are selling in a competitive market 
or on jobs where price is not an important factor, 
you enjoy the confidence of your buyers when 
you specify Mueller Climatrol boilers. This is 


due to Mueller’s national reputation for quality 
products. 


Consider these advantages in handling Mueller 
Climatrol boilers: 


v Complete line of sizes and models for every residen- 
tial or commercial heating or hot water application. 
Units can be installed for steam, hot water or vapor 
systems, 

@ Attractive, compact units with designed selling fea- 
tures. Mueller boilers are easy to install and service, 
provide highly efficient, economical and dependable 
operation. 

v¥ Types 10 and 11 boilers are A.G. A. approved for 
L-P gases as well as natural, mixed, and manufac- 


tured gases. All conform to A.S.M.E. code for 
low pressure boilers. 


L. J. Mueller Furnace Co., 2135 W. Oklahoma 
Avenue, Milwaukee 7, Wisconsin, 


MUELLED 


ATE a 


REG. VU. &S. PAT. OFF, 
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JRS-TALON “REVOLUTIONARY 
SOIL PIPE CUTTERS 


—standard models No. 1 and 2—with 
the world’s fastest cutting action... cuts 
4” soil pipe in one minute! 







Since August 1, 1950, J R S Specialties Mfg. Co., 
Inc., America’s oldest manufacturer of the 
original chain type pipe cutter, has been 
known as Talon Tools, Inc. 





...and here's why: 


CUTTER WHEELS are completely redesigned, easily cut the 
toughest soil pipe by a fracturing and parting action instead 
of cracking and splitting the pipe. Valuable cutting time is 
saved and pipe normally considered scrap, is salvaged. 
CHAIN CUTTER LINKS have 50% less link joints!—assuring 
perfect tracking around pipe, and square true cuts. 

CUTTER BLOCK CASTING made of malleable iron, was per- 
fected by Talon Tools to give perfect balance and to also aid 
in the process of faster, more accurate cutting—as close as 
one inch to end. 

EXTRA HEAVY OIL TEMPERED TENSION SPRING allows the 
tool to always ride smoothly over rough and uneven surfaces, 
without binding. 

PRICED RIGHT! The J R S-Talon Soil Pipe Cutter pays its own 
way on your first job! 


<i> Model No. 1, cuts C. I. pipe 2” to 


Model No. 2, cuts C. I. pipe 2” to 6”... 
prices subject to trade discounts 
] R S-Talon Soil Pipe Cutters are indispensable work tools— 
in the field or on the job. Of course there is a J R S-Talon 
chain type pipe cutter for every piping job up to twenty-four 
inches, 


4"... .$15.00 list 


20.00 list 


@ Ideal in trenches and other “hard to get at’ 
places, overhead or underground 

e@ Parts are easily replaced 

@ Performance is guaranteed on every job 


ALSO! FOR GREATER WORK EASE 


With each Soil Pipe Cut- 
ter — use a full 3 N'Ne, 
anteed JRS-TALON No. 
100 SOIL PIPE VISE 
Stays close to ground, no heavy 
lifting or danger of cracking 
vipe. Cut-offs cannot drop on 
N feet. Holds every type of pipe. 


SEE YOUR JOBBER 


*New design and mechanica) pat- 


ents pending 


> TOOLS 


I Mtrs. of advanced design 
J RS quality tools 


77 River Road e North Arlington, New Jersey 


CHAIN TYPE CUTTERS FOR CAST IRON, WROUGHT IRON, CLAY, 
RIRON, STEEL PIPE @ REPAIR PARTS ° SOIL PIPE E Vises 
FLARING TOOLS @ EXTERNAL COPPER TUBE BEND 
SWEDGING TOOLS e@ SOIL PIPE CHAIN, NIPPLE AND SPUD 
WRENCHES 
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recent years many dealers have 
remodeled and improved their 
stores and fitted them up as at- 
tractive sales and showrooms in 
an effort to cultivate the appliance 
field and assure better public re- 
lations. And while the trend to- 
ward modern showrooms is a big 
step in the right direction, it is not 
in itself sufficient to do the job. If 
the dealer expects to increase his 
volume of business, he must adver- 
tise continually in various media, 
and not overlook plenty of old- 
fashioned doorbell pushing. 

In conclusion, Mr. Groote stated 
that with the wholehearted assist- 
ance of the journeymen, the master 
plumber will be able to make sub- 
stantial progress in getting his 
share of the home appliance busi- 
ness. 


Buffalo Master Plumbers 

The Buffalo Master Plumbers 
Assn. held its first meeting of the 
Fall season in the Root Building, 
Buffalo, Oct. 19. 

Presided over by President 
George H. Sander, the meeting was 
given over entirely to business 
matters, including a report on the 
summer outing and a report on the 
recent Regional Meeting of the na- 
tional association in Philadelphia, 
attended by Buffalo delegates. 

Refreshments were served in the 
newly remodeled and redecorated 
clubrooms. 


Membership Drive 

Members of the St. Petersburg 
Master Plumbers Assn., St. Peters- 
burg, Fla., are currently conduct- 
ing an intensive drive for additional 
members, according to Lee R. 
Sheffield, state field secretary. At 
a recent “membership meeting” 40 
master plumbers were asked to ex- 
press their opinions concerning the 
industry and the advantages of 
association membership. Officials 
of the St. Petersburg association 
plan to personally contact every 
master plumber in the area. 


Lectures Get Big Turn-out 

A Sundstrand Fuel Unit Service 
Lecture in Valley Stream, N. Y. 
October 18, was attended by 475 


oil burner dealers. This lecture 


sponsored by Sid Harvey, Inc., was 





one of a series given by Burdette 
Douglas, general service manager 
of the Hydraulic Division of the 
Sundstrand Machine Tool Com- 
pany, manufacturers of the Sund- 
strand Fuel Units. 

Assisted by Ed Mayfield, eastern 
sales manager of Sundstrand, Mr. 
Douglas demonstrated the working 
parts of their fuel units with col- 
ored slides, explaining how to diag- 
nose service problems, and pointing 
out their proper solution. 

For the benefit of the customers 
of Sid Harvey, Inc., the lecture was 
repeated in Philadelphia, Oct. 20, 
and was attended by 435 dealers. 


A. Sheldon Walker Dies 

Word reached us last week of the 
death of A. Sheldon Walker at his 
home in East Orange, N. J. on Nov. 
20. 

Until his passing, Mr. Walker was 
the oldest living past president of 
the National Assn. of Master 
Plumbers. He was elected to office 
in 1910 and presided at the asso- 
ciation’s 1911 convention. 


Technicians’ Training School 
The Oil Heat Institute of New 
England has announced the sched- 
ule of classes for its Technicians’ 
Training School for Oil Burner 
Mechanics. Enrollment in the 
school is open to all members of 
the industry, whether they are 
members of the Institute or not. 
The primary purpose of the 
school is to train oil burner instal- 
lation and service men in the 
proper way to install and service 
equipment. The technical explana- 
tion of ten leading oil burners will 
be discussed by factory engineers, 
each representing his own particu- 
lar burner. The method of pre- 
paring the oil for burning will be 
explained. Correct methods of in- 
stallation will be presented, and 
service problems of each burner 
will be described and discussed. 
The schedule of classes follows: 
Group II will begin the week of 
January 8, 1951, with the first 


classes being held at— 


Brockton ........ January 8 
Providence, R. I... January 9 
J ee January 10 
ee January 11 
PEER. pos correo January 12 
Since facilities for handling stu- 
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dents are limited, anyone desiring 
to take advantage of the course is 
urged to send in registration forms 
at once. All communications on 
the school should be addressed to 
Otto V. T. Urban, Director of Edu- 
cation, Oil Heat Institute of New 
England, 839 Beacon Street, Bos- 
ton 15, Mass. 


Conventions 





Dee. 5-6—Warm Air—Annual conven- 
tion of the National Warm Air Heating and 
Air Conditioning Assn.; Hotel Statler, St. 
Louis. 

Dec. 6-7—NHWA—Annual Meeting of 
the National Heating Wholesalers Assn.; 
Sheraton Hotel, St. Louis. 

Jan. 15-18—Illinois—Annual convention 
of the Illinois Master Plumbers Assn.; to 
be held at the Pere Marquette Hotel, 
Peoria. 

Jan, 21-25—NAHB—Annual convention 
and exposition of the National Assn. of 
Home Builders, Chicago. 

Jan. 22-26—ASHVE—Annual meeting 
and exposition of the American Society of 
Heating and Ventilating Engineers, Phil- 
adelphia. Meetings at the Bellevue-Strat- 
ford, Benjamin Franklin and Warwick 
Hotels. Exposition in Exposition Hall. 

Feb. 5-7—Ohio—60th Annual State Con- 
ventioh of the Ohio State Assn. of Master 
Plumbers; to be held at the Mayflower 
Hotel, Akron. 

Feb. 14—SKCI—Annual meeting of the 
Steel Kitchen Cabinet Institute. 

Mar. 12-14—Nebraska—Annual Conven- 
tion of the Nebraska Retail Plumbers 
Assn.; to be held at the Paxton Hotel, 
Omaha. 

Mar. 29-31—Iowa— Annual convention 
of the Iowa Master Plumbers Assn., Inc.; 
to be held at the Russell-Lamson Hotel, 
Waterloo. 

April 6-8—Louisiana— Annual conven- 
tion of the Associated Plumbing Contrac- 
tors of Louisiana, Inc.; to be held at the 
Roosevelt Hotel, New Orleans. 

April 15-17—The Middle Atlantic Whole- 
salers’ Assn. spring meeting; to be held at 
the Chalfonte-Haddon Hall, Atlantic City. 

April 16-17—Tennessee—Annual con- 
vention of the Associated Master Plumbers 
of Tennessee, Inc.; to be held at the Pat- 
ton Hotel, Chattanooga. 

April 19-21—New Jersey—The Golden 
Anniversary convention of the New Jersey 
State Assn. of Master Plumbers; to be held 
at the Chalfonte Hotel, Atlantic City. 

May 6-10—AP&SPAA—Annual conven- 
tion of the Air Pollution and Smoke Pre- 
vention Assn. of America, Roanoke, Va. 

May 7-10—LPGA—Annual convention 
of the Liquified Petroleum Gas Assn.; to be 
held at the Stevens Hote), Chicago. 

May 8-11—Heating—Annual meeting of 
the Heating, Piping and Air Conditioning 
Contractors National Assn,; to be held at 
the Shoreham Hotel, Washington, D. C. 

May 28-30—NAMP—Annual convention 
and exposition of the National Assn. of 
Master Plumbers; to be held in Chicago. 
Stevens Hotel and Palmer House will be 
the convention hotels; the exposition at 

Municipal Pier. 








Highlighting the month's news on 


manufacturer and wholesaler activity 





“Parade of Progress” 

A road show, called the “Parade 
of Progress”, was launched in 
October by Minneapolis-Honey- 
well Regulator Company. Starting 
in Rochester, N. Y., the show will 
cover more than 60 US. cities and 
end in the spring of 1952. 

According to John E. Haines, 
vice president of the company’s 
commercial division, the purpose 
of the traveling show is to demon- 





Above: Contractors get a brief after-hours 
explanation on some of the intricacies of 
electric and electronic control systems. 


strate the latest electronic, electric 
and pneumatic control systems re- 
cently developed and now in pro- 
duction. Included in the “Parade 
of Progress” are heating, ventilat- 
ing, and air conditioning controls 
for buildings of many types. Also 
shown are specialized control sys- 
tems for railroad passenger cars, 
streetcars, buses, ships and air- 
planes. 


American Kitchens Award 
Upward of 30 distributor repre- 
sentatives and members of Amer- 
ican Kitchens sales staff from 15 
states were awarded diplomas as 
graduate American Kitchen Spe- 
cialists at the conclusion of a re- 
cent three-day training school at 
the Americans Kitchens Institute. 
“The aim of the training session,” 
explains Kenneth Cook, | sales 
training director, “is to prepare 


distributor salesmen as_ kitchen 
specialists qualified to train deal- 
ers at similar meetings throughout 
the country.” 

American Kitchens products, in- 
stallation, planning, advertising, 
sales promotion, and sales prob- 
lems were discussed. 

“These training schools are a 
continuing indication of American 
Kitchens intention to aggressively 
develop itis sales program and ex- 
pand its sales force into an even 
stronger organization,” said F. F. 
Duggan, general sales manager of 
American Central Division— 
AVCO Manufacturing Corp. 


Stoker Manufacturers Meet 

The board of directors of the 
Stoker Manufacturers Assn. meet- 
ing held in Chicago recently, es- 
tablished a_ special committee 
which will be known as the “S.M.A. 
—Government Liaison Committee.” 
C. T. Berg, president of the asso- 
ciation, said the committee is being 
organized in order to act on behalf 
of the association and the under- 
feed stoker industry on matters 
and problems concerning govern- 
ment regulations and legislation of 
all kinds. 

The chairman of the committee is 


Lee ee 





At right: A close-up 
view of the kitchen of 
Hotpoint, Inc.’s all- 
electric ‘House of the 
Fifties.” Push-button 
operation is the high- 
light of the combina- 
tion kitchen and laun- 
dry that includes the 
latest advancements 
in its appliance line. 


Claude A. Potts, immediate past 
president of the association and 
vice president of the U.S. Machine 
Corp. 


“House of the Fifties” 

“The Hotpoint House of the 
Fifties,” a new all-electric house 
incorporating a pushbutton kitchen 
and laundry and many other ad- 
vanced automatic products was 
opened recently in Plandome Mills, 
N; Y. 

James J. Nance, president of 
Hotpoint, Inc., said that the house 
and its variety of equipment is a 
completely integrated unit drama- 
tizing the advancements made in 
homebuilding and related indus- 
tries over the last 25 years. He 
emphasized that all products are 
standard, and are available for me- 
dium income families. 

The combination kitchen and 
laundry were designed by Hotpoint 
specialists to mechanize time con- 
suming chores. The room contains 
matched appliances arranged for 
assembly line performance. For 
example, the laundry appliances 
are located along one wall and ar- 
ranged so that clothes move from 
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8 big selling 
features make 
Transite House 
Connection Pipe, de- 
signed and engineered 
especially for house sewer 
lines, the plumbers’ sweet- 
heart from coast to coast: 





1, Long 10-Foot Lengths —fewer joints required. 

2. Tight Joints especially designed to keep roots out. 

3. Easy to Install—engineered to save you time 
on the job. 

4. Corrosion-Resistant — outside, inside, all the way 
through. 

5. High Flow Capacity provides “quick flushing” action. 

6. A Full Line of Transite fittings solves all layout problems. 


a 





RETA 





7. Tough, Strong, Durable — it’s made to last. 
8. A Name Product —quality-made by Johns-Manville. 








To help bring more jobs your 
way, this Johns-Manville quality 
pipe is on the air—advertised 
regularly over 424 stations of the 
Mutual Broadcasting System. And 
that’s not all! A complete 
“package” of promotional tools 
—including direct mail, job signs, 
displays, etc.—is available without 
cost to help you get the cream of the house sewer 
line business in your community. 





For complete details, write Johns- 
Manville, Box 290, New York 16, N. Y. 
Ask for booklets TR-82A and TR-90A. Ml 


Transite is a Johns-Manville registered trade mark 


= TRANSITE— 
WII 
HOUSE CONNECTION PIPE 


Made by Johns-Manville 
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§ 378.080 


CUALOmMeN 


WILL BE 
Pre-SOLD ON 


Walajoue7 


Automatic Water Heaters 
and Ranges 


& Beginning with the 
December issue of Successful 
Farming, America & Southern 
Corp., will launch the biggest 
advertising campaign in their 
history. Throughout 1951 in 
Successful Farming, Household 
and Farm Journal magazines, 
98,328,080 readers will be pre- 
sold on Wagoner Automatic 
Electric and Gas Water Heaters 
and Wagoner Electric Ranges. 
No dealer can afford to miss 
this sales opportunity! A com- 
plete FREE merchandising kit 
is available so you can tie-in 
for greater profits. Write today 
for details. 


jot » 


Wo ¥ ® National Consumer 
aes t Advertising 














































® Newspaper mats 
® Store Displays 
® Mailing Pieces 















Please send me your 1951 Merchandising Kit: DE-125 









Name 
Address 
ees State 
My Favorite Jobber 

Jobber's Address 















AMERICA & SOUTHERN CORP, 
1000 Sixth Ave., South 
NASHVILLE 10, TENNESSEE 










Why you will 


want to 
SPECIFY 







[tility 
WATER 


HEATER 
THERMOSTATS 


In a water heater thermostat you want DEPENDABILITY 
of control and long service life in order to assure 
customer satisfaction and long, trouble-free operation. 

Of next importance is accessibility of the thermostat 
parts. Ask yourself this question: If service is ever re- 
quired, is the unit easy to get at? We invite you to com- 
pare point for point the UTILITY with any other popular 
make of water heater thermostat. Compare it for sim- 
plicity of design, its few parts, and its ease of accessi- 
bility. These are the basic fundamental advantages 
of UTILITY and are the reasons why you will want 
to specify UTILITY WATER HEATER THERMOSTATS. 


WATER HEATER MANUFACTURERS, JOBBERS AND DEALERS! 
Play safe and insist upon UTILITY THERMOSTATS. 


LLL 


Thermostat 


e Simple in design 
e Ruggedly built 


e Few parts 
easily accessible 


Certified by 4}, 


Sectional view through Utility Thermostat illustrates 
simplicity.of design and rugged construction. 


Bi 


6 ia 


Tube lengths 
and 
85% inches. 


The Utility Control Company 
Factory. Twenty yeors’ 
experience building gas 
controls. 


TP ELLE consec COMPANY 


832 EAST 108th STREET . LOS ANGELES 59, CALIFORNIA 
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spose Oe 


in SHOWER MIXING VALVES 


No other shower mixer 
offers ail these 
features of the low cost 
LEONARD TYPE T 





@ Durable bi-metal thermostatic coils main- 
tain control over temperature and pressure 
fluctuations. 


@ Simplified Design: The one moving part is 
self-cleaning and is easily accessible from 
front of valve. 


@ Safety limits: By a simple pointer adjust- 
ment valve can be set for any desired 
maximum temperature. 


@ Separate volume control and shutoff en- 
ables the user to regulate the flow as well 
as the temperature. 


@ Equipped with two outlets — the reg- 
ular top outlet for piping to shower 
head and a bottom outlet for piping 

to tub or body sprays. 


For all shower work, in fact 
wherever water temperature is to 
be controlled, look to LEONARD. 
You will find a valve ‘‘Designed 
for the Installation.” 









For Salesmen’s Catalogs, write for a sup- 
phy of Catalog H Condensed (814 x11). 


, complete information at 


NEW! es 











LEONARD 


VALVE COMPANY 


ome) Elmwood Ave. 
mranston 7, Rg. 






December, 1950 






























cre 
co’ 
Mi 


the 
at 

phi 
bee 


sin 





mber, 1950 





$ main- 
pressure 


part is 
le from 


adjust- 
desired 


toff en- 
as well 


the reg- 
shower 
r piping 


in fact 
ire is to 
NARD. 
Designed 


D 


'@ sup- 
5 x11). 
tion at 






















(Continued from page 154) 
the hamper to the automatic wash- 


er to the dryer to the ironer. 

Low voltage wiring is used 
throughout the house to allow for 
remote control of radios, lights and 
appliances from distant parts of 
the house merely by pushing a but- 
ton. 

Other equipment includes an in- 
tercom system, automatic air con- 
ditioning, automatic space heating 
and water heating equipment, tiled 
bathrooms with advanced plumb- 
ing fixtures and glass shower en- 
closures, thermostatic heating con- 
trols, automatic windows that open 
and close at the touch of a button 
and radio operated garage doors. 

Leading builders and architects 
in the New York area have evi- 
denced much interest in the “House 
of the Fifties.” 


Expansions 





Addition to Sheet Metal Dept. 

To expedite production of its 
Niagara Furnaces, the Forest City 
Foundries Company of Cleveland, 
has just completed a 4800 sq ft 
addition to its sheet metal depart- 
ment. 

The new addition permitted the 
installation of overhead conveyors 
that form a continuous production 
line through shearing, forming, 
welding and finishing. 


Memphis Sales Office 

Josam Manufacturing Co., Cleve- 
land, has established a new sales 
office in Memphis to render in- 
creased service in a_ territory 
covering portions of Tennessee, 
Mississippi and Arkansas. 

The new Josam representative is 
the Corrigan Company with offices 
at 1336 Madison Avenue in Mem- 
phis. The Corrigan Company has 
been in the plumbing business 
since 1896. 


Midwest Branch Planned 

Carl E. Johnson, board chairman 
of Sterling Electric Motors, Inc. of 
Los Angeles, announced the ac- 
quisition of an 11 acre site in Van 
Wert, Ohio for the construction of 
a branch plant to serve the com- 
pany’s mid-western and eastern 
business. 

Plans and specifications for the 


new plant building and equipment 
are currently being prepared. It 
is estimated that the Van Wert site 
will represent an investment close 
to a half million dollars. 

Executive offices of the company 
will remain in Los Angeles. 


New Office and Factory 
Skokie, IIl. is the site of the new 

general office and factory building 

of the Powers Regulator Company. 


At right: An archi- 
tect’s drawing of the 
proposed 13-acre 
plant of the Powers 
Regulator Company to 
be located at Skokie, 
Ill. The new plant 
will house the gener- 
al offices and factory. 


Scheduled for completion next 
summer at the time of the com- 
pany’s 60th anniversary, the plant 
will contain 130,000 sq ft of floor 
space and occupy 13 acres. 

The new building is 575 ft long. 
The two story office, test and re- 
search laboratory section which is 
290 ft wide is to be constructed of 
face brick and stone and will be 
completely air conditioned. 

Products to be manufactured in 
this new modern plant include the 
company’s extensive line of auto- 
matic temperature and humidity 
controls for heating, air condition- 
ing and industrial processes; ther- 
mostatic controls for water heat- 
ers, shower baths and _ hospital 
hydrotherapy. 


New Supply House 

A new plumbing and heating 
supply house is now doing business 
in Painesville, Ohio, according to 
an announcement by L. W. Hann, 
president. 

Organized under the name 
Wholesale Supply, Inc., the new 
company is located at Mentor Ave. 
at Nye Rd. in Painsville. 

Other officers of the company 
are: E. S. Hann, secretary and 
treasurer, and Harry Peterson, vice 
president and general manager. 


Binks Co. Adds Plant 


To keep abreast of industrial 
growth in the far west, Binks 
Manufacturing Co. has purchased 
a new plant in Los Angeles. The 
plant is designed for light indus- 
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trial work on the Binks line of 
industrial spray nozzles and cool- 
ing towers, as well as handling all 
branch office work involving the 
warehousing and selling of these 
items. 

The Binks cooling towers for air 
conditioning and refrigeration sys- 
tems permit re-use of cooling 
water—a matter of considerable 
importance in these times of water 
shortages in certain areas. 





The new plant will be operated 
under the direction of J. E. Roche, 
manager of the west coast division, 
covering the seven states of Cali- 
fornia, Oregon, Washington, Ari- 
zona, Utah, Nevada and Idaho. 


Modern Showroom Opened 

The trend toward bigger whole- 
saler showrooms was evident at 
the recent opening of the Hughes 
Supply Co. of Gainesville, Fla. 
Set at an angle to the side- 
walk, the building features up-to- 
the-minute display rooms filled 
with plenty of bathroom ensembles 
and other plumbing fixtures that 
bring a gleam to every home-own- 
er’s eye. 

The warehouse area has a special 
conveyor belt to facilitate loading. 
Plenty of parking space and a 
paved loading area for trucks are 
also available. 

The Hughes company, with home 
offices in Orlando and branches in 
Gainesville, Daytona Beach and St. 
Petersburg, was formed in 1927. 
The Gainesville store, now the 
largest of the firm’s three branches, 
is managed by Jerry Daniels. 


Appointments 


Trane Company, LaCrosse, Wis. 
—Miles L. Erickson and Thomas 
Hancock elected vice presidents. 





D. J. Murray Manufacturing 
Company, Wausau, Wis.—Acme 
Engineers, of Houston, and the 
(Please turn to top of page 159) 








(Continued from page 157) 
American Equipment Co., of New 


Orleans, as distributors; Also, C. W. 
Carr & Co., Kalamazoo, Mich. as a 
representative. 


Johnston Pump Company, Los 
Angeles—Kenneth G. Lundie 
elected vice president in charge of 
sales and Perry Brown elected vice 
president in charge of engineering. 


Westinghouse Electric Corpora- 
tion, Mansfield, Ohio—Robert J. 
McDonald as merchandise man- 
ager for laundry equipment. 





C. D. Alderman D. F. Rucks 





M. L. Ondo J. A. Rishel, Jr. 


Mullins Manufacturing Corpora- 
tion, Warren, Ohio—C. D. Alder- 
man as general manager of mer- 
chandising. Also announced, ap- 
pointment of D. F. Rucks, Jr. as 
sales manager of the kitchens divi- 
sion; M. L. Ondo as assistant sales 
manager and manager of builder 
sales and J. A. Rishel, Jr. as assist- 
ant sales manager and manager of 
appliance sales. 


B. A. Devine 


H. Y. Basset 


Calumet & Hecla Consolidated 
Copper Company, Inc., Wolverine 
Tube Division, Detroit—Election of 
Horace Y. Basset to the board of 






directors, and Buel A. Devine as 
sales commodity manager. 


ate 


F. E. Johns C. M. Campbell 

Murray Corporation of America, 
Home Appliance Division, Scran- 
ton, Pa—Frank E. Johns as sales 
manager of national distribution 
and Charles M. Campbell as con- 
tract sales manager. 


H. O. Canfield Company, Bridge- 
port, Conn.—W. W. Voorhees as 
manager of rubber plumbing spe- 
cialties sales. 


Springfield Plumbing Supply Co., 
Springfield, Mass.—E. B. Bennett 
as manager of the company with 
headquarters in Springfield. 


Gilbert and Barker Manufactur- 
ing Company, West Springfield, 
Mass.—J. A. MacDonnell assistant 
to the vice president and sales 
manager. 


National Radiator Company, 
Johnstown, Pa.—R. H. Weigel as a 
senior research engineer. 





J. H. Swallow 


R. H. Weigel 


Bryant Heater Division, A.G.E., 
Inc., Cleveland—J. H. Swallow as 
manager of the new branch at De- 
troit. 


KO-Z-AIRE, Incorporated, Red 
Oak, Ia—J. J. Hildebidle elected 
as vice president; Richard T. De- 
marest as assistant sales manager. 


General Electric Company, 
Schenectady, N. Y.—J. T. Farrell 
as assistant manager of sales for 
the small and medium motor di- 
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visions; Howard W. Bennett as 
manager of the gear-motor and 
packaged drive sales division; and 
Paul D. Ross as manager of the 
armored motor sales division. 


Motorstoker Division, Hershey 
Machine & Foundry Co., Manheim, 
Pa.—John D. Wentz as general 
sales manager. 


Worthington Pump and Machin- 
ery Corporation, Harrison N. J.— 
Louis G. Hilkemeier as chief engi- 
neer of the construction equipment 
division at Dunellen. 





J. Salamone 


L. Carson 


American Radiator & Sanitary 
Corporation, Pittsburgh—Joseph 
Salamone as assistant general man- 
ager of sales; H. L. Spindler as 
director of public relations; and 
Robert W. Lear manager of adver- 
tising and sales promotion. 


Pennsylvania Range Boiler Co., 
Philadelphia—Lorne “Kit” Carson 
as general sales manager. 

















R. E. Wollert 


Inland Steel Products Company, 
Milwaukee—C. F. Gruenert as 
manager of the Rochester-Buffalo 
branch, and R. E. Wollert as man- 
ager of the Detroit branch. 


C. F. Gruenert 
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DUAL FUEL GAS-GAS BURNER 


USING NATURAL OR 
MANUFACTURED GAS WITH LP GAS 
STANDBY 


All ROBERTS-GORDON Conversion Gas Burners 
are now available with built-in controls that auto- 
matically shift from city gas to LP gas when outside 
temperatures drop below a pre-determined setting. 


Same rugged construction, using Gordon Spreader- 
Flame principle—offering low cost operation and 
long life features that have sold hundreds of thou- 
sands of Gordon Burners. Built by a pioneer firm 
in the gas burner business. Capacities from 120,000 
to 900,000 BTU per hour. 


Write for further information and name of nearest 
distributor. 






MODEL 302-21 





| ROBERTS-GORDON APPLIANCE CORP. 


44 CENTRAL AVENUE e¢ BUFFALO 6,N. Y. 
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FOR QUICK, EASY BORING 
OF PIPE-SIZE HOLES 
IN WOOD 





... the new GREENLEE PIPE BIT SET 


Designed especially for plumbers, steamfitters and electricians 
to provide fast, easy boring of accurate holes in wood for 2” 
to 2” pipe and conduit. Makes swift, easy work of an other- 
wise tedious, hard job! The set ‘is furnished in a sturdy, 
attractive metal box with convenient carrying handle. Bits 
have %” shanks for use in portable electric or pneumatic 
drills and in stationary boring machines. An adapter is 
provided for standard auger-bit braces. Adapters are also 
furnished for using standard %” pipe as an extension 
for deeper boring and longer reach. Get facts today 
on these timesaving GREENLEE tools. Write Greenlee 
Tool Co., Division of Greenlee Bros. & Co., 
2372 Twelfth Street, Rockford, Illinois. 


GREENLEE 
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5 in. galvanized pipe. 
4 in. galvanized pipe. 
5 in. pipe rests. 
4 in. pipe rests. 
5 in. galv. C.I. drainage 
45 deg. ells. 
5 in. x 4 in. galv. C.I. 
drainage ~ Y. 
13 5 in. x 4 in. galv. C.I. 
drainage TY’s. 
5 in. galv. C.I. roof con- 
nection. 
4 in. galv. malleable 45 
deg. ells. 
4 in. x 3 in. galv. malle- 
able tees. 
4 in. roof connection. 
sq. ft. 6 lb. sheet lead. 
Ibs. solder. 


na 





LABOR 





Based on average pro- 
duction of four 4 in. or 
5 in. fittings for me- 
chanic and helper in 8 
hours. 
34 fittings + 4 

per day = 814 days 





Bee 414 days 
Flashing ..... 1% day 
Total ....13'% days 


because of bids that are too high or too low! 


Newly revised, 1950 edition of “Labor and 
Material” aids you in determining the 
RIGHT bids on plumbing and heating jobs. 
Permits you to make a fair and accurate bid. 
Helps you avoid the pitfalls of hidden labor 
and material costs that may mean the dif- 
ference between profit and loss! 


Diagrammatic drawings show typical instal- 
lations. Charts give labor time and materials 
needed. Amount of profit and overhead to add 
is discussed in separate chapter. Here’s 
everything you need to make an accurate 
estimate! 


Domestic Engineering Co. DE 12-50 
Book Dept., 1801 Prairie Ave., 
Chicago 16, Ill. 


Gentlemen: Please send me copy (copies) 
postpaid of “Labor and Material” ($2.50 ea.). 
I enclose $ ORE _ check, __money 


__ cash. 


NAME — $$$ 
MESS 


order, _ 





ye rt 





Special chapter demonstrates the “unit sys- 
tem” of estimating. Use it to get overall 
costs quickly . . . verify detailed estimates. 
Makes tiresome calculating, estimating .. . 
quick and easy. 


Heavy bound cloth cover—51l,4, x 814 inch size 
—120 pages with index for speedy reference. 
Every plumbing and heating contractor has a 
need for this handy, compact book. 


Don’t lose out on profitable business. Send 
for your copy of “Labor and Material’ NOW. 
Postpaid $2.50. 
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A 10-Point Guide to Retailing 
(Continued from bottom of page 113) 


brightness to the exterior. 

c—Paint. Perhaps more than any other thing, 
a new coat of paint will give a fresh look to the 
inside of a store. Then, too, a freshly-painted 
store encourages the owner and his employees to 
keep it clean. 

d—Good ventilation. This is a housekeeping 
item that sometimes is overlooked. Yet at certain 
times of the year, poor ventilation may discourage 
customers from entering or remaining in a store 
and may lessen the effectiveness of its salespeople. 

In this connection, it’s worthy of note that many 
contractor-dealers make an additional impression 
by having air conditioning in their stores. First, 
it impresses the customer with the fact that the 
dealer “practices what he preaches.” Further- 
more, the comfort and convenience of shopping in 
conditioned surroundings is bound to be appre- 
ciated which means more goodwill for the firm. 

e—Orderly store. Some stores attract attention 
because they are well-ordered; others lose cus- 
tomers because of their disorder. Orderliness in 
a domestic engineering dealer’s store begins with 
placing together heating items, plumbing material, 
kitchen appliances, etc., with each item neatly 
arranged where it obviously belongs. 

Dealers have carried this idea of orderliness to 
its ultimate. They arrange kitchen equipment 
and bathroom fixtures in ‘model rooms. This 
serves to “sectionalize” individual items and in- 
creases their sales impact since the customer can 
visualize them in his own home. 


Number 9—Service to Customers 


Another major factor that helps bring success 
to a retailer is good service to customers. Con- 
tractor-dealers enjoy a preferential position in 
this regard. Their status of experts on heating 
and plumbing problems gives them an entry into 
the home that is unique. Because of the vital 
health and comfort commodities they sell, many 
dealers give one-trip service around the clock by 
maintaining several completely-equipped trucks. 
Other aspects of customer service are: 

a—Prompt store service. Customers do not like 
to be kept waiting while a clerk brings up mer- 
chandise from the basement or for money to be 
changed in another part of the store. Through 
wide use of open display, alert sales clerks, con- 
venient location of the cash register and by other 
means, the retailer can make it easy for customers 
to shop in his store. 

b—Convenient store hours. Store hours should 
be arranged for the convenience of customers, 
not to suit store personnel. Farm and urban 


areas will make different demands in this respect. 

c—Better parking for customers. This has be- 
come a “must” among customer services. Today, 
more and more people use automobiles when 
shopping. The retailer who is located in a new 
neighborhood or suburban area usually can pro- 
vide space for customers. The small downtown 
retailer, however, generally cannot do this, ex- 
cept through the use of expensive land or parking 
garages. If he is to hold trade, the downtown 
retailer must provide parking space for customers 
or join with neighboring merchants to provide 
such spate. In some municipalities, the city gov- 
ernment has helped in this regard. Retailers in 
small cities often can solve their customers’ park- 
ing problems through provision of free parking 
lots on side streets or back of the stores. 

More possible answers to this problem will be 
described in a forthcoming issue. 


Number 10—A Friendly Business-Personality 


This is perhaps the most important single ele- 
ment in the success of any small business. To be 
successful, the retailer should like people and 
like talking with them, mixing with them and 
serving them. He recognizes the fact that his 























“He's coming along fine with his sales course— 
notice how much longer people listen to 
him before they go somewhere else!” 


customers are really his employers and that they 
will employ him and his store only as long as he 
serves them well. As essential parts of his per- 
sonality, he has a good knowledge of customer 
wants, a personal acquaintance with as many as 
possible, and a strong community interest. 
Careful attention to all ten of these elements 
pays off—in continuing growth of a business and 
in increased profit. Their application to particular 
operations will vary, but in general, these ele- 
ments apply to every retail business, of any size. 
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iy # ‘Sterling _ mee) # Chae # 


Available four different ways. 


S-350 Centerset only, less all Drain Parts. 
S-351 with Bead Chain and Rubber Stopper. 


S-352 with Bead Chain, Rubber Stopper and 
P.O. Basin Plug. 


S-353 with No. S-333 “Practo” Lavatory 
Pop Up Drain. 





Weauty that Speaks for Nisclf 





Sold Through Wholesalers Only 








STerling Foucel [ompony 
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ATTALLA 


SOIL PIPE 


and 
FITTINGS 


Are Mechanically Correct 





ATTALLA PIPE & FOUNDRY CO., INC. 


ATTALLA, ALABAMA _— CHICAGO, ILL. 









HERE I(T IS! 


THE NEW 


MODERN 


WATER SOFTENER 


@ Flick a switch—for complete, auto- 
matic regeneration. 

© Sealed electric power unit—elim- 
inates field service and adjustment. 

"  @ High capacity—210,000 to 420,000 
grains weekly if desired. 

© Fully guaranteed—10 yeor wor 
ranty on softener—1 year war- 
ranty on electrical parts. 

© Triple-acting: softens—removes 
iron—filters sediment. 

- © Ensily installed—plugs into any 

% 110-115v A.C. outlet. 
© Remote control optional, extra cost. 


WRITE FOR DETAILS AND PRICES 


WATER SOFTENERS ¢ FILTERS * WATER HEATERS 


] 
j 
c 
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4 Continued from bottom of page 97) 
Compact Gas-Fired Furnace 
Recently announced is a 


new series of this manu- 
facturer’s furnaces, with 
input ratings of 78,125; 93- 
750; 109,375; and 125,000 
Btu. All models in the 
series are unusually com- 
pact, according to reports, 
due to the inclusion of a 
compactly designed and highly efficient wedge- 
tube heat exchanger. The two smaller models in 
the series occupy only 20 x 51 in. of floor space; 
the two larger models fit into a floor area of 
20 x 54 in. Listed for use with natural, mixed, 
manufactured, LP and LP-Air gases. 

Installation data: Minimum clearances for in- 
stallation of the units include: sides, 1 in.; rear, 6 
in.; top, 3 in.; flue, 6 in.; front, 18 in. AII units 
are factory assembled and wired. 

Manufacturer: Ingersoll Steel Division, Borg- 
Warner Corp., 310 S. Michigan Ave., Chicago 4. 


Tankless Water Heaters 

Added to a line of heating 
equipment are two new models 
of tankless water heaters 
which can be furnished in 3 
sizes, with ratings of 314, 4 
and 5 gpm with boiler water 
at 180 deg; or 5, 6 and 74% gpm 
with boiler water at 200 deg. 
Tankless water heaters are 
available in standard units 
without the jacket, or in de- 
luxe units furnished with a well-instilated metal 
jacket. The model shown is the deluxe. All units 
are constructed with a cast-iron shell and a spiral 
copper-tube bundle. 

Manufacturer: The Bell & Gossett Company, 
Morton Grove, IIl. 





Self-Contained Air Conditioner 

For cooling, dehumidify-- 
ing, circulating and filtering 
the air in homes, factories, 
offices and other commercial 
establishments, here is a self- 
contained air conditioner re- 
cently improved by the man- 
ufacturer. Year-round air 
conditioning can be provided 
by addition of either steam 
or water-heating coils and an 
outside air-duct connection 
for ventilation air supply. 
Complete in every detail, the packaged unit is 
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factory assembled and ready to install, requiring 
only water, drain and electrical connections to 
place it in service. Three sizes of 2, 3 and 5 hp 
have cooling capacities of 24,000; 36,000; and 
60,000 Btu/hr respectively. May be connected 
for single, two or three-phase operation on 50 
or 60c sources. 

Manufacturer: Westinghouse Electric Corpora- 
tion, Sturtevant Division, Hyde Park, Boston 36. 


Five-Valve Manifold-Header Unit 

Designed 
especially for 
radiant-panel 
heating sys- 
tems, a five- 
valve unit 
has been in- 
troduced to 
this manufacturer’s line of manifold headers and 
balancing-valve manifolds. It supplements his four 





and three-manifold units and single-control bal- 
ancing valve already on the market. (All units 
are shown above.) 

This five-valve and five-outlet unit can be used 
in various manifold combinations with other units 
to accommodate virtually any number of circuits. 
Constructed of steam bronze, the three, four and 
five-valve manifolds and the three, four and five- 
outlet headers are available in two sizes: 1% by 
3%, in., and 1% by %% in.; single units come in 
3%, % and %-in. sizes. 

Manufacturer: Milwaukee Valve Company, 
Milwaukee 7. 


Adjustable Portable Metal Shear 


For increased shop efficien- 
cy, here is a portable metal 
shear which, it is claimed, 
gives maximum slitting and 
trimming capacity for its small 
size. A rigid, strongly-braced, 
one-piece frame is* employed 
to assure permanent align- 
ment of upper and lower 
blades, which are also adjust- 
able to compensate for wear and re-sharpening. 
The addition of an adjustable shoe at the pivot 
point of the upper blade increases the strength 
of the unit. Compounded linkage of the same 
blade provides an easy cutting action, regardless 
of the thickness of any metal, up to capacity. The 
shear is made in three sizes to slit 14 gage, 10 
gage and °4,-in. mild. High-carbon, high-chrome 
blades are available for cutting stainless steel. 

Manufacturer: Beverly Shear Mfg. Co., 3004 
W. 111th St., Chicago 43. 

(Please turn to top of page 165) 











164 DOMESTIC ENGINEERING December, 1950 


THE STORAGE TANK |"You Can't Buy a 
WILL LAST LONGER WITH 3 
| Better Tank Valve 


yy THE PROOF OF QUALITY IS IN PERFORMANCE 


The CURTIN Valve is made entirely of cast bronze, the cylinder 
| and overflow tube of electrolytic seamless drawn copper. The 
float inside of cylinder is made of hard rubber and will last 
indefinitely. It has a metal encased leather seat washer. The 
CURTIN Valve will flush and automatically refill any closet. 
No refill tube from ball cock is necessary. 










qf 























Trade Mark 






THE MAGIC WAND 








Now you can tell your customers that 
the storage tank will last longer pro- 







































viding you insert an “Elno”—the magic Lig! 

magnesium-alloy rod—into the storage 

tank. 

“Elno” is a great advance in water 

heating. It prevents corrosion of the 

storage tank, and eliminates rusty wa- 

ter caused by storage tank corrosion. 

“Elno” Protectors are made to fit all 

makes of Automatic Storage Water capé 

Heaters, Range Boilers, and Large Vol- plas 

ume Hot Water Storage Tanks. There is to u 

an “Elno” Protector made to fit the water nur 

heater you sell. cal | 
perf 

They are easy to install. “Elno” Pro- M 

tectors are made with a hot water fit- 

ting to match the fitting on the water Jack 






heater you sell. Remove the hot water 
fitting and replace it with the “Elno” 
rod. Use a sectional “Elno” if the water 
heater is already installed. 










Cash in on this new selling feature: 
“Elno” Protection. Your supply house 
carries “Elno” Protectors in stock or 
send for catalog and prices. 




























| CU RTIN Figure 40 

Sectional ; 
ee 99 THE ORIGINAL ANODIC ROD | View exter 
ELNO Look for the Trade Mark | FLUSH VALVE tons. 

c 

This illustration shows the float silently falling as the water Sas 

leaves the float chamber; the valve but partly closed, yet tank G1 
already emptied. flush 
THE CLEVELAND HEATER CO. AF. CURTIN VALVE CO - 
2310 Superior Avenue Cleveland 14, Ohio ribo 7 
; ; 76 SHIP AVENUE MEDFORD, MASS ratio} 

— 
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Figure 40 
Sectional 
View 


the water 
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Restaurant Electric Water Cooler 
Ideal for restaurant 
and cafeteria usé, the 
improved type of elec- 
tric water cooler pic- 
tured here is the latest 
addition to this manu- 
facturer’s line of prod- 
ucts. This unit is man- 
ufactured in capacities 
from 5 to 40 gph, thus assuring an ample supply 
of water to the automatic-closing, pushback type 
faucets. The top area of the cooler holds 100 
glasses; the four side trays hold 20 glasses each. 
The modern-styled cabinet is of white enamel; 
top, trays and water stations are stainless steel; 
railing and faucets are chrome-finished. 
Manufacturer: Haws Drinking Faucet Co., 4th 
and Page Sts., Berkeley 10, Calif. 


Lightweight Gasoline Torch 
Functional design and alu- 
minum construction are the key 
features of this improved gaso- 
line torch, designed to be light 
in weight, efficient, safe and 
easy to handle. A basic style 
change is found in the strong, 
flared tank design which is re- 
—— ported to result in a large fuel 
capacity, and weight balance at any fuel level. A 
plastic pistol-grip handle makes the torch easier 


‘to use. Simplified pump construction reduces the 


number of parts from 16 to 8, minimizing mechani- 

cal troubles. Easier to insert, pump is made for 

perfect sealing and finger-tight closing. 
Manufacturer: Otto Bernz Co., Rochester, N.Y. 


Jacketed Gas-Fired -Heating Boiler 
‘ The latest develop- 
ment in this manufac- 
turer’s line of gas-fired 
heating boilers was an- 
nounced recently. It 
has been designed to 
make it easy to stock 
the complete series of 
sizes of the new boiler 
with a minimum inven- 
tory. To this end the 
flush jacket and jacket 
extension for the unit are packed in separate car- 
tons. If the customer wants an extended jacket 
covering all controls, all that is required is the 
addition of a jacket extension to the standard 
flush jacket. The cutaway illustration shows the 
principal working parts of the boiler. 
Manufacturer: United States Radiator Corpo- 
ration, 300 Buhl Bldg., Detroit 26. 


165 


OFF 


‘S 





mf 


~\ 


y 
Ys 


— 


<, 


SAFETYMIX 





SHOWER 
SAFETY 


LIFETIME 
QUALITY 


FREE FROM 
MAINTENANCE 


Costs 
NO MORE 


GIVE THEM THIS EXTRA SHOWER SAFETY 
... AT NO EXTRA COST! 






... No scalds ... no chills. Protects against 
both sudden scalds and chills. Even with 
pressure fluctuations up to 85%, Safetymix 
keeps shower temperature constant. Auto- 
matically shuts down flow when either hot 
or cold water fails. 


. Only one moving part. Designed and 
manufactured by engineers and approved 
by architects, pressure-actuated Safetymix 
is the most rugged shower control valve 
made. Only Safetymix has the patented 
Flow Control Spindle with but one moving 
part to control all valve functions. 


. Easy to fix as a faucet. Safetymix is 
designed with self-cleaning action to pre- 
vent clogging. Saves water. All parts acces- 
sible from front. - 


Because it costs mo more than ordinary 
shower valves and is guaranteed to be 
entirely as represented, architects specify 
Safetymix and engineers recommend it. 
Safetymix gives the extra safety and satis- 
faction that builds better reputations. Safety- 
mix is used in thousands of schools, colleges, 
hotels, industrial plants, institutions and 
better homes from coast to coast. 


See Sweets Architectural File o, your Domes- 


‘tic Engineering Catalog. 


Send for bulletin and prices. 
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Lp DESIGNED FOR ONE PIPE FORCED HOT WATER SYSTEMS 
Y —» 
—» 
— 
NEW WAY 


Requires only 6 
Master-Dual-Flow Fittings 
For 6-Radiator Job 


WN 


AY 


ZW op »” sf 


Old-Type Fittings 
For 6-Radiator Job 


\ 
sang 








CROSS SECTION OF 
CAST IRON 
MASTER-DUAL-FLOW 





BRONZE 


FOOLPROOF! 


Always Installed Cor- 
rectly Regardless of 
Position of Fittings or 
Radiator Location. 





You save on fittings because 
only one MASTER-DUAL- 
FLOW is required for each 
radiator for both feed and re- ’ 
turn. You save labor costs 
because threading and sweat- 
ing time is cut almost one-half. 
You save costly service calls 
because the Master-Dual-Flow 
fitting cannot be installed in- 
correctly. Get your supply of 
Master-Dual-Flow Bronze and 
Cast Iron Fittings from your 
jobber. If he cannot supply 
you write today for literature 
and nearest jobber’s name. 


—4«—¢ 4: 





Diagrams Above Show 
Various Ways Of In- 
stalling The Master- 
Dual-Flow. Choose The 
Most Convenient 
Method For Each Radi- 


| 1 Master - Dual - Flow 
Does the Work of 2! 


HQ_MEL PRODUCTS©. 


MANUFACTURERS 


554 CHAPEL STREET NEW HAVEN, CONN. 
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Fuel-Oil Shell-Head Burner 
_— This burner, with shell- 
designed combustion head, 
will consume either distil- 
late or catalytic oils. Elec- 
trically-operated valves are 
built-in to provide auto- 
matic and instantaneous oil 
cut-off and eliminate soot 
me and after-drip. There are 
five shell-head models, with capacities ranging 
from .50 to 10 gph. Motor has overload protector; 
transformer has built-in radio filter; fan is 
mounted on motor shaft, with rubber flexible 
coupling; nozzle atomizes fuel with fog-like spray; 
ignition has automatic control devices. 
Manufacturer: Radiant Utilities Corp., 8817 
18th Ave., Brooklyn 14. 


Frost-Proof Yard and Wall Hydrant 
This hydrant is reported’ to be 
frost-proof by use of a valve de- 
sign that allows all the water in 
the standpipe to drain through 
a specially-located weep hole in 
valve body when the hydrant is 
shut off. According to the manu- 
facturer, there is no need to dis- 
connect hydrant or piping in 
ground when valve washer be- 
comes worn. Replacement can be made with 
standard-type rubber washer by simply remov- 
ing valve stem through top of hydrant. The stand- 
pipe for yard hydrant is galvanized steel and 
available in lengths for 2 to 6-ft bury, with spout 
arranged to provide a 26-in. clearance from 
ground level. It is equipped with enameled cast- 
iron head and threaded spout for 5%-in. and 34-in. 
hose connection. The wall-type hydrant is bronze 
and is available for wall thicknesses up to 12 in. 
Manufacturer: Red Jacket Manufacturing Co., 

Davenport, Iowa. 


Sweat-Check Flow Valve 

To prevent hot boiler water 
from flowing to the heating sys- 
tem when the circulator is not 
running, thereby permitting the 
boiler to be used for domestic 
hot water summer and winter, 
here is a 1-in. flow valve for 
sweat or solder-type connections. Unit is of all- 
bronze construction, with machined weight and 
seat, and has a bronze spring cushion. A simple, 
visible 3-position adjustment and seat are easily 
cleaned by moving adjuster lever up and down 
when circulator is running. 

Manufacturer: Taco Heaters, Incorporated, 
137 South St., Providence 3, R. I. 
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AUTORAD Finned 
Pipe 


Space Saving 
Easily Installed 
Efficient and Economical 


YOU GET BOTH WITH AUTORAD 


e EASY INSTALLATION FOR YOU 
e LASTING CUSTOMER SATISFACTION 


There may be cheaper types of baseboard radiation than 
AUTORAD but in no other finned type heating equipment 
can you get finer engineering design, better materials and 
fabrication, and beautiful appearance. All-steel construc- 
tion makes bond between fins and pipe permanent. No 
electrolytic action or expansion differences can loosen the 
fins and reduce heat transfer. Fin spacing is ample for 
self-cleaning. 


On your next job of new construction or remodeling, try 
AUTORAD. It will build business for you by the satisfac- 
tion it gives. 


Write for Form AR-101 
and Bulletin 50 








Manufacturers of Heat Transfer Equipment Since 1920 


3535 Fillmore St., Chicago 24, Ill. 











ARMSTRONG BROS. 


Better PIPE TOOLS 
- SS ~ 


PIPE CUTTERS 


“ARMSTRONG BROS.” Three Wheel and Standard 
wheel and roller Pipe Cutters are quality cutters 
throughout . . . built to give years of good service. 


“ARMSTRONG BROS.” drop forged Pipe Cutters are 
built for lifetime service with 1-piece _drop forged 
steel heat treated body and a rep 
steel nut to take up the wear and thrust of handle 
screw. Used either as 1-wheel (with 2 rollers) or 3- 
wheel (for close quarters). 
: “ARMSTRONG BROS.” Knife Blade Cu ter 
Z. >» Wheels are hined from special alloy tool 
f Write for \ steel properly heat treated. They cut rapidly 
| Catalog and easily, hold their keen edge. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5223 W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 











THERMOSTATIC RADIATOR Thy 
“o 


Writing healing specs? 


Original installation of Barnes & Jones 
traps cures the maintenance man’s headache 
before it begins. Only the element and seat 
can ever wear out and these, because of the 
unique construction, are ‘simplicity itself to 
replace. 


LOW PRESSURE TYPE 


arnes & Jones 


Barnes & Jones makes replacement of a * 
worn out element as easy as 1, 2, 3 and that’s Hee 
minutes! Write for Catalog 76. 


| Barnes s Jones 138, moor sve gull 
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All Wool Felt for Greater Efficiency 
USE ONLY General ‘Slters CARTRIDGES 


Over a million users of General Fuel Oil Filters are 
proof of their greater efficiency. To retain peak efficiency, 
be sure you install a genuine General Filters replacement 
cartridge at least once each season. 


Only General Filters gives you an all-wool cartridge which 

is impervious to water. Their “step back” design provides 

far greater surface area and consequently faster dirt ab- 
sorption. The chemically treated, 
fine-mesh, wire-screen center core 
acts as a secondary filter and pre- 
vents any lint from getting to the 
burner nozzle. The uniformity of 
the felt eliminates any chance of 
channeling. Designed especially 
for gravity or pressure fuel oil 
burners, only GENERAL Filters 
gives you all these features. Get 
the best—they cost no more. 


GENERAL FILTERS SAYS: 


SINGLE CENTER 
BOLT FOR QUICK 
CARTRIDGE 
REPLACEMENT 


STEP BACK CON- 
STRUCTION PRO- 
VIDES GREATER 
SURFACE AREA 


FINE MESH CHEMI- 
CALLY TREATED 
SCREEN ACTS AS 
SECONDARY FILTER 


BF yensyerrensceacs 


ge pieeeebaaa 
r Pos 


Do your customers a favor—see that they have a genuine 
replacement cartridge at least once each heating season. 


GENERAL FILTERS 
INCORPORATED 


12890 WESTWOOD AVE 
DETROIT 23, MICHIGAN 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 

















AIR CONDITIONING 


Tudusiry — 


AEROFIN rm. 
HEAT-TRANSFER UNITS 
do the job Better, 

Faster, Cheaper 


AEROFIN CORPORATION 


r 
> ¢ 





nt 
np ee BURNER FACTS 


THE SERVICEMAN’S BURNER 


A nation-wide survey conducted by 
our advertising agency showed that 


& RADIANT burner performance is 
equal to the highest price burner. 
Yet they are priced to meet the 
lowest competition, even on proj- 
ect work. 


| 2.| Heavy sales are due to 
—low cost of upkeep 
—ease of installation and servicing 
—factory guarantee 
—national distribution in 
Write tor complete details protected territories 


New model equipped with 
shell designed combustion head 


RADIANT UTILITIES CORP. 
8817 18th AVE., BROOKLYN 14, N, Y. 
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Multi-Spray Shower Head 
Now in production is a 
new multi-spray, self-cleans- 
ing, ball-joint shower head 
of 334-in. diam. Each of six 
clock-set plungers on the 
face delivers eight separate 
streams. A control handle 
on the sleeve just above the 
face permits altering the 
spray to fine, normal and 
“flood” conditions. Volume is adjusted by means 
of an exposed screw-driver-type regulator. A 
swivel joint allows the head to be set in any 
desired position. 
Manufacturer: Kohler Co., Kohler, Wis. 


Reversible Pipe Tongs with Jaws 

Oftentimes it’s neces- 
sary to turn pipe first 
one way, then the other. 
If you’ve ever had this 
problem, you will find 
an answer in this man- 
For “Breaking Out” ufacturer’s reversible 


pipe tongs, which will 
ey ngt only turn pipe in 
either direction but will 


do it without having to 
remove the tongs. The trick is accomplished by 
a simple switch in the position of the outer jaws. 
These jaws can also be removed entirely, making 
of the remainder of the tool an efficient fittings 
tongs for narrow beads and flanges. The com- 
plete reversible tongs are available in four sizes 
for pipe and fittings from % in. to 8 in. All are 
made from tough wrought-steel; each chain is 
proof-tested; all parts are interchangeable. 
Manufacturer: J. H. Williams & Co., 400 Vul- 
can St., Buffalo 7. 


For “Making Up" 


Hot Water Heating System 
eh A hot water heating sys- 
tem recently developed fea- 
tures a circulating pump at- 
tached to the gas or oil-fired 
boiler, and a new type of 
room radiator. When the 
thermostat is turned up, hot 
water is pushed at a speed 
of 10 fps through 34-in. cop- 
per tubing to the radiators. These radiators are 
equipped with individual small blowers having 
both thermostatic and manual control. They are 
designed to push heat out rapidly across the 
floors. The manufacturer reports that the new 
system delivers heat quickly from a cold start. 
Manufacturer: Copperheat Industries, Inc., 

Detroit 21. 
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THAT’S 
EASY TO 
WORK 
WITH 





“These big solid 
handles make it 
a cinch to lift 
and carry the 
RIFaID 4P’’ 


RIGEID No. 4P cuts perfect 


threads on 2'/2" to 4” pipe 


@ No matter how good a threader is, it’s a lot 
better if it’s easy to handle. Rimaip 4P has 
balanced loop handles so you can easily pick 
it up and put it on pipe—even when it’s greasy 
and you're tired. Mistake proof workholder 
sets to size before you put it on pipe, one 
screw to tighten, no bushings. 4 sets of 5 high- 
speed steel chaser dies give clean accurate 
threads on 214," 3,” 32" and 4” pipe. Ratchet 
handle furnished — rt@aip Universal Drive 
Shaft and Power Drive available for power- 
threading. For perfect threads, easily, order 
the rimaip 4P from your Supply House. 


Fd 


WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. © ELYRIA, OHIO 
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yr in Back-Syphon Preventer 

Of interest to plumbing con- 
tractors is a new and improved 
vacuum breaker or back-syphon 
preventer whose working parts 
are easily and quickly replace- 
able. Simplified in construction, 
the unit consists of only three 
parts: the body, the water valve 
and a washer. Water-tested and 
inspected before shipment, each 
unit is designed to be effective in 
breaking all vacuums which may 
| cause back-syphoning. Designed to fit all types 
| of the manufacturer’s valves just below the body 
USE MACBETH BRAND of the valve, the unit is furnished with 1%-in. 
OD slip outlet. It can also be obtained for %4-in. 
or 1%4-in. OD flush connection. Body is brass, 

3 in. high, with chrome-plated exterior. 
FLAT GAUGE GLASSES Manufacturer: Speakman Company, Wilming- 


ton, Del. 








>) for high pressure boiler service 


Redesigned Projection Unit Heater 
This series of rede- 
Two types of MACBETH brand Flat oo ie signed projection unit 


: 3 heaters includes a new 
Gauge Glasses available for high . . seniiel erect lite a a6. 


pressure service—Type A (Plain) use in. fan and a 451,000- 
in pairs with water column between , Btu capacity. Other 
—Type B (Reflex) with full length models have capacities in the range from 55,300 
prisms—use singly with prisms on to 550,000 Btu. Redesigning has not affected the 
deat die, overall dimensions of the units, but an attractive 
offset roll has been added to the bottom to give 
Made of hard, chemically re- | added rigidity and improved appearance. Only Winch 
sistant glass. the motor and housing brackets protrude beyond — 
; the top of the unit. All bracing is done beneath ee 
Outlast all other types. Designed the top plate for added strength. Also introduced ie 
for pressures up to 1500 p.s.i. for | for the first time is a hydraulically-expanded coil, os 
steam boiler designed to improve efficiency. Units are reported eas 

use, and up to / easy to clean and maintain. rection 

Or eas 


5000 p.s.i. at Manufacturer: The Trane Company, La Crosse, neces 
Wis remove 
. front | 


Safety 








normal temper- 


atures. ; : 
Self-Contained Electric Hammer 


A new addition to a well- 
known line of portable electric 
hammers is a new model with 
a 5-in. diameter drilling capac- 

Call your nearest Warehousing Distributor. He ity. Using a 110v a-c power 
stocks MACBETH brand Flat Gauge Glasses, source, the new hammer is en- 
PYREX and CORNING brand Tubular Gauge | _ tirely self-contained, with the rectifying unit in- 
Glasses, PYREX brand sight Glasses, Oil Cupand { corporated in the handle casting. The light weight 
Lubricator glasses, | of the hammer should make it particularly useful 

for work on ladders and scaffolds. The complete 


. line of this firm’s hammer tools, including a new 
CORNING GLASS WORKS carbide-tipped tri-point star drill, is available for 
CORNING, NEW YORK Reonig’ use with this hammer. 
: PYREX 


Manufacturer: Syntron Company, 158 Lexing- 
ton Ave., Homer City, Pa. 
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; & 
STEEL BOILERS 


‘ EFFICIENCY 
i | for & ECONOMY 


For Steam or Hot Water Systems | 
For Oil or Gas Fuel 








All NORSE BOILERS are | 
furnished with tankless | 
heater, combustion cham- | 
bers, steam or hot water | 
trim. Each tube in a 
NORSE BOILER is equip- 
ped with suspended baffle 
plate for greater efficiency, 
and is easily removed. 
Tankless heater unit is lo- | 
cated in back of boiler in | 
all sizes other than Nos. 32 } 
and 320. NORSE BOIL- | 
ERS are guaranteed for | 
one year against defective 
workmanship and mate- 
rials. 


FLUSH- 

JACKETS 

Supplied 

on all Sizes 

EXTENDED JACKETS 
Supplied on Sizes 320-400 & 550 


Note the NORSE BOILER Advantages Below: 


Smoke outlet Steam gauge 





Steam or water 


Safety valve outlet 


Low water 
cut-off 
Flange 
mounted 
tankless 
heater 

easy to 
remove 


Tankless 


Gauge glass 


Flush jacket 
requires no heater 

bolts or connections 
screws s 

to assemble r and 


Right and 
left hand 
return 
connections 


Split jacket 
section 

for easy 
access to 
removable 
front plate 





winter 
control 


Large 
observation 
port 

Any flange- 
mounted or 
pedestal- 
mounted oil 
burner 





ASME & FHA Accepted 


NORSE Baffle Fittings 


Cut-out view (right) shows baffle 
Positions at head of heater vents. 
These little steel baffles help in- 
tensify the heating effectiveness 
of all NORSE BOILERS more 
than ordinary boilers. Doubles 
economy ... one in saving fuel 


... the other in longer radiation 


between firing invervals. These 
are good selling points worthy of 
both yours and your customers’ 
consideration. 


MAMUFACTURERS OF 
FIME BOILERS BUILT OF STEEL 
FOR THE SMALL HOME, SHOP OR FACTORY 


NORSE BOILER CO.,INC. new nancsrn, 


NEW MARKET,N.J 
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MERRY 
CHRISTMAS! 


brom 
Everyone At 
MILWAUKEE 


VALVE 
COMPANY 


And Your Nearby 


Milvaco Representative 


P. C. ABBOTT & CO. 
704 Mutual Building 
RICHMOND 19, VA. 


Cc. S. BIGELOW 
903 Fair Oaks Avenue 
S. PASADENA, CALIF. 


R. D. BITZER CO. 
4000 N. 9th St. 
PHILADELPHIA 40, PA. 


WM. G. BOALES 
1150 W. Baltimore Ave. 
DETROIT 2, MICH. 


E. F. BOLLINGER 

21 Manufacturers 
Exchange Bldg. 
KANSAS CITY 6, MO. 


JAMES J. BONGA 
230 N. Canal St. 
CHICAGO, ILL. 


JOHN BROWN, LTD., CORP. 
606 W. Wisconsin Ave. 
MILWAUKEE 3, WIS. 

Export Only 


F. M. CONELY 
149 West Second South St. 
SALT LAKE CITY 1, UTAH 


JOHN T. DOHERTY 
420 Smith Tower 
SEATTLE 4, WASH. 


W. F. DOOLEY 
131 State St., Suite 610 
BOSTON 9, MASS. 


R. H. EGGELHOF 
5402 Broadway, Box 6009 
INDIANAPOLIS 20, IND. 


F. O. GLAS 
724 E. Mason St. 
MILWAUKEE 2, WIS. 


HEINKEL SALES SERVICE 
Room 228, 4908 Delmar 
ST. LOUIS 8, MO. 


A. E. HINDS 
509-510 Hammond Bldg. 
WINNIPEG, MANITOBA, CAN. 


W. C. HUMMELBAUGH CO. 
921 N. Peak St. 

DALLAS 4, TEXAS 

523 Iberville St. 

NEW ORLEANS, LA. 

M & M Bldg. 

HOUSTON, TEXAS 


GALE M. JANES 
526 Builders Exchange Bldg. 
PORTLAND 4, ORE. 


M. F. JORDAN 
Box 35 Baxter Ave. 
LOUISVILLE 4, KY. 


MANUFACTURERS 
PROMOTIONAL 
SERVICE INC. 
101 Park Ave. 
NEW YORK, N. Y. 


JOHN S. PAGE 
661 Woodmont Ave. 
Berkeley, Calif. 


B. G. PETERSON CO. 
408 S. 19th St. 
OMAHA 2, NEBR. 
4517 Boulevard Place 
DES MOINES, IOWA 
SIOUX CITY, IOWA 


R. W. RASSBACH 
7706 14th St., N. W. 


WASHINGTON 12, D. C. 


MICHAEL STUART CO., LTD. 
116 Bloor St. West 
TORONTO, ONTARIO, CAN. 


TANSEY & SEIGEL 

1013 Penn Avenue, Room 311 
PITTSBURGH 22, PA. 

JOHN R. WILLIAMS 


121 W. Church St. 
GALION, OHIO 


MILVACO 


MILWAUKEE 


VALVE CO o 


MILWAUKEE 7, WISC. 
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9 ADJUSTABLE 
CLEANOUTS 
No. 108-W 


BACKWATER FLOOR DRAINS 


e 4 

Customers demand ple é a 
water and economy in a wa rey 
heater. They get it ina KOVEN ¢ by i 
Automatic Electric or Gas. What's se 
more, they get 15 other features ‘g ’ 
that make KOVEN outstandingly =H ~ _ - 

as GREASE INTERCEPTORS 


efficient and dependable. Avail- ‘e me SEDIMENT DRAINS No. 186-D 
able in a variety of models and 3 
sizes to fill every customer's re- 
quirement. 





SEND FOR LATEST BOOSEY CATALOG 


eEAUTY ECONOMY eppicieNcY PERFORMANc, NORMAN BOOSEY MFG. CO. 


\e]  @ & Cc 
i. o 4 VEN BRO.,IN e Division American Skein & Foundry Company 
420 NORPTH LA SALLE ST CHICAGO 10, ILLINOIS 
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Improved Convector-Baseboard 

A standard baseboard for 
residential heating has been 
redesigned by the manufac- 
turer to increase convection 
output. The extra warm-air 
circulation now achieved by 
the added chimney effect of 
new-type louvers, plus the 
radiant warmth provided by 
the hot-water fin-tube coil en- 
closed in the baseboard, as- 
sures a plentiful supply of uniform heat, accord- 
ing to reports. A new damper for controlling this 
warm air is supplied with the baseboard, when 
specified. The unit takes up very little floor 
space, allowing plenty of room for furniture and 
drapery arrangement. Supplied in 10-ft sections, 
it is easy to cut, fit and install. 

Manufacturer: Kritzer Radiant Coils, Inc., 2901 
W. Lawrence Ave., Chicago 25. 





Water Faucet Filter 

Engineered for use on every 
type of water faucet, this new 
water filter is designed to remove 
all microscopic impurities from 
tap water without impeding the 
normal flow. Special cellulose 
filtering discs set between several fine-mesh metal 
spacer screens, do the job. They can be replaced 
or washed, as required, with’a minimum of trou- 
ble. The filter body is of heavy, chrome-plated 
brass. Can be used wherever standard faucet flow 
is adequate. 

Manufacturer: Crystal Water Filter Company, 
2231 N. 17th St., Milwaukee. 





Steam Trap with Built-in Strainer 

Here is a side-inlet, side- 
outlet trap with an operat- 
ing capacity pressure of 
250 psig, and a hot con- 
densate capacity of 769- 
1060 Ibs/hr. It is 7 14¢ in. 
high, weighs 6 lbs and is 
used with 4% or %-in. pipe 
connections. It is recom- 
mended for installation on 
equipment producing rela- 
tively small amounts of condensate. It has a 
strainer integrally built in ahead of the trap to 
avoid clogging when dirt and scale conditions are 
bad. This built-in strainer eliminates fittings and 
labor necessary for a separate strainer. A similar 
steam trap with capacity of 450-690 lbs/hr and 
operating pressure of 150 psig is also available. 

Manufacturer: Armstrong Machine Works, 
Three Rivers, Mich. 
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POSITIVELY WILL NOT 
BACK SYPHON 


Approved by the Sanitation Engineers 
of All Major Cities 


Here is a ballcock that is positively 
non-syphoning. One which plumbers 
can install anywhere, with full assur- 
ance that it meets all local sanitary 
codes — for the M-S-P 05A Vacuum 
Breaker Ballcock is approved by all 
major cities. 

Mechanically, this ballcock is a dream. 
Very quiet at all pressures. Simple, 
easy pressure adjustment. Nylon valve 
seat for longer trouble-free operation. 
Well-made — quality throughout. 


M-S-P’s No. O5A VACUUM BREAKER VALVE 


Just Look at These 
Advantages! 


@ Water Intake Valve Placed Above Water 
Level of Tank — will not back syphon! 


@ Water Outlet at Bottom of Balleock— 
Eliminates noise and splash of water 
falling from top of Ballcock. 

No Whistle or Whine to Shut-Off. 
@ Monel Metal Head Plate for 
Extra Strength. 
Only Slight Adjustment of 
Head to Control Pressure. 


Nylon Valve Seat — Gives 3 to 
5 times greater wear. 


Made of Pure Copper and Red 
Brass —Expertly Machined, 
Finished, and Pre-Tested at 
150 Lbs. Water Pressure. 


Stock This Better Balleock Now! 


MANSFIELD 
SANITARY POTTERY, INC, 
PERRYSVILLE, OHIO 





Combining the Best in Materials and Crafts« 
manship to Produce Truly Fine Vitreous China. 
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Model 200 Pressure Control 
and Relief Vaive 


FLOW FITTINGS BY Sa 


Available in Cast Iron or Copper 


SALL Fittings 7 

greatly improve 

the efficiency of 

the entire hot } 

water system. 

One fitting on the return line is 
all that is needed. This directs 
the free flow ofthe waterthrough 
the radiator. SALL Fittings are 
applicable to both cast iron and 
copper radiation. 


SALL one pipe fittings are avail- 
able in either cast iron or cop- 
per. Sweat type for use with 
copper tubing. 


All sizes1” to 2” upfeed return 
or down-feed return. 


Designed for one and two pipe 
systems, the SALL Flow Check 
Valve performs its function un- 
failingly. Automatic in opera- 
tion, but when necessary can 
be locked in position for gravity 
circulation. Small 4%” port at 
top permits installation expan- 
sion tank, preventing air-bind- 
ing. Learn more about the 
complete SALL Line... get in 
touch with your SALL repre- 
sentative. 


SALL 








Gas- Fired Winter Air Conditioner 
An important design change 


has been made in the pictured 
model of winter air conditioner. 
According to reports, this com- 
pact, highboy, gas-fired unit 
now has an enclosed diverter 
which permits simplified instal- 
lations, particularly in low- 
headroom basements. This fea- 
ture has been added to two 
models, the 60,000 and 80,000- 
Btu input sizes, reducing their 
height from 65% in. to 58% in., 
but without increasing any oth- 
er dimensions. There is a larger size with 100,000 
Btu input. All units are available in green, or 
white baked enamel to match kitchen or laundry 
appliances. They are shipped assembled. 
Manufacturer: L. J. Mueller Furnace Com- 
pany, 2005 W. Oklahoma Ave., Milwaukee 15. 


Storage-Tank Rust Preventive 
Made to specifi- 
cations, this line of 
magnesium an- 
odes, designed to 
prevent rust in large hot water storage tanks, 
contains units made of a special magnesium alloy 
extruded around a steel core. Reports indicate 
that this design allows for operation at the highest 
current efficiency at all times, for added tank pro- 
tection. The extruded, cored magnesium anodes 
are available in any length, regardless of tank 
size. The manufacturer states that he will make 
immediate recommendations regarding proper 
anode installation for all tank sizes upon receiving 
tank measurements. 
Manufacturer: Magnode Products, Inc., 79 Clif- 
ton Place, Brooklyn 5. 


Oil Burner Combustion Head 
Recently developed is a 
combustion head which is 
made with nozzle capacities 
of from .85 to 1.50 gph for use 
on new or existing oil burn- 
ers in this manufacturer’s 
line. The device is simple, 
consisting of only two pieces 
of steel. Both are fixed and 
™* non-adjustable in the sec- 
ondary air stream, but can be entirely removed. 
One is a disc baffle attached to the nozzle as- 
sembly. The other is an aspirating and directing 
collar welded into the air cone at the mouth of 
the tube. Hollow-cone 80-deg tips are used 
throughout. 
Manufacturer: Hart Oil Burner Division, 
Avery Farm Machinery Co., Peoria 2, IIl, 
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oiwo | oe Mn SeMICe!, 
30,000- 
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Pein, , P 2 ; : 
y oth- . 5 wT -F ay » Johns-Manville Transite* Flue Pipe has 
00,000 ee "for nearly 20 years enjoyed a reputation 
en, or 4 . “ff for dependable, economical service in 
undry ' -"# thousands of installations. Proof of its 
i ” many practical advantages is shown by the 
Com- ur. i fact that there are more than 50,000,000 
15. ; : Nines feet of this asbestos-cement pipe in use! 
For complete details, write for folder 
TR-84A. Address Johns- Manville, Box . 
pecifi- ma Mie oy 290, New York 16, N. Y. sree. u.s. pat. om. “er aw 
line of Rpt 8 ae ; 
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Bea Johns-Manville TRANSITE FLUE PIPE 
tanks, ; FOR VENTING DOMESTIC GAS-BURNING APPLIANCES 
. alloy 
dicate 
‘ighest 
a Boston-Standard . 
na Boiler Tube Cleaner 
“or mere: oller lube Cleaners 
make ° 
oper’ | | CONTROL [ay | Wire Heater Brushes 
eiving ‘ 
, The World’s 
9 Clif- Most Accurate 
DRAFT CONTROL 
* 
For Efficiency — 
is a Hold That Draft 
ch is 
acities Ordinary chimney drafts fluctuate from .02 to .25 inches or more, 
due to varying winds, atmospheric conditions and temperature changes. 
or use A draft control should compensate for all of these changes and hold a 
burn- CONSTANT pull on the heating unit correct for that particular heater. 
‘urer’s If the draft pull on the heater is greater than it should be, because 
: of no control or an inefficient one, the heat travel through the heater 
imple, is greater than it should be, hence the heating unit does not have a 
pieces chance to absorb the heat before it is through it and up the chimney. 
d and Without a good draft control, every variation in the chimney draft 
causes a change in COs reading, resulting in increased cost of operation. 
> Sec- The BOSTON-STANDARD DRAFT CONTROL with its patented 
10ved. CENTER-MOUNTED GATE, will hold the proper draft on the heating iveaa | sae aR 
le as- unit CONSTANT. 
es FOR SHIPMENT | Fa coor , , jv = Pie's a WORCESTER BRUSH sai SCRAPER CO. 
. used Larger sizes (Ball Bearing Pivots) 12”, 16”, 20”, 24” LDivt $ton of 








BOSTON MACHINE WorRKS COMPANY MASON-WORCESTER co. 
WORCESTER. MASS. 4 


vision, 





Oil Heating Supplies Division, Manufacturers, Lynn, Mass 
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PAVE THE WAY 
for OTHER 
PROFITABLE 


in Watrous 


FLUSH VALVES 










































| Suppose you have a flush valve to install. And you put in a 
| Watrous Imperial Series 400, made by THE IMPERIAL BRASS 
MANUFACTURING COMPANY, Chicago. 


| There’s the kind of valve that'll give your customers the 
service they've a right to expect! It’s quiet. Has positive 
action. And it’s made to last a good, long time. 


In vital spots where corrosion and wear always threaten to 
cause trouble, Imperial Brass uses Monel*. 


That stops trouble like a brake, for Monel not only resists 
corrosion by hard and soft waters, but it is also completely 
rustproof. Stronger than structural steel, tougher than carbon 
steel, Monel is the logical choice for parts that work in water 
or move against other parts. 


Monel brings to Watrous Flush Valves—as it does to many 
other top-line plumbing fixtures—the uninterrupted service and 
trouble-free dependability that build customer confidence in the 
products you handle. 


Count on that confidence to bring your customers back to 
you for other jobs they’ll be needing! 


PROTECTED BY MONEL 
To minimize corrosion and pos- 
sible electrolytic action, and to pro- 
vide extra resistance to wear and 
abrasion, the maker uses Monel for 
vital parts of the Watrous Flush 
Valve. In these vital spots, Monel 
helps provide the long-term serv- 
ice your customers expect. Full de- 
tails about Watrous Flush Valves 
may be obtained promptly and 
without obligation. Address: THE 
IMPERIAL BRASS MFG. Co., 1200 
W. Harrison St., Chicago 7, Illinois. 




















EMBLEM, OF SERVICE = THE INTERNATIONAL NICKEL COMPANY, INC. 
dis, 67 Wall St., New York 5,N.Y. — «Reg. U. 8. Pat. Off. 


M ONEL- .A MARK OF QUALITY PLUMBING 
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Motor-Driven Draft Booster 
: A newly developed draft 
booster device is designed to 
correct almost any down- 
draft problem and provide 
uniform, positive draft under 
any conditions. The booster 
is 10% in. deep, 10 in wide, 
and comes equipped with a 
45%-in. impeller that is turned at 1640 rpm by a 
small electric motor. It operates in either a hori- 
zontal or vertical position. The manufacturer re- 
ports that the booster is ideal for oil floor furnaces, 
oil heaters and oil water heaters. Device fits 
between stove-pipe joints. 

Manufacturer: Queen Stove Works, Inc., Al- 
bert Lea, Minn. 





Gas Wall Circulator 


Dealers will welcome news of a 
new, 50,000 Btu-capacity gas wall 
heater. Designed for easy installa- 
tion, the new wall circulator is 
made to fit in standard 2-in. by 4-in. 
stud walls, with studs placed on a 
16-in. center. The installation can 
be accomplished without dismantl- 
ing the entire.wall. A conveniently- 
placed control allows the flow of 
heated circulating air to be diverted 
into either adjoining room. The 
vent is designed to carry off all 
products of combustion, thus elim- 
inating the possibility of fumes or 
loss of oxygen. Operates on natural 
or manufactured gases. 

Manufacturer: Pioneer Furnace Company, 
Division of Pioneer Water Heater Corporation, 
Los Angeles. 





Centrifugal Fan Ventilator 

This new product is 
especially suitable for 
situations where pow- 
ered duct-exhaust ven- 
tilators operating at 
very low noise levels 
are desirable. The pow- 
er unit features a cen- 
trifugal-type fan with 
backwardly curved blades, mounted within a 
weather-resistant chamber. The streamlined fan 
bottom is reported to increase efficiency while re- 
ducing turbulence to a minimum and permitting 
slower operating speeds. Welded steel framework 
is made to fit over duct curb rising from building 
roof. Line includes 14 sizes. 

Manufacturer: The Swartout Company, 18511 
Euclid Ave., Cleveland. 
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The boss sure doesn’t lose any time getting into 


his POWERS Controlled 
Shower. 


With the 
DOUBLE Safety 


POWERS theses: 


SHOWER MIXERS 
bathers can RELAX 


and ENJOY the best 
showers they ever had 


Regardless of (1) temperature or 
(2) pressure changes in water 
supply lines, a Powers thermo- 
static mixer holds the shower 
temperature constant. Failure 
of cold water instantly and 
completely shuts off the shower. 


Why be “Half-Safe” with mixers that only protect bathers from 
scalding caused by pressure changes. No mixer is really safe 
or non-scald that does not give double protection against both 
pressure and temperature changes in water supply lines . . . 
plus a complete shut off on cold water failure, 





Only one moving part, easily accessible from the front. Parts 
subject to wear have hard chromium finish. Minimum of 
Maintenance assured by simple rugged construction. HSC 


anammmWRITE FOR BULLETIN 358H AND PRICES=@22c2 
THE POWERS REGULATOR CO. 2700 Greenview Ave., Chicago 14 


(CO Please send Bulletin 358H and prices 
() Have engineer call 


NAME as FUTLE 


ADDRESS 






Oil Burner Servicing 
(Continued from bottom of page 148) 


leakage, and are also good for sealing around 
the entire top of firebox. 

With the firebox built the burner is set into 
place. Before sealing around the air-tube it is 
good practice to connect the supply-line and the 
wiring or cables. 

After the piping and wiring are connected, the 
burner is levelled. The air-tube pitches down- 
ward slightly toward the firebox. Then the air 
tube is cemented into the front wall. 

Before starting the burner, the smokepipe must 
be securely in place. All dampers in the pipe and 
furnace are first removed. A full size draft regu- 
lator is installed. Points for starting: 

1. Vent the supply line by means of vent plugs 
on filter and pump. Because of air pocketing in 
the lines, it may be necessary to vent more than 
once. 

2. Remove nozzle assembly. Check nozzle for 
size, spray-angle, and tightness of core in body. 
Tighten snugly in adaptor. 

3. Check electrode settings. Spark gap should 
be about 3/16th in. wide, 9/16th in. above nozzle 
orifice. 

For wide spray angles 1/8th to 1/16th in. forward 
of nozzle face. 

For narrow spray % in. forward. 

(Follow manufacturer’s directions if they vary 
from this.) 


4. Before reconnecting nozzle tubing, start the 
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“| did see the doctor, he sent me here!” 


burner and draw off about a quart of fuel through 
the outlet. This helps prevent specks, that may 
have got in during handling, from reaching the 
nozzle. 

5. Reconnect nozzle assembly. Start burner with 


door open. 

6. Try several starts, while still cold, to check 
dependability of ignition. 

7. Close air adjustment to smoke-point. Open 
slightly to clear. Leave running with door closed. 

Final checking and testing should not take place 
on the day of installation. The burner should be 
allowed to operate a few days, to see if anything 
unusual develops, and to get the customer’s reac- 
tions. The post-installation checkup includes test- 
ing with gages, tuning up for efficiency, noise, 
smoke and odor treatment if necessary. This will 
be covered in a future article. 

A good filter should be installed in the supply 
line to the burner in all domestic installations. 
Some feel this should be installed at the tank end 
of the line, but since its primary purpose is to pro- 
tect the nozzle against frequent stoppage, its best 
location is close to the burner, where it can be 
seen and serviced. A shut-off valve is installed 
before the filter. 





According to Law 

(Continued from bottom of page 104) 
specified, varies from the requirements of the 
city or utility company.” 

The city department of health later advised 
the housing authority by letter that it would have 
to file plans and secure permits for the construc- 
tion of the buildings. About six weeks thereafter, 
the general contractor entered into a sub-contract 
with a plumbing contractor for certain work in 
the buildings. The city department of health sub- 
sequently ordered the plumbing company to stop 
work until the terms of a state plumbing super- 
vision law were complied with. In order to com- 
ply with this law, the plumbing contractor spent 
much more money for labor and materials than 
he had originally figured on. 

Later the plumbing company filed suit to re- 
cover “extra costs” on the plumbing work result- 
ing from compliance with the various laws. The 
court refused to award additional payment as 
it ruled against the plumbing company. “It was 
incumbent upon the contractor to consider this 
condition just as it calculated all other factors 
of cost before it entered into the contract. Assum- 
ing that the contractor incurred expenses beyond 
those which he had expected, because of the objec- 
tions of the city to the plumbing specifications, 
we nevertheless hold that the contract bars re- 
covery of any additional sum of that ground. 
Warned in advance of an element which might 
lead to extra costs, the contractor cannot obtain 
legal relief because the possibility materialized.” 

Citation: George H. Evans & Co. v. United 
States, 169 Fed. (2d) 500. 
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OILER COMPANY, INC. 
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NEW SCHOOLS—NEW HOSPITALS—NEW INSTITU- 
TIONS—the biggest building program in the Nation’s 
history—offer you a tremendous market for 


JUST LINE STAINLESS STEEL EQUIPMENT 


Because Sanitation and Durability will be of para- 
mount importance in these institutions, Stainless 
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Extra Profits 


for Plumbing Contractors 


PLUMBERS:—Here is your opportunity to CASH IN on this 
tremendous market and make BIG EXTRA PROFITS 
installing JUST LINE Stainless Steel Equipment. 


Write for illustrated Literature D-12 and send us your specifications. 
We will gladly cooperate with you in developing new business. 


ng Ce 


Steel is the first choice of Architects, Builders, and 


Institution Management. 


P-S-$-T IT'S LOTS EASIER, QUICKER 
AND LESS EXPENSIVE TO INSTALL A 


JOSAM GREASE INTERCEPTOR 


4610-20 W. 2ist Street, Chicago 50, Illinols 


Micromet 


WITH THE PLUMBING AND DRAINAGE 
INSTITUTE SEAL OF APPROVAL / 


== 


evs | eas Gi arrae from your dishes, 


ts and pans will eventually clog your drain 
ines... cause trouble and expense. Waste 
water from your dishwasher or sinks won't 
drain off to the sewer. Why take needless 
chances? The installation of Josam Grease 
Interceptors assures that grease will be re- 
moved from waste water before it gets into 
the drain lines . . . keeps them clean. . . 
eliminates costly delays and repair bills. 
Write for free copy of Manual B Today. 


Josam Manufacturing Co. 
304 Josam Building Cleveland 13, Ohio 


AND MICROMET 
FEEDERS 


Prevent 
Red Water 


'aMaaliatehis 
Lime Scale 


Control 
Corrosion 


Ne. 6-G Micromet Pump Feeder 


WRITE FOR LITERATURE 


| CALGON, INC. HAGAN BLDG. PITTSBURGH 
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Staples for Tube Fastening 
Plumbing and heat- 
ing contractors will be 
interested in the an- 
nouncement of a new- 
type of tube-fastener 
staple which is especial- 
ly designed to fasten 
copper and brass tub- 
ing, such as that used 
in > palllaint heating, hot and cold-water service 
lines, refrigeration and similar installations. 
Made from pure copper, with a steel core for 
strength, the solid copper surface of these staples 
insures against any galvanic action between sta- 
ple and the copper or brass tubing. The staples 
are manufactured in three sizes so as to fit 3, 
% or %-in. nominal tubing (actual OD 4, % or 
Y% in.). For the first two tubing sizes a staple 
from flat stock has been designed; for the %-in. 
OD size, a round wire staple with round top. 
Manufacturer: E. H. Titchener & Co., Bing- 
hamton, N.Y. 
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Filter for Oil Burning Equipment 


Here is a new filter designed to 
do away with the need to clean 
oil burners periodically. The unit 
attaches directly to the drum or 
tank, where it is designed to 
catch and retain all dirt, scale 

bnd other fuel impurities which normally gum up 
and clog the burner. Filter is easily installed, 
¢mptied and cleaned, reports indicate. 

’ Manufacturer: Marquart Manufacturing Com- 
pany, Oakland 1, Calif. 
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ed to increase packing 
' flexibility, making the 
lacking easier to handle. Ring cutting is simpli- 
med because the spiral can be twisted down to 
Mall shaft sizes and then cut into rings with little 
& no breakage: The problem of packing style 
identification has also been solved by the addi- 
tion of the tape-back construction. Each style is 
tlearly marked in a different color, allowing quick 
lentification under any conditions. Packings are 
tmposed of asbestos, antifrictional metal par- 
icles, flake graphite and special binders. 
Manufacturer: Crane Packing Company, Dept. 
13, 1800 Cuyler, Chicago 13. 
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20 gal. size Now 30.8 gals. hr. 
30 gal. size Now 42 gals. hr. 
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News of Gales tlids 


Fot Today's Best Value 


COMPARE. 
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then finally price 
and you'll 


settle on 


OIL BURNERS 


Because they are built by one of the world’s oldest and 
leading oil burner manufacturers. 

Because they are endorsed and specified by architects, engi- 
neers, builders, realty managers, Federal, State and City 
departments, everywhere. 

Because they are used by banks, schools, churches, institu- 
tions, apartment houses, commercial buildings and thou- 
sands and thousands of satisfied home owners to whom 
operation of Sun-Ray burners has meant years of care- 
free, economical heating. 

Because with our sales literature, newspaper mats, displays 
and signs we help you sell more Sun-Ray Burners more 
profitably. 


Inquiries Invited from Furnace and Boiler Manufacturers 


Sun-Ray Models from 0.7 to 25 g.p.h. — 


CORP. 


SUN- RAY BURNER MFG. 





B9-28 Queens Blvd. Jamaica 2, N. Y. 















ac Pump Demonstrator Display 

Here’s a demon- 
strator display de- 
signed to help sell 
sump pumps. That 
the pump can handle 
large quantities of 
water, is powerful 
and easily installed, 
is demonstrated by the display. Serviceable and 
colorful, the display is about 5 ft long, stands 2% 
ft high. To operate, just plug it in an electrical 
outlet. Folders describing applications and fea- 
tures of the pump are also available. 

Supply: The display unit is being furnished to 
wholesalers for specified periods of time in accord- 
ance with schedules for each area. Folders are 
available to plumbing contractors and dealers. 

Issued by: Kenco, Inc., Lorain, Ohio. 








Kitchen Equipment Booklet 

“Exciting Adaptations” is the title of a new 12- 
page booklet showing this line of steel kitchen 
equipment in out-of-the-ordinary applications. 
The unusual uses include adaptation of the units 
as snack bars, serving counters and work desks. 
Various items are also shown in service as wall 
writing tables, dressing tables and breakfast nook 
walls. A series of pictures shows units in use in 
clinics, pharmacies, hospitals and work shops. 
The booklet also contains a section illustrating 
how kitchen trouble spots, such as obstructions, 
recesses and crowded corners, can be eliminated 
through the use of proper kitchen equipment. 

Issued by: Mullins Manufacturing Corporation, 
Warren, Ohio. 


Classroom Ventilation Booklet 

Interested in classroom 
heating and ventilation? 
Then you'll be interested 
in a new, profusely illus- 
trated release dealing 
with that subject. On its 
first page the booklet 
sets out the problem: to find one method of heat- 
ing and ventilating that effectively introduces 
fresh air into classrooms; controlled to automatic- 
ally maintain a constant thermal level and recir- 
culate room air thoroughly, noiselessly and with- 
out drafts. The rest of the booklet is concerned 
with a suggested answer, delivered in the form of 
37 points, to that problem. 

Issued by: Herman Nelson Division of Ameri- 
can Air Filter Company, Inc., Moline, IIl. 
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Pipe-Line Strainer Scraper Strainer 


Strainers protect steam traps, 
regulating and reducing valves, 
pumps, meters or nozzles. Also, 
keep impurities out of fluids of 
all kinds, Available with scrap- 
ers for operation without in- 
terruptions for cleaning 
screens, Catalog Nos. 1200 


SARCO 


PIPE LINE 
STRAINER S 


o SARCO COMPANY, INC. 
S A R Cc (@) Represented in Principal Cities 

Empire State Building, New York 1, N. Y. 

SAVES STEAM CANADA, LTD., ect 5, ONTARIO 


IMPROVES PRODUCT QUALITY AND OUTPUT 








COMPACT 
CONVECTORS 


for 

Industrial 

Commercial and 

Residential Installations Everywhere! 


GIVES MORE HEAT 
USES LESS SPACE 
AND SAVES LABOR 


Check these advantages! 


For hot water or steam. 


Ample capacity for any size 
room. 


Consumes less space. 
Costs less to install. 


For new construction or re- 
modeling. 


Allows maximum air circu- 
lation. 


Recessed or non-recessed. 
Does not smudge walls. 


© | 1 Bf fs 


KINGSTON PENNA 
WILKES BARRE PENNA. 


Note compact design of 
STEDCO convector unit. 
Can be installed flush 
in baseboard or stand- 
ing out as shown above. 
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need AUTOMATIC 
CONTROL 





T-70 Room 


Thermostat Ley 
4 > 
. one a 


BX-69 Room Thermostat 
Package Set 


A-100 Thermopilot 
Relay Automatic Reset 


L-34 
Fan and Limit 


TX-5 Cold Air 
Control 


x 
LY 
My ~ 
GENERAL CONTROLS 


80 1 Allen Avenue Glendale 1, California 


Manufacturers of Automatic Pressure, Temperature, Level and Flow Controls 


FACTORY BRANCHES: Baltimore 5, Birmingham 3, Boston 16, Buffalo 3, Chicago 

5, Cincinnati 2, Cleveland 15, Dallas 2, Denver 4, Detroit 21, Glendale 1, 

Houston 6, Kansas City 2, Minneapolis 2, Newark 6, New York 17, Philadelphia 

23, Pittsburgh 22, St. Lovis 3, San Francisco 7, Seattle 1, Tulsa 6, Washington 6. 
DISTRIBUTORS IN PRINCIPAL CITIES 


The Swift 155 Water Gauge and 
192 Tri Cock have been especially 
designed for damestic heating 
boilers. They are standard equip- 
ment on many leading makes of 
domestic boilers. 

Swift has a complete line of low 
and high pressure water gauges for 
all types of equipment. Swift Water 
Gauges can be supplied with any 
length, size, and style of Pyrex 
gauge glass and guards. 

* ‘Swift products are backed by 
more than 60 years experience in 
the manufacture of quality brass 
goods, Write for latest catalog. 


LUBRICATOR 


5 W I F COMPANY, INC. 


20 W. 14 St., Elmira, New York 
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SUPERIOR 
ALUMINUM SHOWERS 


Greater Shower Value 
For Your 
Customer's Dollar 
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SUPERIOR 


SHOWER COMPANY 


* Long Island City 1, N. Y. 


47-05 Fifth St 
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Cast Iron 


Soil Pipe 
Soil Fittings 
Plumbing Specialties 
Grey Iron Castings 





Wik you require 


SANITARY COMPANY OF AMERICA 


Lnfiell, Pa. 
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GEE Slip Joint Union 





Cross-section of 
Slip Joint Union. 





GEE Slip Joint Union Tee. 
hrough Wholesale Plumbing Supply and Hardware Trade 
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Pipe Fittings 


FOR UTMOST 
DEPENDABILITY! 


Discriminating buyers of plumbing 
supplies are wise to the fact that 
GEE Pipe Fittings are quality mer- 
chandise . . . precision made, all- 
brass Unions, Tees and Heater 
Couplings. 
The Slip-Joint feature of GEE Fit- 
tings saves the user time and mon- 
ey. Simply slip fitting over two 
ends of threadless pipe and tighten 
nuts. The special gasket is pressed 
against the pipe, making a tight, 
non-leaking connection. Valuable for 
repairing frozen 
or broken pipe 
... for both per- 
manent and tem- 
porary installa- 
tions. 
GEE 


Heater 
Coupling 





OF 5LUS SOUND DESIGN and SIMPLE 
STRUCTION ADD UP TOHIGH 


EFFICIENCY IN MUREC 


GREASE TRAPS aa 


































Their simple design eliminates the need for complicated 
baffies, cascades and moving parts. There is nothing to 
get out of order, as there are no parts to maintain or 
replace. This accounts for their high efficiency and 
assures the user of dependable performance. MU 0 
is the original Grease Trap with high efficiency rating. 
Rated by independent laboratories, not factory tests. 
They're easy to install. . . no cold water connection 
» » » easy to clean. Write today for complete catalo2. 
Order from your wholesaler. 


D. J. URRAY MANUFACTURING CO 
MANWDFACTURERS SINCE 1883 
AUSAL -_ WISCONSIN 
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Parts Catalog for Automatic Heating 
Recently announced is 
this 204-page catalog of re- 
pair and installation parts 
for automatic heating sys- 
tems. Reported the most 
complete work of its kind 
ever published, the release 
contains over 1,100 illustra- 
tions, 13 wiring diagrams, 10 
data tables and oceans of in- 
formation on new, obsolete and rebuilt parts for 
use on oil burner, gas and stoker installations. 
The catalog is organized so that similar parts of 
different manufacture are grouped together for 
convenient reference. According to the issuer, 
practically every part of any automatic heating 
unit ever made is covered in the piece. It should 
be helpful to all contractor-dealers. 
Issued by: Sid Harvey, Inc., Valley Stream, 
N.Y. 


Multiple-Scaled Circular Slide Rule 


One solution of the compli- 
cated duct-sizing problem is this 
unique new device which con- 
solidates all of the charts neces- 
sary for figuring the right amount 
of air for a room, at the maxi- 
mum efficiency. Reports indi- 
cate that duct-sizing answers 

can be obtained through a single setting of the 
four-color, four-scale unit. To operate, the heat- 
ing contractor or engineer sets any known factor 
to coincide with the known cfm. All other fac- 
tors may be read with this single setting. Recom- 
mended and maximum duct velocities for all gen- 
eral installations appear on the reverse side. 

Issued by: The Trane Company, Educational 
Division, La Crosse, Wis. 


Automatic Water Heater Folder 

Here’s a snappy mailing 

fer Weiter Weed piece built around a good 
idea—to point out to the 
owner of an automatic wash- 
ing machine the advantages 
and economies of an auto- 
matic water heater. Printed 
in color, the release carries 
photographs and a cutaway 
diagram of the new electric 

water heater. A text written in layman’s language 

describes the unit and makes special points of 

six product features. An amusing cartoon char- 


| acter keeps the proceeding lively. 


Issued by: Westinghouse Electric Corporation, 


' 246 E. Fourth St., Mansfield, Ohio. 
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Then this pric Copper Lined Storage Heater 
will deliver it efficiently, from minimum 
capacity steam supply. A complete copper 
lining assures pure, rust-free hot water. 
Some of these heaters are still turning out 
clear, clean hot water after more than 40 
years of low-cost service! 


A pork Instantaneous Hot Water Heater 
provides continuous supply for every indus- 
trial process or commercial demand. Tem- 
perature and expansion stresses have been 
eliminated. Simplified construction permits 
easy, economical inspection and mainte- 
nance. 


Write for Catalogs Nos. 17, 202 and 303 
for descriptions, drawings, capacity tables 
and installation data on the gol line of 
water heaters and converters for hot water 
heating systems. 
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106 Burson St., E. Stroudsburg, Pa. 


Offices and Representatives in Principal Cities 
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DOMESTIC ENGINEERING 


DO YOU REMEMBER? 


WHEN GRANDMA WARMED HER 


SELF 


WITH OLD FASHIONED 


HEATING UNITS... 


NOWADAYS .. . INDUSTRIAL 
ENGINEERING HAS GIVEN US 
THE MODERN BOILER .. . OF 
WHICH THE COMPLETE 
“FEDERAL” LINE IS A PERFECT 
EXAMPLE. 


“FEDI 


FIT EVERY 


A SIZE TO 


Model #FC Oil or gas fired unit 
ideal for use with hot water heat- 
ing systems, radiant heat or 
steam, 77,000 to 312,000 net B.T.U. 
output. 

Model #FVW For small low cost 
homes with radiant heat, hot 
water or steam. 66,000 to 96,000 
net B.T.U. output. 

Model #FD ideally suited for 
launderettes and commercials. A 
stoker, oil and gas fired unit. 
360,000 to 528,000 net B.T.U. out- 
put. 


National Distributors of: 


Appa 


"TACO" and “BELL & GOSSET” 


equipment 


A.S.M.E. 
LABELLED 


7RAL 


nia) 


Federal 
Gas or Oil Boilers 


° Efficient... 


Federal Boilers are factory tested 
under abnormally high hydrostatic 
pressure. This and many other 
rigid tests assure its ability to 
withstand hard use and give years 
of perfect service. 


° 
¢ Accessible ... 
Federal Boilers are designed to 
allow quick, easy servicing of in- 
ternal and external parts. No 
more back-breaking, time consum- 
ing cleaning and repairs. ‘ 


e Attractive... 


Two-tone, baked enamel, hammer- 
tone finished jacket. Installed 
after all oye has been com- 
pleted. Built of sturdy, heavy 
gauge sheet steel and insulated. 


¢ Durable... 

Federal Boilers are precision en- 
gineered to last a lifetime. Rug- 
géd construction and quality raw 
materials guarantee a trouble-free 
installation. 


EASY TO INSTALL... 
COMPACT . . . LOW PRICE 


CONSULT YOUR JOBBER FOR PRICES NOW! 
WRITE FOR FREE ILLUSTRATED CATALOG 


FEDERAL BOILER CO., INC., General Offices 
2610 E. Tremont Ave., Bronx 61, W. Y. 


1 
! 
Please send me free bulletins. 


{ 
i 
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Fittings and Fixtures Promotion 

Here’s an easy-to- 
read booklet which 
features information 
on many of this manu- 
facturer’s ingenious 
sales aids and promo- 
tion devices, designed 
to help sell his large 
line of plumbing equipment. One section of the 
release is devoted to pointing out the many sales 
features of the large line of bathroom fixtures 
and fittings; another offers information on the 
aggressive advertising campaign being conducted 
in national media. Two pages are given over to 
photos of the many point-of-sale displays offered. 
Also included in the release is information on 
the various catalogs and other publications of- 
fered to dealers. 

Issued by: Eljer Co., Ford City, Pa. 


hrignter Wwiare 


Revised Insulation Booklet 
Here is a new, revised edi- 
tion of a booklet entitled: 
“Simplified Physics of Ther- 
mal Insulation.” Its 44 pages 
contain explanations of prin- 
ciples of heat and vapor trans- 
fer with respect to every kind 
of insulation. It also deals with 
condensation, cold storage, 
; radiant heating, fire stops, 
methods of installation and other pertinent topics. 
The back cover of the release contains a chart de- 
signed to show at a glance the k, C, R and U ther- 
mal factors of different types of insulations, as 
well as their weights, densities and other data. 


Issued by: Infra Insulation, Inc., 10 Murray St., 
New York City 7. 


Packless Expansion Joints Bulletin 

A new 16-page bulletin 
explains design and construc- 
tion features of a corrugated 
packless expansion joint that 
requires no maintenance. A 
complete description of the 
line includes sizes, tempera- 
ture and pressure ratings, 
dimensions and weights. The 
release contains a set of sim- 
plified selection charts which should make it easy 
to determine the proper joint for most applica- 
tions. Recommended installation practice is sum- 
marized, together with pertinent engineering in- 
formation. The bulletin is well illustrated with 
photos, cutaway view and typical installations. 

Issued by: American District Steam Company, 
North Tonawanda, N.Y. 
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ROCKET TUBE CUTTER 


TRACKS PERFECTLY and Will Not Cut 
SPIRAL or THREAD TUBING! 


The ROC KET Phare 
eee has definite Mm, No. 2-2 Ibs. 
advantages! 


TWO MODELS CUT ANY SIZE TUBING 
Size No. 1, yy" to 114” O.D. 
Size No. 2, 114” to 31%” O.D. 


These hardened Tungsten steel cutting 
wheels cut cleanly and quickly. Cutter 
wheel can be drawn into frame for pro- 
tection with positive stop to prevent wheel 
from touching rolls. 

The two models No. 1 & No. 2 are made 
of light durable heat treated aluminum 
alloy that will not distort under heavy 
work. 

The #2 Tube Cutter is the only cutter 
available to cut up to 314” O.D. Give 
your Hack Saw a rest, and buy our #2 
Tube Cutter and cut 314”. tube in 40 
seconds instead of 5 minutes. Buy and 
enjoy using a ROCKET. 


SHIELDS MFG. CO. 


1583 RAILROAD AVE BRIDGEPORT 5, CONN 
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Skimmer... Trimmer 


BROWN , 
7 Ae \ 


The New Aluminum 
Fin Baseboard 


lletin 
truc- 
gated 
t that 
e. A 
f the 
pera- 
tings, 
. The 
t sim- Protrudes only 1\/3" from Wall 
easy ee @ Smart looking, protrudes only 11/4". 
eth pal or @ 6158.T.U. per lineal foot with 170° water temperature. 
plica- n " @ Fins have amazing heat area due to exclusive beading process 
sum- “9 which provides greater radiation surface and durability. 
; ‘ ; . @ 5 ft. standard unit weighs only 12 Ibs. . . . requires only 3 
ig in- ; is as simple wall brackets to install. Easily cut to any desired length. 
with : # Closed top and open front prevent streaking wall. 
tions Removable front for easy cleaning. 
i: Illustrated Brochure 40 on Request 


pany, 
BROWN PRODUCTS COMPANY FOREST HILLS, NEW YORK 











Selling. Features. in 
ALLCRAFT HEATERS 


With Copper Tanks 
MEAN SALES 


FOR YOU (a 








PRIZES FOR YOU! 


We are participating in the “Court of Flame” 
program which makes you eligible for big 
prizes. Write to us for complete information. 


INC. 


Cambridge, Mass. 


MANUFACTURING COMPANY, 


27 Hayward St., 








Shower Your Customers 
With Evidence 


NEPTUNE 
SHOWER 
BATHING 


ISA 


Pleasure! 


AND INCIDENTALLY IT 
IS PROFITABLE TO YOU! 


Speed, reviving pick-up, convenience, safety, comfort, economy and 
space saving accommodations are only a few of the many advantages 
which come through NEPTUNE Shower Stalls. Tell your customers 
how it affords either warm or cool, clean comfort under the best 
of bathing conditions. Sizes: 30 x 30 x 77 and 32 x 32 x 77. Alu- 
minum panels finished with two coats of baked-on alkali resisting 
Malamine enamel. Non-skid Dexite receptor; guaranteed leakproof. 
Write for details today! 


THE DEXTONE COMPANY 


NEW HAVEN 3, (PLUMBINC DIVISION) CONN. 
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PIPE CUTTING 
TOOLS 


Extend Best Wishes 
to Their Customers for 


er ristmas 
A Murry Ch 
will a Vhr P, rosperous 
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The 
BARNES TOOL CO., INC. 


NEW HAVEN, CONN. 
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IN ESTIMATING 
IN BUYING 
IN SELLING 
IN BILLING 


IN CHECKING 
INVOICES 


Let Bradford 
be Your Gude! 


In making a practice of referring to the BRADFORD PRICE BOOK, 
you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 
gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business. 


Subscribers use this valuable book to 
make sure that they are being allowed 
the latest market discounts and prices. 


WRITE FOR COMPLETE INFORMATION TODAY 


The 
BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 
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Reference Book on Steel Boilers 
For dealers’ and contrac- 
° tors’ files, here is a new type 


of consolidated catalog, cov- 
ering one manufacturer’s 
line of steel boilers in its en- 
tirety. The new reference 
book gives ratings, dimen- 
~~ =.¢,..... sions and complete data on 
. every boiler in the line, 
which includes units for all 
types of firing. Roughing-in dimensions are given 
in full detail. The catalog is loaded with photos, 
diagrams, charts and tables. 
Issued by: Pacific Steel Boiler Division, United 
States Radiator Corporation, Detroit 31. 


| AALIRL) 


STEEL SOLLERS 





Electric Range Booklet 


A new, illustrated 12-page promotion booklet, 
designed to help electric range dealers plan full 
scale advertising programs, is now available. Sell- 
ing helps include four 6-page folders which give 
a quick, visual presentation of the full line of the 
issuer’s ranges. Folders can be used for mailing 
or handout pieces. 

Issued by: Electric Appliance Division, West- 
inghouse Electric Corporation, Mansfield, Ohio. 


Valve Selection Chart 

Handy for anyone who 
has to specify valves is this 
new selection chart. By 
reference to the service for 
which the valve is intended 
(the reduced pressure lim- 
its and other factors), the 
right valve for any job can 
be determined easily and 
quickly. Used with issuer’s 
reducing valve bulletin, the 
chart also helps determine proper valve size. 

Issued by: Klipfel Valves, Inc., Division of 
Hamilton-Thomas Corp., Hamilton, Ohio. 





Ductwork Estimating Manual 


To take the guess work out of estimating duct- 
work for domestic warm air installations, a 50- 
page handbook has been prepared by this manu- 
facturer. The manual gives costs, Btu delivery, 
equivalent length and material needed for prac- 
tically every possible variation of standard duct- 
work. All necessary data is precalculated except 
for the length of branch or trunk. When this is 
determined from blueprints or measurements, all 
the information needed for laying out, sizing and 
estimating can be quickly and easily figured. 

Issued by: Viking Manufacturing Corporation, 
Cleveland. 
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HERE'S 
LOW-COST 
COOLING FOLKS 
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THIS SALES 
PLAN BOOSTS 
YOUR PROFITS 


proposition for 1951! 





For the tough going ahead, tie into a proposition that 
will pay off. Cool summer comfort has become a necessity 
to most businesses, home.owners and tenants. Coolair 
Breeze Conditioning is within the financial reach of 
almost every prospect. Insure your 1951 profit picture 





LINE FOR HOMES 
AND BUSINESSES! 


Air Capacities from 
2,320 to 154,000 CFM 
i ui 





PLUS HOME, COMMERCIAL 
AND INDUSTRIAL UNITS UP 








TO 9-FT. BLADE DIAMETER 


VALUABLE FRANCHISE 


| with this unique proposition! 
A COMPLETE The Coolair Franchise assures 


you of a market area large 
enough so you can be sure of real profit 
opportunities! There are now, or soon will 
be, distributors in most areas with stocks 
for dealers to draw from. 


SALES TRAINING 
Authorized dealer personnel are 
trained under factory super- 
vision to make proper recommendations 
to home owners, engineers and architects. 
You profit immediately from your Coolair 


Franchise! 


NEW, HARD-HITTING 
ADVERTISING & PROMOTION! 
Coolair advertising and promo- 
tion helps you sell! Includes literature, 
displays, selling tools—even direct mail 


sent to YOUR prospects from the Coolair 
factory! 


if your business can stand a sure-fire profit 
maker for 1951, send in the coupon today. 
No obligation. 


AMERICAN COOLAIR CORPORATION 


Leaders in Air Cooling for 23 Years 


Dept. DE-12 American Coolair Corporation 
Jacksonville 3, Florida 


| 
| 
Please rush me the full information about 
the Coolair Proposition for 1951. We are | 
interested in [_] a dealership, [_] a dis- | 
tributorship. | 
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A filter for every Oil Burner Service 
SPARKLER FUEL OIL FILTER 







Model OB-2 
actual size 


Approved by 
Underwriters’ Laboratories 


SPARKLER MANUFACTURING CO., Mundelein, Ill. 
Makers of industrial filters for the Food, Chemical, and Oil Processing industries 


THREE SIZES OB-2 OB-4 OB-8 


You get 


* A nice profit item 


% Easily stocked refill element. One type 
filter disc used on all filter sizes. 


% Reduction in service calls due to clogged 
nozzle screens. 


% Customer satisfaction — no burner trouble 
when filling of tanks stirs up sediment. 


The positive seal prevents by-passing of unfiltered 
oil, this eliminates trouble due to clogged nozzle 
screens. All oil that reaches the burner is filtered 
through the rayon element that removes minute 
particles down to .002 and any water in the oil. This 
is particularly important with small size burners 
used in the average home. 


Three sizes—OB-2 for average home size burners. 
OB-4 for larger burners or unusually dirty tanks. 
OB-8 has four times the capacity of OB-2. 


Onden from your jobber 


for over a quarter of a century. 


Member, Oil Heat Institute of America 




























The Standard of 


QUALITY 


for over 30 years 


KAINER 


HEATING SPECIALTIES 


There’s always less selling effort 
needed when you sell KAINER ... 
the name that for over 30 years 
has signified the best in heating 
specialties. 
New folder on Governors 
sent upon request . 


KAINER & ae) 7B1i CEKZINGTION STREED 
. ENICHREO 7 iad) Nees 

















Makes Any Fire Door 
A “SAFETY VALVE"! 
INLAND Safety Door Closer 


For Gas and Oil Conversion 
Burners 


Used by Thousands of Utility Companies 
and Contractors for Over 14 Years 
Replace the regular boller or furnace door 
hinge pine with the Inland Door Closer, file 
down door and you have an extra 
“Safety Valve” on the job. Gentile spring ten- 

lows door to swing open on. slow or 
faulty ignition of burner and then close. 
Wedge holds door AR - + when . its 
easy to install the NEW SPRING 
HOLDER. 
MADE _IN 3/16"—1/4"—5/16"—3 DOOR 
PIN sizes kno RICED AT 
$1.00—$1.05 





See your jobber or write us. 
INLAND MFG. CO. 1120 n. cicero, CHICAGO 51, ILLINOIS 





Give Your Customers a Break! 
seh Page 1, BASEBOARD 
Specify “BASELINE” convectors 





















. .. for Real 
ECONOMY 
EFFICIENCY 
and LASTING 
DURABILITY 





to heating. Specify ‘‘BASELINE”’ 
Baseboard Convectors for full indi- 
vidual room temperature control at 
real economy. Heat regulated through 
dampers which deflect from wide 
open down to 2/3 and 1/3 heat re- 


Yes, with the rising costs of every- 
thing pertaining to building today, 
give your customers a break in regard 


— 

RA ei samme 8 6icase. Easy to install. Makes neat, 

WASHINGTON 7, D. ¢ good looking job . . . at a profit to 
you. 


ALSO 3117 N. WASHINGTON AVE. 


BARBER BURNERS 


For All Gas Appliances 


We have the facilities and experience 
for designing and building the exact type 
and size of burner unit to fit any gas 
appliance, using natural, manufactured, 
Butane or bottled gas. We cooperate with 
any reliable manufacturer in the neces- 
sary development and laboratory testing, 
and in acting as continuous source of 
supply for his burner units. 


MINNEAPOLIS 12, MINN. 











Latest Catalog on Request 


THE BARBER GAS BURNER CO. 


3704 Superior Ave., Cleveland, Ohio 
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Perimeter Heating 


(Continued from bottom of page 133) 

on October 1, 1949. Air temperature was kept at 
75 degrees during the day and 70 degrees at night 
from October 1 until the end of May, when the 
oil-fired heating plant was shut down. In these 
eight months the system used $103.68 worth of 
fuel oil to heat the three-bedroom house, which 
contains 1,025 square feet of floor space. 

Two factors were primarily responsible for this 
low fuel consumption, according to the contrac- 
tor: (1) The perimeter heating ducts in the con- 
crete slab near its outer edge prevented excessive 
heat loss from the concrete; and (2) the house 
was insulated with four inches of mineral wool 
blown evenly above the ceilings. 





From Red Barn to Main Street 


(Continued from bottom of page 114) 
ried sales talks, and its down to earth approach 
hap-hazard. Actually, it is a calculated approach 
to the accepted merchandising standards of the 
customers with whom it deals. 

For instance, its one salesman, Everett Smith, 
may “just take a ride out into the country one 
day.” He knows most of the farm families from 
long acquaintance, and drops in to see one family 
after another. He talks about crops; what the 
prospects are for the farmer; pats a child on the 
head, and wanders back to watch the farm wife 
as she cans peaches. Smith actually has the in- 
terest of his farm customers in mind—but while 
he’s leisurely wandering through the farm yard 
he notices the family could use a new washing 
machine; or that a pump needs fixing. He casual- 
ly, but with professional interest, mentions these 
to the farmer as he leaves. 

Likely as not, the farmer will say, “Send out 
a couple of guys to look the pump over next time 
you think about it.” That is an order—verbal, 
perhaps, but just as sure as if it were in black- 
and-white. Before that farm family is done, it 
will probably buy a new refrigerator and a wash- 
ing machine—besides having its pump fixed. 

Many of Red and White’s best sales have been 
made in this casual manner—over a back fence; 
sometimes while the farmer sits astride his trac- 
tor. Such informality has made big merchandis- 
ing gains for Red and White, has kept its 3 jour- 
neymen and its 2 trucks busy, and has made the 
Red and White salesman a welcome guest at many 
a farm house. 

One satisfied farm customer leads to another. 
A farmer’s wife recommends Red and White to 
a friend; the friend to another friend. One day 
when the farmer’s wife is in town, she’ll stop by 


Red and White’s sparkling showroom, and drop 
a hint that she’d like to have someone come out 
to look her place over. Almost invariably it 
means a sale. 

When Smith goes out for a visit he takes along 
a gift—something the farm wife can use in her 
kitchen. And after the sale is made, Smith makes 
a post-sale visit—just to see how things are going. 

As a customer-service aid, Coryell has part- 
time use of an electrician to install home appli- 
ances, and gives a year’s service guarantee on all 
complete plumbing jobs and appliance installa- 
tions—including pumps. 

The “parts form” Red and White uses is peculiar 
to a busines serving both town and country. It 
is a pump parts list, upon which he notes the 
serial number, motor number, and model of each 
pump he installs. He also notes the quantity and 
kind of pipe used in the installation and the 
amount of pipe it took to reach water. Recorded, 
too, is the depth of the well. If a farm customer 






































“Tell me boss, why am | such a clumsy jerk 
only when you're around?” 


calls for repairs, all Coryell does is thumb through 
his file of pump installations, and he has at hand 
the information he needs to dispatch repairmen 
and the correct equipment to the job. 

Merchandising to farm customers hinges, as 
may be imagined, on much more than momentary 
economic conditions. Coryell has to look ahead 
to the harvests with just about as much expecta- 
tion as his customers. 

That’s the reason why Coryell sees to it that 
his merchandising sticks close to farm life—a 
formula which has paid off, and which boosted 
him from a red and white barn to a red and white 
store-front, and into a spot as one of western 


Idaho’s top-flight merchandisers. 
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Fan-Type Unit Heater Catalog 


Read and remember the 
‘ania, information presented in this 
release on a line of steam 
heating and ventilating units 
for all types of industrial 
buildings, gymnasiums, audi- 
toriums, etc. Units are fur- 
nished either for standard 
heating or with various 
damper and filter arrange- 
ments for heating and ventilating. Complete in- 
formation on all units, of all types, is given in the 
catalog. A full page of diagrams shows typical 
mounting arrangements for the units. A three- 
e table sets out complete capacity ratings for 
RAWS Eye-Wash Fountulns wid needed and hy units. Dimensions oa St ess u also 
welcomed in all industrial plants for sight- given in easy-to-follow charts. 
saving, first-aid—to flush away chemicals, Issued by: Airtherm Manufacturing Company 
metals, glass, wood or any other eye-dam- 700 S. Spring Ave., St. Louis 10. . 
aging materials. 
Make new sales, new profits, with installa- 
tions of HAWS Industrial Eye-Wash Foun- 
tains... Sanitary Drinking Fountains...and 
line of horizontal jet pumps 


Electric Water Coolers. 
WRITE TODAY for complete Sales Literature by for deep and shallow wells, 
all of which are convertible 


HAWS DRINKING FAUCET CO. ged... types. Bulletin describes 

: package units with % and % 
hp motors for deep and shal- 
low wells. Also included is 


FLARING DIE ~ | a information about a line of basic jet pumps de- 
- signed to permit dealers a flexible stock with a 


UNIT HEATERS 








Horizontal Jet Pump Bulletin 
This release describes a 


1437 FOURTH STREET Since 1909 BERKELEY 1 CALIFORNIA 


Agents and Sales Representatives in All Principal Cities 





























WITH LOOK <= | minimum inventory, while still allowing for a 


COMP RESSOR ; . eat wide variety of installation requirements. Speci- 





fications and rating tables are given for all units. 
Issued by: The Everite Pump & Mfg. Com- 
pany, Inc., Lancaster, Pa. 


COMPACT « EXACT <*« FAST AND SIMPLE | 
Distributors Wanted Flares end of copper tubing 
Write Today! : 
‘ wa quickly and correctly. Seven flar- 
—~ f——-- ing dies 3/16”, 1/4”, 5/16”, 3/8”, | 
7/16”, 1/2”, 5/8”. It does a speedy ‘ 
il, without the old of totes dine Scale-Model Demonstration Furnace 
or a vise and is compactly made | Heating dealers 
for more efficient use. Price $3.95. can now carry a fur- 
nace right into the 


ZOERMAN CLARK MFG. CO. | A prospect’s living 
JACKSON, MICHIGAN — UNE le room—and they don’t 
have to be supermen 


e ON: a” to do it. It’s done by 

red ~~ means of a rubber 
FILTER | . : model of a series of 
PURIF IER this manufacturer’s automatic furnaces. The hard- 
ana rubber unbreakable unit is finished in decorator’s 


ODORS colors and is authentic in every detail. It meas- 


ures 74% in. high by 6% in. long and 3 in. wide, 
ye DISCOLORATION has detachable front and side panels. 








TASTE Salesmen can point out jacket design and air 
The Diamond Filter and Purifier actually intake, remove the panels and show burner motor, 
removes objectional substances end pro- controls and wiring. Model fits into a special 


vides clear, sparkling palatable fresh . ‘ ‘ 
nonin carrying case, the sides of which fall away for 
closer demonstration. 


OSHKOSH FILTER & SOFTENER CO. osxos%, wisconsin Issued by: The Heil Co., Milwaukee 1. 
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ORIGINAL ALL-COPPER 
JanklossHot WatornHoatons 


FOR DEPENDABLE AND ECONOMICAL SERVICE 











@For Automatic 
Summer & Winter 
Hot Water 


% 


@Maultiple Small Tubes 
Silver Brazed Into 
Large Headers Afford 
More Efficient Heat 
Transfer and Minimum 
Pressure Drop 


BP ke 


@Constant Upward Flow 
Of Heated Water 
Through Coils in G&C 

less Heater Allows 
Circulating Line To Be 
Used 


* 


‘ 
da pes ¢ 
Paes 


@Sell The Customers 
Copper Instead Of Iron 


@Heavily Insulated 
Medium Radiation Loss 


@ GUARANTEED 


@ Complete Descriptive 
Literature, Prices And 
Discounts Furnished 
On Request 


For real space saving economy and able heater. Shell designed to elimi- 
heating efficiency there is nothing to nate sediment collection. No gaskets 
equal G & C Tankless Heaters. For or bolts ¢o cause leaks. Thousands of 
G & C has put the best of engineer- Users vouch for its efficient and 
ing and materials into this remark- economical operation. Buy G & C. 


GERSTEIN & COOPER INC. 


1-3 WEST 3rd. STREET SOUTH BOSTON, MASS. 
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Popular Sink Fixture with new code 


ANTI-SYPHON SPRAY DIVERTER 


Built in the fixture body, this anti-syphon diverter 
meets the most rigid sanitary codes. It’s simple . . . it’s 
foolproof . . . instant positive action even under 
extremely low water pressures. It’s safe even when 
sprayhead is immersed in polluted water. Ask your 
BA wholesaler for details or write direct 
¥4 % to GLAUBER BRASS INC., 


Ait fr Kinsman, Ohio 
nae 
A 


i 


0 GLAUBER 


a & Plumbing Brass that’s Made to Last 





check this mew 
FUEL-SAVING, POSITIVE-ACTION 


ACK 
Sihnt- VALVE Mitindstic 


FOR STEA 
RADIATORS 





10-SPEED DIAL ADJUST- 
MENT FOR BALANCED 








Ye INCH FAST-FLOW AIR PORT 








THERMOSTATIC BI-METAL 
SPRINGS FOR QUICK VENTING 











WATER CONTROL 








CHROME-PLATED FOR 
BEAUTY AND DURASBILITY 








FLEXIBLE WIRE MESH DRAIN FITS MOD- 
ERN NARROW-SECTION RADIATORS, IN- 
SURES FREE FLOW 


WRITE FOR COMPLETE DETAILS TODAY 
MARKS BROS. CO. 151 HALLET ST., BOSTON 24, MASS 


























NOITT 


TELL CITY 
INDIANA 


MILLIONS OF KNOTT 
SEATS HAVE SOLD IN 
THE PAST 38 YEARS 
OPERATION. 


Modern Bathrooms Demand the Best! 
For Fine Quality and Design Select Knott! 


Whether old or new, what better way to dress up the 10 
bathroom? Quality shows in the Knott seat. Great BEAUTIFUL 
care in construction and manufacture produces this Mother-o- 
finer quality seat. Made of thoroughly seasoned kiln Pearl 
dried hard wood. Will not warp, split, or chip. COLORS 
Guaranteed by replacement against faulty workmanship. 
Enduring finishes stay new looking for years longer. White 
Choice of either open or closed front. Booklet on 
request. uss Green 


NU 


MANUFACTURING CO. 
1 Sera e INDIANA 


Citrus Yellow 
Tang Red 
Rose 


IMMEDIATE 
SHIPMENT 





DOMESTIC ENGINEERING December, 1950 


the cats out of the ba { 


We didn't want to tell ANYBODY until we were SURE, 
but the exhaustive tests have now been completed, and 
we KNOW we've got the valve you’ve been waiting for: 
fully automatic, foolproof, to relieve temperature, pres- 
sure, and vacuum! 


CASH-ACME has a new valve 


It's been christened TEMPO. You'll get excited about 
it, too, when you know how efficient this safety control 
is for hot water supply tanks in domestic use—easy to 
install—easy to inspect! TEMPO resists corrosion and 
fouling by sediment. It is already approved by the 
American Gas Association, with a capacity rating of 
375,000 B.T.U. per hour. Bulletin No. 284 gives the rest 
of the story. Send for it now; we'll shoot it to you by 
return mail. 


e 
CASH-ACME Ad/fomatic Valves iecis 
A.W.CASH VALVE MANUFACTURING CORPORATION 
6661 EAST WABASH AVENUE DECATUR, ILLINOIS, U.S.A. 





ELIMINATE 


BOILER 
TROUBLE 


aSk For Dirty — fl GUARANTEE LEAK-PROOF 


5p Aen GAS LINES 


RUST AND CORROSION. 
The N Test your gas line installations with a Beekman Gas 
ie New Proving Pump and Beekman improved Mercury Col- 
Boiler Repair umn to insure a leak-proof job. Quick, simple, and 


positive check against gas line leaks. 
ee ooet REPAIRS CAST IRON 


i EAKS SODORLESS eeeeencte MUTUAL MANUFACTURING CO. 
Dependable Testing Devices 

iT ' 45-16 162ND ST. 
Ken & Madison een Jersey Oz FLUSHING, N. Y. 


Triple Duty Gas Operated Valve MacO “SNAP-ON” 
used with natural, manufactured and liquid COPPER 


petroleum gos! E..,| TUBE CLIPS 


Tough synthetic rubber dia- 


phragm and valve dise is why . ; i 
this Pacific ~ power = _ , ~ ee For speed in installation, these 
triple use. ON and OFF valve 7 - / . 
contrelied ty thermostat of clips are designed to snap over 
valve in bleed line. SAFE— : tubing, leaving both hands free 
‘AG. ag a Gea ww sa for fastening. Available for 
.G.A. approved. y wf a ° 

i ter heat- ol “ “ Balancing Valves, Strap Hangers, Cast 
eer 7500 BLT's, deep %™ through 2%. OD tube Bronze, Rigia Spnaee, Pestonsted Cop- 
fat fryers, all heavy B.T.U. FOR ALL GAS CONTROL sizes. per Strap and Copper Radiant Staples. 


heating equipment. Write for Write for MACO Products Bulletin Today 


complete data today! Pipe Sizes: ¥, %, 1, 1%”. MADISON PRODUCTS CO., Inc. 


Pacific Specialty Manufacturing Company eae Wheentitas dibaiod ie adeh 


700 SO. PALM AVE. ALHAMBRA, CALIF. 



































Here’s One Way to Get Paid 


(Continued from bottom of page 90) 
primes every other debt. It must be paid before 
the debtor can pay anything else, including his 
grocery bill. It even primes a first mortgage in 
most states. 

As an example, we’ll say that the local bank 
holds a first mortgage on thé property of a man 
who has defaulted on a bill for work done by a 
contractor. When the contractor goes out to col- 
lect and the property mortgaged by the debtor 
is to be sold to pay his judgment, the contractor 
gets first crack at the money it brings. The bank, 
holder of the first mortgage, then gets any money 
left over. 

It can be seen from this example how handy 
the Mechanic’s Lien can be. It gives the man who 
does the work first chance at collecting. 

The steps necessary to get a Mechanic’s Lien 
are different in every state. It’s worthwhile, 
therefore, for each contractor to find out from 
his lawyer or from the state labor department 
just how much protection is afforded by this law 
in his own state and what steps he must take to 
get a lien. 

A word of caution is passed on by one southern 
contractor. “In my state,” he said, “a Mechanic’s 
Lien primes any other debt. But it’s possible to 
lose this ‘first crack’ protection of the law. That 
happened to me once years ago and I’ve never 
forgotten it.” > 

He went on to state that he had taken the pre- 
caution to get a Mechanic’s Lien on a particular 
job. When he finished it, his customer was hard- 
pressed for funds and couldn’t meet his bill. 

“He told me the facts in what seemed a frank 
fashion and asked me to play ball with him,” he 
continued. “He offered me a promissory note for 
six months. It bore a six percent interest rate 
and had provision in it for 15 percent to be added 
in the event it was necessary to sue.” 


The Deal Looked Good 


As this contractor put it, “The deal looked 
good.” However, he didn’t take into account that 
he might be giving up more than he was getting. 

“When the note came due, the man still couldn’t 
pay off. When I went to my lawyer, the debtor 
threw himself into bankruptcy. He had many 
other debts besides my note.” 

The contractor showed the promissory note to 
his lawyer and wanted to know what his chances 
were for full recovery. The lawyer told him that 
he came to him too late—that he should have 
asked for advice before he accepted the note. 

“With the Mechanic’s Lien,” he said, “you were 
a preferred creditor. Now, by accepting the prom- 


issory note, you have become only a common 
creditor. With a lien, we could have skimmed 
your money off the top of the bankruptcy pool. 
Now, we'll have to accept whatever small amount 
is left.” 

The Mechanic’s Lien is designed to protect con- 
tractors against circumstances like these. The 
contractor should talk to his lawyer about the 
law in his state so that if the occasion arises, 
he will be informed and can avail himself of this 
added protection against a loss. 
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Signing a Lease? 
(Continued from center af page 91) 

3. It is not easy to determine a percentage rate 
which will prove fair to both parties over a period 
of years. For this reason, the service of a com- 
petent lease broker in drawing up a percentage 
lease is essential. 

There are four main types of percentage leases. 
The lease may call for payment of: 

1. A stated percentage of sales with no guaran- 
teed minimum. This type may require a higher 
than usual percentage rate. 

2. A stated percentage of sales with a guaran- 
teed minimum. The guaranteed minimum some- 
times may be as much as 75 percent of what 
might be considered a reasonable fixed rental for 
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“Sorry, | really can’t put another 
thing on the cuff!” 


the property. The percentage should not be so 
high that rent becomes a real burden to the 
tenant when business is poor. 

3. A stated percentage of sales, with a mini- 
mum and maximum amount of payment. A dis- 
advantage of this type is that the landlord may 
be less willing to accept a reasonable minimum 

(Please turn to top of page 196) 
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Signing a Lease? 


(Continued from bottom of page 195) 
alles amount of payment during depressed years in 
o; view of the limited increase imposed by a maxi- 
— mum figure. 


4. A percentage of all profits arising from oc- 


ea ! cupancy. This type of lease must be drawn with 
P hil extreme care in order to avoid partnership lia- 
re ” 
ee 





bility. Such a lease is not recommended. Sharing 
of profits is, at first sight, evidence of partner- 
4 ship. 

RE| CHERT The percentage lease should provide for month- 
: ly or quarterly payment of rent. If payment is 

on an annual basis, the businessman may have 

long used the funds in other ways and may not be able 

to make the rental payment. 

Establishing a Percentage Rate 

: The percentage rate which is established should 

construction makes take into account: a fair return based on the Settimene, 


them the sturdiest “highest and best use” of the location; the volume oni 


COPPER and longest lasting. of business which may be anticipated; the prob- Cleveland, 


ie F : ; : Dallas, Te 
Guaranteed leak ability of success of the tenant in his undertaking; Denver, C 


FLO ATS proof. Write for the minimum amount of payment; clauses of the El Paso, , 
fo Ider on complete lease which have to do with the tenant’s use of 
line. the property, and the recapture clause. A recap- 
ture clause specifies how the lease may be ter- 
THE REICHERT FLOAT & MFG. CO. mininated and how the landlord may gain pos- 
PO SE sesion of the property in case the tenant violates 
Toledo 6, Ohio any terms of the lease. 

Agreement of the tenant to pay part of the 
taxes on the property would justify consideration 
WEATHER PROOF of a lower percentage rate. Sometimes a tenant 

esneer thane aie may sell or assign his remaining rights under a 
Ses easy ovbioes Guten | lease for an amount in excess of the payments 
... Gnd in nation wide use : due the landlord. Agreement of the tenant to 
oe Se presen Tew se : share such a profit with the landlord is another 


ability under all weather con- ! : 
ditions. ¢ concession which justifies consideration of a 


JOHN C. KUPFERLE lower percentage rate. 
FOUNDRY CO. o | A lower percentage rate also should be con- 
ST. LOUIS TD i | sidered if the tenant agrees to: (1) pay a higher 
percentage if prices become inflated; (2) refrain 
K U PFE R LE from establishing another, similar store in the 
neighborhood; and (3) pay an additional per- 
OUTDOOR HYDRANTS centage on any profits in excess of an agreed 
amount. Percentage rates for leases are rarely 

higher than 10 percent. 
Fixed rental payments based on recent busi- 
$s Dealers ness conditions may or may not prove to be 
= satisfactory over a long period of years to both 
Here's « Christmas present the tenant and the landlord. Percentage leases 
that means years of comfort a ‘ 
and convenience to a whole seem to be more likely to produce a fair rental 
family! and merit careful consideration. For the land- 
Feature the Balanced-Flow a lord, they are a means of obtaining an increased 
ar Np come 8 ye ' income when business is good. For the tenant, 
you, it means—extra Christ- they are a means of avoiding burdensome fixed 
mas profits this year. } costs during times when the business is new or 

Goulds Pumps Inc. GOULDS Balanced-Flow JET business conditions are poor. 

errs for Shallow Wells Next month, the concluding portion of this 


| article will list 13 considerations that a contrac- 
GOULDS Water Systems tor should look for in any lease agreement. 


Their patented 


lasting seam and spud 
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a A COMPLETE LINE OF BLAKE ROOF DRAINS BLAKE products have al- 
- Selection of the right type drain to handle unusual conditions ways been made to high 
= that may be encountered, as well as for roof construction, is 
- simple when you specify Blake. Regardless of your require- standards of quality and 
ments, Blake has a type to best suit your needs. 
. No. L-1380 ROOF DRAIN WITH HIGH DOME STRAINER— specification. You will find 
Large sump area. Combined gravel stop and flashing 
Ss ring secured by heavy studs. Optional:—Screw pipe or for that BLAKE today is the 
e inside calking; side or bottom outlet; black or galvanized, e e 
e brass dome, or all brass; with safety pan for seepage same dependable line that 
and better anchorage in concrete poured roofs (L-1385); 
flat roof-level strainer; water-tight brass ring for main- plumbers have known and 
L-1380 DRAIN WITH taining head of water on roof. Ask for Blake Catalog. ‘ . 
j eT oe installed for over 35 years. 
e Baltimore, Md McCrea Sales Company Indianapolis, Ind.......... J. Edwin Aspinall Pittsburgh, Pa.. .... Keystone Sales Co. 
e cu " be .* a = a Ne Kan W. coy oe Rochester, N. Y. ...J. A. Koehler, Jr. 
leah Wii CTS . H. Humme lemphis, Tenn... iver Holmes ili 
a Cleveland, Ohio............... J. C. Murphy Milwaukee, George Washington, Jr. age) agg Raga pate . yee 
Dallas, Toole & Litchfield Nashville, Tenn... R. A. Potts eee (9S eee 
, With Ms crs via ss dhe RE E. C. Fallein New Orleans, La. Dave Ebeling St. Paul, Minn. .George C. Rugg 
9 ae era F. H. Patterson W. R. Mitchell San Francisco, Cal. E. B. Gogerty 
e El Paso, Texas George W. Herlin Equipment Corp. Seattle, Wash. S. G. Anderson 
f 
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Fs 4 Sell BOCK 
r WATER HEATERS 
rom with a Gun type Burner. 
" Bock water heaters Your Burner if you prefer. 
come in three popular 
sizes including a low 
1- cost 30 gallon model 
for residences. They 
7 are supplied with or 
without the oil burner. 
n Come with _ electric 
To Master Plumbers, Wholesalers, and wiring in place and 
‘ Our Friends in the Plumbing Industry Se — 
] ° 
d wa Merry CLitiiins 
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' ROYAL is the reigning word 





of 


QUALITY 
In Bath 


and 
Lavatory 
Fittings 


ROYAL Brass 
Plumbing Products 
are known for un- 
surpassed character 
and quality. You 
will merit and re- 
tain the Good Will 
of your customers 
with ‘‘Royal Brass’’ 
products. 


The H-705, shown, 
includes Center-set 
Lavatory Faucet, 
4” Centers, Pop- 
Up-Drain with 14” 
O.D. 17 B. & 8. 
gauge Tail Piece, 
Bronze Renewable 
Seats, Non-Siphon 
Spout, 1%” eleva- 
tion. 


The Royal Brass Mfg. Co. 


1420 EAST 43RD STREET 


CLEVELAND 3, OHIO 








WAAL 
INKS 


made to order 
to fit any space 


When you order an Alberene sink, you don’t have to 
alter your laboratory to fit a stock size. Alberene 
sinks are made to your order . . . in any dimensions 

. to fit any space. Just send us complete dimensions 
(ask us for our easy-to-use order forms) and we'll 
ship you the sinks. There are nine types you may 
choose from. If you have any trouble in design, call 
up our trained specialists, or write to — 


ALBERENE STONE CORP, 
OF VIRGINIA é 
419 — 4th Ave., New York 16, N. Y. 
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Save time with a 


WARNOCK 


STRAP WRENCH 


December, 1950 


avoid scratching 
polished pipe 


Flexible woven strap 
provides soft contact but 
strong grip... curved nose 
prevents denting... handle 
unbreakable. 


There are two models in 
many sizes. See these time 
and money savers at your 
wholesalers today. Ask 
him also about the handy 
Warnock Strap Vise. w; 


LOWELL WRENCH CO. 


WORCESTER 8, 


MASS 








For Top QUALITY Shower Stalls 


Specify... 


VOGT 


SHOWER STALLS 


For prestige building merchandise 
you can not do better than sell 
VOGT Shower Stalls. Display the 
VOGT, and nine times out of ten 
it will sell itself. A good utility 
product, such as VOGT, goes to 
work for you . . . makes money 
for you. 
*VOGT panels are heavy gauge 
Armco Zincgrip-Paintgrip steel or 
sturdy alloy aluminum. Side 
panels are coated with ‘sparkling 
white baked enamel—black top, 
bottom. Variety of aluminum, 
vitreous or stone bases. Complete 
accessories—chrome pldted. At- 
tractive plastic shower. curtain. 
Glass doors available. 

Easy to install. All parts prefab- 
ricated for easy assembly. Contact 
your supplier or WRITE us direct 
for complete data. 














Your customers can spot qual- 
ity on sight. They do it every 
time. And VOGT Shower 
Stalls tell their own story in 
better merchandise, better de- 
sign, better accessories. Your 
customers will cast their vote 
for VOGT when you start 
displaying VOGT Quality 
Shower Stalls. 


*VOGT pronounced “VOTE” 


VOGT BROTHERS MFG. CO. inconrorarto 


1404 W. Main Street 


Louisville 3, Kentucky 
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100-Mile Heating Job 


(Continued from bottom of page 100) 

into one smoothly running machine. 

5—The assembly line method of fabrication and 
installation, involving accurate timing of each 
procedure, demanded that portable power ma- 
chines be used for pipe cutting, bending and weld- 
ing. A cost study, made before the job was 
started, convinced the contractor that efficient 
utilization of such machines would cut fabricat- 
ing costs up to 50 percent. As one example, a pipe 
bending machine with a measuring jig bends the 
steel pipe 180 degrees to the correct radius in five 
seconds. The same job, done manually, would 
require ten times as long. 

6—As soon as formed, pipe lengths were posi- 
tioned on the shop floor over painted patterns 
corresponding to the panel layouts used in each 
of the four types of houses. To avoid confusion, 
the pattern for each of the four layouts used in 
the project was marked with a different color 
paint. Coil sections were acetylene welded end 
to end, then stacked in proper order on a large 
flat-body truck equipped with a special rig for 
hauling them to each individual house. 

7—Concrete wall foundations were set, plumb- 
ing lines installed and the space within the 
foundation walls filled with gravel and a covering 
of sand. The sand was leveled 3% to 4-inches 
below the top of the concrete wall, with only the 
plumbing terminals protruding above it. Over 
the sand, heavy waterproofed paper was laid to 
provide a continuous membrane between the 
fill and the slab to reduce heat loss to the ground. 
Insulating board was placed around the wall 
perimeter to prevent heat loss to the outside 
atmosphere. 


The Coil Sections Arrive 


8—At this stage of construction, the radiant 
heating coils arrived from the field shop. Since 
each coil had previously been tagged for place- 
ment in a predetermined part of the project and 
loaded accordingly, they came off the truck in the 
right sequence, ready for use. This prevented 
waste of time and labor on the job-site. 
9—Another crew, after the boilers had been 
installed, then joined the completely fabricated 
panels to the supply and return headers. 
10—When fabrication was completed, the sys- 
tems were tested with nitrogen at a pressure of 
125 pounds for four hours. To date, no leaks have 
developed, either in the pipe or in the welding. 
11—When the welding and testing had been 
completed, a wire reinforced fabric (6-inch by 
10-gage mesh) was fastened together over the 
pipe, and the concrete slab was poured. During 
the pouring, each individual pipe in the radiant 


heating system was vibrated in the concrete to 
make sure it was entirely encased. 

Heating efficiency, in the new homes which are 
already completed, is indicated by a temperature 
difference of only 14% degrees Fahrenheit between 
the floor and the ceiling, which is insulated with 
full-thick rock wool. Hot water for the systems 
is supplied by a boiler with 115,000 Btu capacity 
in the four family homes. Boilers are located 
in separate rooms at the rear of each house, as 
shown in the line drawing at the top of page 104. 


Apartments Have Individual Control 


During cold weather, water in the boilers is 
maintained at 120 degrees by oil heat. In each 
apartment, a thermostat controls heat by turning 
a circulator on and off to regulate the flow of 
water, which is moved at a capacity rate of 12 
to 15 gallons per minute through the one-inch 
steel pipe coils. 

Together, the skillful application of assembly- 
line techniques outlined above will mean not 
only a saving in time and cost—but a better- 
planned, more satisfactory installation as well. 


housing accommodations similar to those at West- 
over Field Air Base are being provided for mili- 
tary and civilian personnel of the national defense 
establishment. The homes, which can be insured 
by the Federal Housing Administration, are being 
built with private capital. Many similar projects 
are now in the planning stage. 














“Now, let’s see if she works!” 








200 DOMESTIC ENGINEERING 








"Good" has the Biggest Line 
of Plumbing Repair Parts 


In our stock of over 2500 items you 
will find just the Plumbing Repair Parts 
you need. 

You’ll save time and money by getting 
all your Re- 
pair materials 
from Good. 
And you'll be 
certain of sat- ts 77 
isfaction as 00 
we have spe- 
cialized in the Plumbing Repair 
manufacture : 
of plumbing Materials 
repair parts 
for over 50 
years. 


GOOD MIG. CO., Inc. 


191-197 Lincoln Ave., New York 54, N. Y. 


























IMPORTANT TO YOU! 
HINDLEY 'S 


PLUMBERS' SPECIALTIES 


No part of a job, no matter how 
large it may appear, is any more 
important than the little things 
which help build up or support the 
job as a whole. in this light, don’t 
forget HINDLEY’S Complete Line of 
Plumbers’ Specialties. They're small, 
but important to you! 


ORDER DIRECT FROM JOBBER 


|--— TTTTT TTL pina 


HINDLEY MFG.CO. Valley Falls, Rhode Island 








@ Replacement Parts 


UPLICATES of any plumbing 
brass parts made... regard- 
less of the original manufac- 
turer. Not fitalls ... from one to 


any quantity. 















ECONOMICAL QUICK SERVICE! 


STANDARD BRASS 
& FOUNDRY COMPANY 
10 Vandewater St. 
New York 7, N.Y. 


Telephone: WOrth 4-5262 








How to Apply for a Business Loan 
(Continued from bottom of page 91) 

many facts about his business are personal and 
no concern of the lender. But the lender feels 
that a loan to any business is a form of “invest- 
ment.” Like any other investor he will want the 
pertinent facts. He will want information show- 
ing the contractor’s business ability, his earnings 
and earning prospects. 

Banks as well as other lenders usually require 
applicants for business loans to be able to show: 
1. Good personal character and reliability. 

2. Sound business ability. 

3. Success in past business ventures or suffi- 
cient knowledge of business methods as to give 
promise of future success. 

4. Adequate investment on the part of the con- 
tractor. 

5. Reasonable need for the loan and reason- 
able probability of repaying on time and in full. 

In arriving at satisfactory decisions on these 
requirements, bankers do not rely upon anyone’s 
say-so. Instead they expect factual information 
which may be evaluated and verified preliminary 
to making a loan. Most banks have application 
forms upon which the information may be listed. 
With the full information in hand, prospects of 
obtaining successful action will be.greatly im- 
proved. 

A complete outline, showing how information 
needed by lenders may be organized, will be 
given next month, 
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Statement of Ownership and Management of “Domestic 
Engineering Magazine” for October 1, 1950 
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circulation, required by the Act of Congress of August 24, 1912, 
as amended by the Acts of March 3, 1933, and July 2, 1946 (Title 
39, United States Code, Section 233) of DOMESTIC ENGINEER- 
—- published monthly at Chicago, Illinois, for October 
, 1950. 

1. The names and addresses of the publisher, editor, managing 
editor and business manager are: 

4 Publisher, O. T. Carson, Chicago, Ill. 

Editor, C. L. Staples, Chicago, Ill. 

Managing Editor, C. L. Staples, Chicago, III. 

Business Manager, Jay A. Foxworthy, Chicago, Ill. 

2. That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the 
names and addresses of stockholders owning or holding 1 per 
cent or more of total amount of stock. If not owned by a cor- 
poration, the names and addresses of the individual owners must 
be given. If owned by a partnership, or other unincorporated 
firm, its name and address, as well as that of each individual 
member, must be given.) 

Domestic Engineering Co., 1801 Prairie Ave., Chicago, Ill.; O. T. 
Carson, Chicago, Ill.; E. G. or Olive M. Hutchison, Chicago, I11.; 
Fergus McKeever, New York, N. Y.; R. Herlov, Chicago, IIl.; 
Josephine L. and R. V. Sawhill, New York, N. Y.; A. T. Papineau, 
Needham, Mass.; Mary J. Huxley, Chicago, Ill.; E. P. Campbell. 
Des Plaines, Ill.; J. A. Foxworthy, Chicago, Ill.; J. B. McCabe, 
Oak Park, Ill.; Wm. M. Carson, Chicago, Ill. : 

3. The known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount 
of bonds, mortgages, or other securities are: (If there are none, 


so state.) None. 
4. Paragraphs 2 and 3 include, in cases where the stockholder 


or security holder appears upon the books of the company as 
trustee or in any other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting; also the state- 
ments in the two paragraphs show the affiant’s full knowledge 
and belief as to the circumstances and conditions under which 
stockholders and security holders who do not appear upon the 
books of the cmpany as trustees, hold stock and securities in a 


capacity other than that of a bona fide owner. 
JAY A. FOXWORTHY, 


Business Manager. 
Sworn to and subscribed before me this 26th day of September, 
50. 


H. D. ERNST, 
iMy pion expires October 4, 1952.] Notary Public. 
(Seal) 
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A Clean Deal for Clean-Outs with "FLEXIBLE" 


FOR PLUG STRAINERS | 
FOR TRAPS REMOVED 





Work-Horse of the 
Industry: ‘’Flex- 








ible” Electric Snake 
Gun 
For use with traps removed. Through basin traps 
1 ea. 36x50’ Drop-Head Snake ~ 4 1 ea. %4'’x25’ Drop-Head Snake - . 2 
1 “* Medium Snake House. ..... 1 “’ Small Snake House........ 
1 “ Electric Snake Gun........ 25.40 1 “ Electric Snake Gun........ as 
$59.60 $44.25 


TOTAL PRICE FOR BOTH UNITS FOR ALL-PURPOSE CLEANING ONLY $103.85 
(Use any '/” Electric Drill. Electric Drill Not Included in Above Quoted Prices) 


FLEXIBLE SEWER-ROD EQUIPMENT ory ati rs crore te 
Plumbing Division 


of hand and Electric tools for Cleaning 
Roe see er eeeiaerrire sewers and Waste Lines. 


eee! SOLD ONLY Poi re RELIABLE 










America’s Largest 
Manufacturer of Pipe 
Cleaning Tools. 















> S. CLINTON STREET 










































Solid Copper e -Varied Sizes 
STURDY e NEAT ee TIME-SAVING 


Comes in five different widths and weights to meet the require- 


people will 








ments of any copper pea 
Square Hole #1, ” Medium Punched 4” 
os és #3, ie Extra heavy Punched hn 
Round Hole s’ ¥r Light Punched 
ihn Light Punched 


A complete line of 
quality toilet seats 


Wesco manufactures a pe line of solid copper aia for 
copper tubing—Wesco two hole Tit strap; a strap that snaps on 
the tube, leaving plumber’s hands free to nail— Wesco Solid 
Copper Ring Hangers—Wesco Solid Copper Boltless Hangers— 
Wesco Chaps; the combination hanger and perforated strap— 


Copper specialties. SEND FOR LITERATURE oW Nationally Advertised 
WESCO MANUFACTURING CO. BEMIS MFG. CO. in BETTER HOMES 


P. O. BOX 175 WELLSVILLE, OHIO Sheboygan Falls, Wis. and GARDENS 


WESCO "f8Stmae a 
E 











SWEAT 
FITTINGS, 





Write for & Their economy and efficiency are 
cone” 410 | abeing utilized to excellent advan- 
y details fy tage today in industrial plants, 
at will give Me sispenset® Wachools, hospitals, hotels, airports, 
" noe systems tot Wj service stations, public buildings, etc. F 
m oF s of all type’ 





THE IMPERIAL BRASS MFG. CO. 


EAGLE COPPER PRODUCTS CO.,INC. Im futiug 


28-32 LOCUST ST BROOKLYN 6,N Y 123) W. Harrison S$t., Chicago, Illinois 
















Food Waste Disposers 
(Continued from pages 106 and 107) 





J. A. Rishel, Jr... . 


excellent position to cash in on 
this growing market. Aided by 
the promotional efforts of manu- 
facturers and the dealer himself, 
the device can become a major 
item of sale and profit. 

The Youngstown Kitchens 
food waste disposer effectively 
disposes of kitchen food wastes 
by grinding them into fine par- 
ticles and swirling them down 
the drain. 

The unit has two outstanding 
features: 1—Wastes can be fed 
into the unit continuously, elim- 
inating the job of prepacking the 
unit each time it is used; 2—Di- 
rection of the rotating shredder 
is reversed each time the switch 
is turned on, serving to keep the 
unit clean and reducing the 
possibility of jams. 





Millard Foist . . . 


pulverator and clear our kitch- 
ens and porches and backyards 
of potential polio-breeders and 
disease-spreaders. We can guar- 
antee our wives and our moth- 
ers more sanitary household 
conditions, as well as increased 
leisure time; we can protect 
our children so that their 
lives will not be tragically cut 
short because of a reeking, germ- 
laden pail of garbage in their 
play area. And we can promise 
our neighbors that ours will not 
be the property to constitute a 
menace to the community. 

All of this means greater 
security of health. It is a large 
part of the campaign for a better 
way of life. 

A new and revolutionary 
model of the Waste King Pul- 
verator, featuring noiseless and 
vibrationless operation in its 
radically different design, was 
given its world preview at the 
annual convention of the Na- 
tional Assn. of Master Plumbers 








in San Francisco last May. 

Formal presentation of “the 
food waste disposer with the 
built-in Hush” was made by 
Bertram Given, executive vice- 
president in charge of produc- 
tion and sales for the Given Man- 
ufacturing Company. 

In presenting the new model, 
Mr. Given referred to the new 
food waste pulverator as “The 
Quiet One,” because of its ex- 
tremely quiet operation. He de- 
scribed this unique feature as 
resulting from a revolutionary 
new mounting ring called the 
“Hush-Mount Cushion.” This in- 
tegral part of the new Waste 
King Pulverator is embedded in 
resilient rubber and succeeds in 
preventing noise and vibration 
from being transmitted through 
either the sink opening or the 
waste line and house plumbing. 

In the face of these radical 
improvements, Mr. Given stated, 
the food waste disposer had come 
of age years ahead of the normal 
process of product development 
generally required by most 
major appliances. 





Howard Jones .. . 
American communities. 

When the sale of an appliance 
is ascending, the profits for deal- 
ers are best. Disposers are now 
in that favorable position and we 
are preparing olr own organ- 
ization, our distributors and our 
dealers to capitalize on this 
situation. 

Actual tests prove that the 
American Kitchens disposer 
grinds all types of food waste. 
The American Kitchens disposer 
is fast-grinding because of its 
heavy, free-swinging, knee-ac- 
tion hammers and soundly en- 
gineered shredder ring design. 

The rapidly rotating hammers 
smash the waste and force it 
into the sharp edges of the 
shredder ring where it is cut 
into small particles. These par- 
ticles are ground to a size that 
will permit their passage through 
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the multiple openings in the 
shredder ring. The raised ver- 
tical sections eccentrically set on 
the impeller hammers increase 
the destructive effect on the 
waste and also prevent any con- 
tents in the waste chamber from 
forming an “umbrella” of waste 
above the grinding mechanism. 
The shredder ring on Amer- 
ican Kitchens disposers is con- 
structed with ample outlet area 
to insure that the actual disposi- 
tion of the waste is not impeded. 
These outlet openings are de- 
signed so that all ground par- 
ticles have maximum dimension 
of less than % inches in any 
direction. Most of the waste 
passed by an American Kit- 
chens disposer averages from % 
inch to % inch maximum. Ac- 
cording to many sanitation en- 
gineers, waste this size gives the 
best draining characteristics. 


Sell the Gifts 
(Continued from page 88) 

eight outside salesmen, this firm 
accumulates a long list of “on- 
the-fence” prospects during the 
year, who for some reason. or 
other could not be sold when 
originally contacted. Included, 
for example, are newly-wed 
couples who could not see their 
way clear to add a new major 
appliance to the family budget, 
and thus “put off” the purchase. 

Instead of discarding these 
names, the Denver dealer files 
each away carefully and keeps 
the name “up-to-date” with fre- 
quent telephone contact. He 
then bears down on the prospect 
list when the holiday season 
rolls around. 

A list of such prospects is given 
to each salesman, who spends the 
pre-holidays weeks in follow-up 
work. Urging the husband to go 
ahead with the contemplated 
purchase, delivered on Christmas 
Eve as a complete surprise, gets 
excellent results. The store, 
franchised with three leading ap- 
pliance lines, offers time-pay- 

(Please turn to top of page 206) 














UT 
227 





Bo senna nnn 


y 


SOLDE 


YAGER’S 
dering jc 
mechanic 
corrosion 
job. Sav 
tions on 


and 50 | 





| the 
- -ver- 
set on 
rease 
| the 
 con- 
from 
waste 
nism. 
\mer- 
con- 
area 
sposi- 
eded. 
> de- 
par- 
nsion 
any 
vaste 
Kit- 
m % 


1 en- 
s the 








December, 1950 


DOMESTIC ENGINEERING 




























































YAGER’S helps do a more perfect sol- 
dering job. Makes perfect electrical and 
mechanical joints. No fumes, no acids, no 
corrosion. Will not streak or discolor 
job. Saves time and solder. Full direc- 
tions on each can, Available in 42, 1, 5 
and 50 Ib. containers. 


PNG? @ emi 4, b30), meio, [on 
HUOSON. NEW YOR? 
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Blue Book 


List ef distributors 


Sales Agency for Canada 





CENERAL ELECTR 
NTO MONTREAL 


ANADIAN 
COMPANY TOR‘ 








/ a's BRASS FITTINGS 
@ FOR COPPER TUBING CONNECTIONS— 
STRAIGHTS — ELBOWS — TEES — ETC. 
FAST MOVING ITEMS — EASY TO STOCK — EASY La SELL 


HE CORRECT PUTING -_ 





Write Today for completely illus- 
trated No. “P-2" Catalog & Prices 


SS FAST EIGHTEENTH STREET 


IM PANY | HICAGO 16, ILLINOIS 


WHOLESALERS 
me URERS 








Prefer Nicholson Traps 
To determine the best steam trap on which to standard- 
ize, a large processing firm recently asked their plant 
engineers for their preference. In 15 out of 20 plants the 
choice was Nicholson. The repeated adoption of Nicholson 
steam Prssn.s by plants currently in big ‘“‘cost-reduction- 
th oder tion” prog i ther indicati f 
| their obit features. To learn ie an increasing otc 
| ber of leading plants 
| are standardizing on 
| Nicholson thermosta- 
tic steam traps send 
for our catalog. 
5 TYPES FOR EVERY 
APPLICATION, proc- 
Utica ‘I’ Wet Base — Oil Fired Sectional Boiler rely 8 iE aon 
press, to 225 Ibs. 
Type 
AU 
5 BULLETIN 450 
or see Sweet's 
Utica Radiant Baseboard Panels $ 
UTICA RADIATOR CORPORATION gg 
, W. Hi. NICHOLSON & CO. witxes-canne, pa. 
2270 DWYER AVENUE UTICA NEW YORK 4 Sales and Engineering Offices in 53 Principal Cities = 
" CARTY -MOORE 
The BEST result No. 44 CONCRETE INSERTS 
is none too good for INTO 
Your Customers PUT SPEED YOUR 
SOLDERING SALTS AND PASTE JOBS 





Desirable for quick adjustable 
positioning, dependable strength 
and deep imbedded concrete in- 
sertion. Has wide wing spread. 
Travel slot permits wide adjust- 
ment,.. . . prevents nuts from 
pulling out. Available in sizes for 
%, 2, %, and % inch nuts. 


CARTY & MOORE 





Makers of the well known 
C & M Radiator Brackets. 
More than a million in use. 


ENGINEERING CO. 


timore Ave Det 















Carroll uffalo, N. Y. 
REIF -REXOIL, Inc. pati sige Boilers, a 
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SITUATIONS OPEN 


REPRESENTATIVES WANTED 


LINES WANTED 





SALESMAN WANTED TO COVER 

Bronx and Westchester, New York for 
long established firm of manufacturers’ 
agents with New York warehouse facil- 
ities. Major lines only. Address Key 
238-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., \ ee 16, Illinois. 





SWITZERLAND. LEADING SWISS 
trade paper, sanitary installation 
branch, wants qualified collaborator, 


technical engineer or chief installator, 
who would write about six articles a 
year on assigned topics. Apply with in- 
dication of required fees for a line to 
“DER SANITAR LATEUR,” 
Gern-Transit 1392, Switzerland. 








SITUATIONS WANTED 





SALESMAN — EXPERIENCED CALL- 

ing on jobbers and wholesalers in 
New York state (city and upstate), and 
Middle Atlantic area desires connection 
with first line manufacturer or agent. 
Address Key 244-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





REPRESENTATIVES WANTED 





AN ESTABLISHED BRASS MANUFAC- 

turer with full line of plumbers’ cast 
brass goods and tubular goods, desires 
capable manufacturers’ representatives 
who can give thorough distribution 
through wholesale plumbing and heat- 
ing jobbers. All territories now open. 
State qualifications and background. 
Address Key 234-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





LEADING MANUFACTURER OF BOWL 

setting wax gaskets has several east- 
ern territories open for top grade ag- 
gressive representatives to plumbing 
jobbers. Details and references in first 
lettr. Address Key 232-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





CHICAGO WHOLESALER, PLUMBING 

supplies. Needs agents for Illinois, 
including Chicago, Indiana, Michigan, 
Wisconsin, Minnesota, Iowa, Missouri, 
Arkansas, Colorado, North and South 
Dakota, Montana. Commission basis. 
Address Key 230-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





MANUFACTURER OF COMPETITIVE 
domestic oil burner and sump pump 
desires representative. Most territories 
open. BERKLEY MANUFACTURING 
COMPANY, 2045-47-49 N. 2nd Street, 
Philadelphia, Pennsylvania. 





LONG ESTABLISHED 
SPECIALTY HOUSE 


Shipping out of New York, has openings for 
those who have following among the plumbing 
and heating contractors in areas in or adjacent 
to the Eastern Seacoast. Must have strong 
wide recent own following. References and de- 
tails first letter. Exceptionally good proposi- 
tion for proper men. Address Key 229-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 














ENTIRELY NEW INVENTION. FLUSH 

tank closet improvement. Some ter- 
ritories open. Representatives wanted. 
Write FLEX MANUFACTURING COM- 
PANY, 7643 South Marshfield Avenue, 
Chicago 20, Illinois. 





MANUFACTURERS’ AGENTS CALLING 

on plumbing trade to handle our 
“Water Wizard,” the only machine for 
cleaning sluggish water service lines, 


retails $365. Attractive proposition. 
R. A. POEKERT, Castle Shannon, Penn- 
sylvania. 





MANUFACTURERS’ REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, 
excellent commissions, exclusive terri- 
tories open. Write full details in con- 
fidence. Box DE 736, 221 West 41st St., 
New York 18, N. Y. 





OPPORTUNITY FOR SUCCESSFUL 

manufacturers’ agent to make a prof- 
itable connection with manufacturer of 
steel kitchen cabinets, water heaters 
and shower stalls. Competitive prices, 
top quality product. We are expanding 
our sales organization and want men 
who know the plumbing jobbers in 
their working areas. Particularly in 
the South and Southwest also Northern 
New England. Our present salesmen 
average well over $1000.00 a month. 
Please give full information first letter. 
All letters will be acknowledged. See 
our display advertisement on page 209 
of this issue. HARRISON STEEL CAB- 
INET COMPANY, 4718 West 5th Avenue, 
Chicago 44, Illinois. 





LINES WANTED 





REPUTABLE MANUFACTURERS’ 

agent calling on plumbing supply 
jobbers desires good additional line. 
Active coverage eastern Pennsylvania, 
Delaware, New Jersey, es lag oe 
Washington. Address Key 741-E, “DO- 
MESTIC ENGINEERING,” i801 Prairie 
Ave., Chicago 16, Illinois. 


PACIFIC COAST 


Manufacturers’ representative organi- 
zation with branches in principal cities, 
now representing major manufacturers, 
wishes additional lines of merit. Wide 
distribution guaranteed. STANDARD 
PRODUCTS COMPANY, 1350 N. High- 
land Avenue, Hollywood 28, California. 
Phone GLadstone 7189. 








REPUTABLE FACTORY REPRESENT- 

ative covering Philadelphia, eastern 
Pennsylvania, southern New Jersey and 
Delaware wants one additional line. 
ee ree guaranteed. Ad- 
dress 225-D, “DOMESTIC EN- 
GINEERING, ” 1801 Prairie Avenue, Chi- 
cago 16, Illinois. 





West Virginia & Virginia 
CLARKE SALES COMPANY 
Air Conditioning, Plumbing & Heating 


Representing the Manufacturers 
1210 Grant St., Charleston, W. Va. 





WELL ESTABLISHED AGENCY — 

travelers—covering Texas, Oklahoma, 
Arkansas, Louisiana and Memphis, 
wants well established competitive line 
plumbing brass or other volume plumb- 
ing line. Now contacting approximately 
500 jobbers and D.T.U. accounts. Insist 
on exclusive protected territory ar- 
rangement. Commission basis only. P. 
O. Box 9598, Dallas, Texas. 





THE SCHUTZE SALES CO. 
1999 North Snelling Ave. 
St. Paul 8, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 





MANUFACTURERS’ LINES WANTED. 

5 years experience in plumbing and 
munkene wholesaling, metropolitan New 
York area. I can sell your products. 
Address Key 227-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


MANUFACTURERS’ AGENT COVER- 

ing the metropolitan New York terri- 
tory with warehouse facilities is inter- 
ested in taking on additional lines. Have 
particular desires for drainage and 
steam fittings, gate valves, gas cocks, 
copper tubing, eas Re ge electric water 
heaters. Address 194-D, “DOMES- 
TIC UNGINEERING” 1801 Prairie Ave., 
Chicago 16, Illinois. 


MANUFACTURERS’ AGENTS _ LO- 

cated Miami, covering Florida, look- 
ing for quality plumbing specialties to 
promote through architects and engi- 
neers and to sell through jobbers. Ad- 
dress Key 188-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 











MICHIGAN 
Cc. W. CARR & COMPANY 
Manufacturers’ Representatives 
Plumbing and Heating 
Calling on the Wholesaler Jobber 
C. W. “Cal” Carr, P. O. Box 373 
Kalamazoo, Michigan 


CAPABLE MANUFACTURERS’ REP- 

resentative covering New England 
area seeking odeiviens! quality sass. 
F & J SALES COMPA P. O. Box 153 
New Haven, counmaemest 


AGGRESSIVE REPRESENTATIVE 

well acquainted with legitimate job- 
bers in New York state exclusive of the 
metropolitan area, long experience heat- 








ing and plumbing business. Need one 
good line. Address Key 231-D, “D0O- 
MESTIC ENGINEERING,” 1801 Prairie 


Ave., Chicago 16, Illinois. 


MANUFACTURERS’ REPRESENTA- 

tive established in the State of Flor- 
ida calling on all plumbing and heating 
jobbers, desires a few more lines to 
promote. Located at St. Petersburg, 
Florida. Address Key 233-D, “DOMES 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





SALESMAN WELL ACQUAINTED IN 

the trade is interested in lines for the 
plumbing and heating wholesalers of 
New Jersey. Address Key 241-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
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LINES WANTED 


SALES REPRESENTATIVE CALLING 
on New Jersey plumbing and heating 
wholesalers seeks an additional line. 
Extensive knowledge of products used 
by the industry. Address Key 240-D, 
“DOMESTIC ENGINEERING, ” 1801 
Prairie Ave., Chicago 16, Illinois. 


EXPERIENCED MANUFACTURERS 

agent, with sales organization, calling 
on all major jobbers at frequent regu- 
lar intervals desires one additional ma- 
jor line for New Jersey. Warehouse 
facilities available. Aséress Key 239-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


BUSINESS OPPORTUNITIES 














INVENTOR WILL DISPOSE OF PAT- 
ent holdings to serious, foresighted 

manufacturers. No others. Exception- 

ally a Pg a plumbing devices. Ad- 

dress Key 7-D, “DOMESTIC ENGIN- 

a” % iso1 Prairie Ave., Chicago 16, 
nois 





MANUFACTURERS - INVENTORS 
PRODUCT DEVELOPERS 


Long established plumbing specialty company 
seeks new products for nation-wide promotion. 
Will consider products or development. Address 
Key 972-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


WELL ESTABLISHED FIRM SEEKS 
new or patented items for promotion 
and development. Address Key 242-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 








NEW PRODUCTS WANTED 


Nationally-known manufacturer - seeks 
new patented products suitable for 
manufacture by high production 
methods. Write P. O. Box #7312, Chi- 


cago, Illinois. 





WANTED TO BUY 





ATTENTION: JOBBERS—MANUFAC- 

turers. We will purchase any surplus 
or obsolete plumbing and heating items. 
Dispose of this material and turn into 
cash before inventory. Send your lists 
with complete description. Address Key 
235-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





FOR SALE 





PLUMBING BUSINESS FOR SALE. 

Established for eight years, new fire- 
proof building 32x72. Excellent show 
room. Owner retiring from business. 
H. C. BOYD, Box 72, Florence, Arizona. 


FOR SALE 

Plumbing, heating and Page business in 
best farming country central gt 
county seat. Well pon Py Dey since 1 work- 
ing four men, right man can double we ate in 
one year. Owner —— yn fixtures, 
a three trucks, $19,500 plus entory. Ad- 

Key 228-D, SDOMESTIC. ENGINEER- 
ine. i 1801 Prairie Ave., Chicago 16, Illinois 
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RATES FOR CLASSIFIED ADVERTISEMENTS 


Eight cents per word, including heading and address. For 


keyed address count seven words. 


Minimum advertisement, 


$2.00 per insertion. Cash must accompany order. For rates on 


bold face advertisements in this section write to Classified 
Advertising Department, DOMESTIC ENGINEERING, 1801 


Prairie Ave., Chicago 16, Illinois. 


ments are payable in advance! 





All Classified Advertise- 





FOR SALE 


MISCELLANEOUS 





HEATING BOILERS: 2-8800 SQUARE 

foot steam fire box type, 44 HP marine 
with oil burner, 2700 square foot steam 
with stoker. High pressure marine 
boilers: 100#-W.P., 150 HP-110#, 200 
HP-125#. All used. Low prices. OTTO 
BIEFELD COMPANY, Watertown, Wis- 
consin, 





FOR SALE 


Used heating equipment. Complete 
heating plant, one furnace air controlled 
stoker; 80 gallon hot water tank; 14 
radiators 20” to 36” high and miscel- 
laneous fittings. Located at, and direct 
inquiries to ROCKHILL TOURIST 
COURT, Hopkinsville, Kentucky. 


FOR SALE AT HALF OF FACTORY 
prices. Black railing fittings, sizes 
% to 2”. %” and %” black malleable 
closed pattern return bends. 14” and 
1%” cast iron “P” traps. Address Key 
243-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 














MISCELLANEOUS 





If You Are Contemplating Relocating, 
you should request a copy of 
“BUSINESS OPPORTUNITIES IN 
WATERTOWN, SOUTH 
DAKOTA” 


Call or write Mayor Gilbert or 
City Promotional Director, J. G. Ihnet 





MANUFACTURERS’ AGENTS REGIS- 

ter now. Agent service maintained for 
years by Domestic Engineering is for 
your benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of the services available to agents. As 
a clearing house of information for the 
manufacturers’ agents, Domestic Engi- 
neering services have proven invalu- 
able to many leading representatives in 
the past and if you have not as yet 
taken advantage of this service, get the 
details today. There is no charge for 
this service. Attach this advertisement 
and mail it together with your letter- 
head for full information to Manu- 
facturers’ Agency Service, 1801 Prairie 
Avenue, Chicago 16, Illinois. 





IN THE RED? NEED QUICK CASH? 

We buy and sell industrial, commer- 
cial real estate, factories, mills, plumb- 
ing, heating, wholesalers, jobbers, 
stores, shops, hardware, paints, etc 
Confidential. Address Key 236-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., ¢ usa 16, Illinois. 


PLUMBERS 


I WILL TELL YOU 
and 
I WILL SHOW YOU 
HOW TO 
WIPE PERFECT JOINTS 


on lead.pipe and connections. 
A post card for complete 


valuable information 


GEO. E. WILLIAMS 
3035 Aldrich Ave., So. 
Minneapolis 8, Minn. 





BOOKS 





“JOHNSON’S NEW HANDY MANUAL” 

(in two volumes), by John W. John- 
son. Heating Volume—Presented in an 
easy to understand manner, this book 
covers heating, ventilating and mechan- 
ical refrigeration, pumps, expansion 
bends, boilers, radiators, tanks, connec- 
tions, etc, 457 pages, 4 x 6%, with flexi- 
ble cloth cover. Price postpaid, Heating 
Volume, $1. Plumbing Volume—An- 
swers almost any question regarding 
plumbing, draining and sewage, in- 
cluding factory plumbing, domestic 
water supply, pumps, connections, ex 
pansion and contraction, drainage sys- 
tems, joint wiping, venting, etc. 404 
pages, 4 x 6%, flexible cloth cover. 
Plumbing Volume, price postpaid. $1.50. 
Order from Book Department, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Avenue, Chicago 16, Illinois. 











Sell the Gifts 


(Continued from page 202) 
ment plans to meet any budget, 
and a fine service department. 
“Perhaps the most important 
angle in re-contacting unsold 
prospects in this way, is the fact 
that we already have their good- 
will, and that they are usually 
quite familiar with the appliance 
suggested,” Mr. Cobb said. 


Idea: Add-On Selling 

Selling the “add-on appliance” 
at Christmas-time, is the field 
which a Detroit contractor has 
utilized year after year. Under 
the plan, a separate card file is 
maintained in the office, which 
lists every appliance sold through 
the year to Detroit homeowners, 
with a special notation as to the 
logical “add-on” appliance which 
may be suggested at Christmas. 

For example, if the homeown- 
er has purchased an automatic 
washer, he is automatically con- 
sidered in the market for an 
automatic drier or ironer. 
“There’s no time like Christmas 
for making the next sale,” as one 
official of the firm put it. There- 
fore, the store’s big crew of 6 out- 
side salesmen concentrate on the 
“second sale” for 6 weeks before 
the holidays, in this case concen- 
trating on the husband, with the 
suggestion that he surprise his 
wife with another appliance 
to lessen her work. 

Naturally, the store goes 
through all the processes of 
Christmas decoration and plenty 
of newspaper advertising on its 
appliance lines, but it is the con- 
centrated appeal of the “second 
sale” which annually shows the 
largest return per dollar expen- 
diture when the Christmas books 
are closed. 


Idea: Happy Housewives 
Photographs of happy house- 
wives, exclaiming joyously over 
a new holiday-gift appliance, are 
reproduced in the Christmas 
newspaper advertising of an 
Engelwood dealer in a South 





Denver suburb. Each photo- 
graph is the result of careful 
planning, and shows a popular 
housewife, known to many mem- 
bers of the community, who has 
actually received the appliance 
shown in the photograph. 

In order to build up a “picture 
file” of this nature, it was neces- 
sary to carefully select individual 
families in the area, in which 
the husband had actually pur- 
chased an appliance, and permis- 
sion had to be received to send a 
photographer around to snap the 
happy event. With a dozen such 
photographs, the Engelwood 
dealer is able to present “dif- 
ferent” holiday advertising. 

The beaming smiles of the 
family members shown in the 
picture, clustered around a new 
refrigerator, range or washing 
machine, is extremely potent in 
suggesting the same idea to other 
readers. “We find that this form 
of advertising attracts more hus- 
bands than any other we can of- 
fer,” it was pointed out. “One of 
the most potent factors, of 
course, is the fact that photo- 
graphs and news of this type 
stimulates the keep-up-with-the 
Jones aspect. Local residents 
who see that Mrs. Blank has re- 
ceived a new 8 cu ft refrigerator, 
for example, are sometimes en- 
vious, and somewhere, we may 
be sure, the idea pf a similar gift 
is transmitted to the head of the 
house.” 


Idea: Aim at the Mrs. 


An Oklahoma City plumbing 
and heating contractor has sold 
an amazing volume of %%4 and 1- 
ton package air conditioning 
units as the “ideal Christmas 
gift”. Specializing in these “de- 
luxe” conditioners for the past 10 
years, the contractor has built 
up a prospect-attracting reputa- 
tion as an expert in the field. 
This is quoted regularly in a di- 
rect-mail program aimed at the 
wives of professional men 
throughout the area. 

Beginning November 1, wives 
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of do. ‘ors, lawyers, dentists, pub- 
lic officials, and so on, are bom- 
barded with letters suggesting 
that the package air conditioner 
to offset the area’s notoriously 
hot summer temperatures is the 
“gift supreme”. 

The Oklahoma contractor gets 
a big response to such mail pro- 
motion, and the store literally 
outsells its summer package air 
conditioner volume during the 
November-December period, 
when this “gift which keeps on 
giving” is featured. “We go on 
the theory that there is probably 
no gift which will be more un- 
usual, or more appreciated, than 
cool comfort air conditioning for 
the summer months,” it was in- 
dicated. “It is an idea which is 
easy to sell to the average gift- 
giver, and if the prospect list 
selected consists of better-income 
families, there is no real reason 
why the store’s entire stock can- 
not be sold at Christmas-time.” 


Idea: Toy Train Center 


A dealer in Milwaukee traces 
a large portion of his annual ma- 
jor appliance and fixture sales 
entirely to the fact that the store 
becomes an “electric train cen- 
ten” each year. Having held a 
Lionel franchise for toy electric 
train repairs for many years, the 
Milwaukee dealer shows by far 
the largest choice of electric 
trains and accessories offered 
anywhere in the city, from No- 
vember 15 until Christmas Day. 

Special plywood racks, resem- 
bling pyramids with many eleva- 
tions to display full-length trains, 
are built throughout the store. 
One or more quarter-page dis- 
play ads is used every week to 
advertise “Milwaukee’s Toy 
Train Center”. As a result, many 
families who would pay little at- 
tention to ordinary appliance ad- 
vertising, flock into the show- 
room. The interest of many gift- 
purchasers is then transferred 
from the electric trains on dis- 
play to refrigerators, ranges, 
washing machines, and so on. 
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Pei: 


w A PAT. OFF. 


Completely s sanitary | 


* 

& e bel s s 
“DUO” Principle of Sanitary 
Draining. es The cutaway view illus- 
trates how the patented SANITARY WALL 
construction prevents drain water of one 
compartment from backing up into the 
other compartment — and it drains fast! 


Write for “Duo Waste” Catalog 


i ee sass a 








Bend it RIGHT the First Time! 
with a HOLSCLAW 

Handy TUBE 

BENDER 


Light weight, easy to === 

carry, handy to use on 

the job. Makes smooth 

bends in practically all 

grades of iron pipe, 

steel tube, conduit, or hard and. soft copper, brass, and 
aluminum tubing. Available in sizes to bend pipe or 
tubing of % in. O.D. to 1 Ye in. O.D. Shown above, model 
B4-10 for 5% in. O.D. tube, $11.25 F.0.B. Evansville, Ind. 


HOLSCLAW BROS., INC. 


424 Willow Road Evansvilie 11, Indiana 


FLEXIBLE 
SUPPLY PIPES 


for 


LAVATORY SINK & CLOSET 
5 











COPPER BOILERS 


INDIRECT HEATERS OIL HEATERS 
INSTANTANEOUS HEATERS COPPER BOILERS 


KAM WATER HEATER 
MEG. CO. INC. 








239-249 Alabama Ave. Brooklyn 7, N. Y. 


BUSINESS | 


GOOD SENSE IN SELLING 
SHERWOOD x 


COCKS 


HERE is commulative profit in selling a good dependable 
product, particularly the SHERWOOD Ball Cock. The 86-A 
Anti-syphon model protects your customers against back 
syphonage. Saves on water. Is quiet, long lasting and unfail- 
ing. Worth stocking up. Do it now. 


SHERWOOD BRASS WORKS 6331 E. Jefferson, Detroit 7 
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Gee Mfg. Co., H. 
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General 
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Oster Mfg. Co., The 
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Pacific Specialty Mfg. Co 
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ASK YOUR JOBBER FOR 


WHEN ORDERING 
SUPPLIES. 


TRIED, TESTED AND T 
APPROVED BY THE 
MASTER PLUMBERS 


COPPER TUBE CHROME 
PLATED FLEXIBLE 
LAVATORY AND TANK 

SUPPLIES 
PLUS FITTINGS 
AND STOPS 
ANGLE AND 
STRAIGHT 8 











MANUFACTURED BY 


Peerless 


INDUSTRIES 


PLYMOUTH, MICH 








| NOW-ASSURE YOUR CUSTOMERS 


YEAR-’ROUND OUTSIDE WATER 


INSTALL... 
WOODFORD FREEZELESS 
WALL HYDRANTS 


Outside handle turns valve inside building; 
ae drains instantly. No more going 

to the basement to turn water on 

and off in cold weather... = 





STYLE 10 


SAVES 
time, trouble, ecto 
costly repairs. 
Pa PROTECTS 
STYLE 8 against fire haz- 


ards, especially farm 


and suburban 
BUILT to last longer, yet it costs 
ssoaloth d little if any more than old-style out- 


lets. Brass castings. Key or wheel handle. 
6” to 24” lengths. 










Contact your wholesaler—or write... 


WOODFORD HYDRANT CO. 
DES MOINES 17, IOWA 


Manufacturers of the lowa Freereless Ground Hydrant 
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NEPTUNE DELIVERS 


Those are cheering words in times 

of scarcities ...and when the 

“wet season” is nearing to make 

NEPTUNE your sales-winner in 
Sump Pumps. 


And NEPTUNE delivers 
the Brass Sump Pump 

. the performer that 
delivers its high pump- 
ing capacity of over 
3000 gallons per hour. 
Be ready... be ahead 
with NEPTUNE! 


NEPTUNE 


PUMP MFG. CO. 











4912 N. 6th St., Phila. 20, Pa. 
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“Got c a Favesiin 


Yalesman: f 
Q. 


Do him a real favor! ... “ 
This 26 year old reputable Chicago ‘firm is still ex- 
panding, and needs more good salesmen handling : 
non-competitive lines in our open or partially de- E \ 
veloped territories. Particularly in the South and 
Southwest, also Northern New England. Please show - , 
him this advertisement or send us his name. 


aes ig 
Do yourself a favor too! Buy Harrison | ot 


quality products at highly competitive WATER HEATERS 
prices. 5 YEAR WARRANTY 
cs ae gt 7 @ 20 Gallon 
| 











@ 30 Gallon 
© 40 Gallon 


nes rape ttt t= © 50 Gallon 
pee (a. e@ 60 Gallon 


54 55% 


SHOWER STALLS 


} Aluminum 
—~ or Steel 
Panels 
® Porcelain 
Base 


STEEL KITCHENS  ossndeq 


© CABINET SINKS Steel Base 
® WALL AND BASE CABINETS ® Stone Base 


STEEL CABINET COMPANY 
4718 W. Sth Avenue, Chicago 44, Ill. 
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IN THE BEST OF TRADITION 




















Cadbaalt No. 25 E 

SELF-CLOSING 
TEMPERATURE AND 
PRESSURE RELIEF 


Diaphragm operated— 
thermostatic element 
out of water at all 
times with exception 
of during discharge 
period. Wit 6” ex- 
tension. Available i 


Female drain "in Cadell  Caduilll 
No. 75 No. 105 


——> Adjustable Poppet Type 
Codecl No. 200 Poppet Type Pressure Relief 

SAFETY RELIEF VALVE Pressure Relief Valve. %” I. 

: Valve. %” I. P.S. A. G. A. 

For low pressure heating p 2 listed 
boilers. May be used for . 8. isted. 
or eee Het LPs. Types No. 35, 75 & 105 can be furnished with fusible plug 
Steam capacity of 597,000 for temperature relief. (Not self-closing on temperature relief). 
B.T.U. This valve is 
ASME Standard. 


P. erfection FLOOR 
AND CEILING PLATES 
Neat appearance to all 
piping jobs. Supplied 
in nickel-plated and 
chromium plated. 





PRESSURE REDUCING VALVE 
For HOT or COLD LIQUIDS 
& AIR. %” Inlet and Outlet. 
eleiii High capacity all bronze 
valve. Provided with a bal- 
No. 25 anced seat member. 3 pounds 
Same as No. 25E up to 100 pounds reduced Vi Beit ° C. 
without extension. pressure. ESTABLISHED 1894 ew ritain, onn. 
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fusible plug 
erature relief). 





